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Presenting: 

H. R. WORTHINGTON, Left; 
HERBERTiSHEPPARD, Center; 
CLYDE D. LAMEE, Right. 
THE FLORIDA ELECTRIC 
SUPPLY CO. 
JACKSONVILLE, FLA. 
(See Page 1) 
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“Always in the window” 


MANY of the dealers who are known to do 
an outstanding business in dry batteries tell 
us that they have an Eveready Columbia 
display of some kind always in the window. 
») Every now and then an entire window is 


: 4 given over to Eveready Columbia Dry Bat- 


teries; Lut throughout the year these bat- 
© teries are on display, in windows, counters 
and shelves. The practice 
is a profitable one, for it re- 
minds the public that the 
dealer sells these good 


EVEREADY 
COLUMBIA 


batteries, and ties his store in with the na- 
tional advertising. There is available for all 


Eveready Columbia dealers a wide variety of | 
including | 


display material, of all sizes, 
dummy batteries, both full size and giant, 


wall hangers, cut-outs, counter cards and 
If any of your dealers want | 


many others. 
display material, send us their names. 


NATIONAL CARBON CO., Inc. 


Atlanta 
Unit of Union Carbide and Carbon Corporation 


Chicago 


Dry Batteries 


- they sell faster 
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HE Florida Electric Supply Co. 
of Jacksonville, Fla., also oper- 
ates branches at Miami and Tampa. 
Its activities cover a good share of 
Florida and southern Georgia. This 
company is the outgrowth of the old 
Florida Electric Co., and has been 
operated under the name of the 
Florida Electric Supply Co. since 
1916, when H. R. Worthington took 
the helm. It is now a General Elec- 
tric house, with an able personnel, 
live sales organization, radio and fix- 
ture departments well organized, and 
altogether getting its share of the 
electrical jobbing business in the 
great state with the long shore line. 
On the front cover this month we 
show the three men who are actively 
engaged in guiding this company’s 
affairs. Selection of this company 
and these three men was made be- 
cause, after running Nate Harvey, 
Lem Cushing, and Bill Duncan last 
month, it was decided we would have 
to have some “good lookers” on the 
cover. At the left is H. R. Worth- 
ington, president and general mana- 
ger; center, Herbert Sheppard, 
secretary and general manager; right, 
Clyde D. LaMee, vice-president and 
sales manager. 
. + * 


HIS is by way of a gentle re- 

minder to the 1,100 odd salesmen 
in the Summer Sales Prize Contest 
to get their records in for the July 
half of the contest. You are now in 
a position to figure up your total sales 
for the July eligible manufacturers. 
Enter these on your July score card 
and get them to your sales manager 
as soon as possible. He has to check 
them up, countersign the card and get 
it in to us by August 20,.so there is 
not much time to spare. 

We thought we had the wording on 
the card so that it could not be mis- 
construed. But one salesman thought 
‘July Half” meant half of July. 
Please don’t make that mistake. 
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Your biggest opportunity for the sales of electric 3 
ranges lies in the Frugal popular-priced, low-operating i 
cost, small-family-capacity stove. Here you have be- y 
fore you a field on which the surface has been but ; 
scratched. Here you have an outlet for your dealer 


and contractor which, resulting in increased volume 
for them, will in turn steadily show a rising curve of 
profit to you. 


Jobbers handling the Frugal line 
are Fully Protected 
Model BB 


Semi-Enamel ( 

Floor Space 26x22x4616 
Oven 13x13x15 

Cooking Surface 1816x24 

3-1000 Watt; 1-660 Watt 
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But we do not stop with one range. 
There is a Frugal stove to suit every 
demand created by the varying size of 
family, space or pocketbook. Take, 
for instance, the Model E-V, illustrated 
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on the right. Here is a range which 
suits exactly the requirements for the 
larger type stove, but which, at the 
same time, has dimensions of such 
small size as to make its use available b 
even in the smaller kitchen. i ; 
; ; ¥ 
Jobbers are being appointed on the 5 E 
Frugal line. There’s a good profit ‘ % 
in it, backed up by exceptional sales t Pi 
helps. Frugals are sold under a strict ; 
jobber policy. Write today for terri- 
torial arrangements. : 
ji | ¢ F 
» P Bi « 
Webster's dictionary says:—fru’gal, Model E-V—No. 83 q 
a. lit. for fruit; hence, fit for food; a 3 
Economical in the use or expenditure éJ 5 
of resources; not wasteful or lavish; Floor Space 22x40x39 Oven 13x13x15 
saving; sparing; as, a frugal house- Cooking Surface 20x211¢x33 \ \ z ( 
keeper. 5-1000 Watt Convenience Outlet : | 
) : 3 
1 é 
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( 
( 


2249-51-53 Beechmont Ave., Cincinnati, Ohio 


















‘ 
4 
x 
a 


pe eA NNOTE Hn patie 


Gi bE 


fy ts gnlond clini Si tS RIGS 


ES 













August, 1927 





THE JOBBER'S(AJSALESMAN 3 





Carry On 

F YOU have ever hunted with a ferret, you 
I know how the little fellow must be handled 
if you want a decent mess of rabbits. Un- 
less you muzzle your ferret he will kill the first 
rabbit, gorge himself and he’s through. He 
can’t help it—he’s only a ferret. He hunts only 
for food, and when his hunger is satisfied he 

quits for the day. 

It would be both unsightly and unconstitu- 
tional to muzzle salesmen. So, if a fellow wants 
to act like a ferret and let the first order ruin 
his appetite, there is nothing to stop him until 
the habit proves his undoing. 

In spite of our superior human intelligence, 
we are all more or less inclined to slack up a bit 
after pulling off a good one. 

Continued success lies in the quality of never 
being satisfied with the good work just com- 
pleted, while there is time and strength to do 
more. 

In every big order, in every difficult task com- 
pleted, there lurks the danger of leaning back 
and taking it easy for a while. 

The flush of pleasure, the pride of conscious 
achievement, bring on a warm glow of content- 
ment. Enjoy it briefly, but don’t let it blossom, 
brother, it’s the old ferret stuff! 

Don’t stop at the first rabbit. No matter how 
far ahead you are, play the string out—you 
might break a record. 

* x * 


Is There Profit in That Order? 
JOBBER’S Salesman came into his 


house and said: “Well, I guess those 

other birds on the street will sit up and 
take notice, and they’re going to be darn sore 
when they find that I landed old Double X for 
a thousand-dollar order of Pillsbury’s best out- 
let boxes. He fought like a steer, but I’m the 
boy that hung to him, and you bet I got the 
order. I had to come through a little, but our 
house couldn’t afford to let it get away.” 

This, of course, is a suppositional case, al- 
though something about like that occurs in the 
average jobbing house every day. Some sales- 
man gets all swelled up over something that 
doesn’t mean anything until you know all the 
circumstances. It’s like the case of the boy who 
sold his dog for $10,000. He didn’t just exact- 
ly get $10,000 cash, as he later explained to the 
old man, but took two $5000 cats. 
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An order taken at a price so low that there 
is no profit in it, or counting out the over-head 
and a few other things, even a loss, had better 
be left to the other fellow. The house can af- 
ford to let the order get away, if it cannot be 
taken at a reasonable profit. 

There is a strong undercurrent in all business 
these days, from the manufacturer down to the 
ultimate retailer, of “profits are dwindling, what 
are we going to do?” 

Whatever the answer is going to be, this 
much seems sure, that the old adage, “buy with 
discrimination and sell with care” still is good 
to go by, and any jobber who sells at a price 
that does not permit him to make any money 
on the transaction is worse than an enemy to 
himself, for he is keeping others from making 
a living. 


* * * 


Cooling With Lights 


T IS well-known to the decorator—and in- 
stinctively to most of us—that colors have 
individualistic powers. One may be stimu- 

lating, another soothing, and a third may be 
depressing. Some colors are “warm’’—red, or- 
ange, yellow. Others are “cold’”—violet, blue, 
blue-green, green and yellow-green. An expert 
will plan a “cool” decorative scheme for a room 
which receives a great deal of direct sunshine. 
He will use a “warmer” scheme in a room which 
is exposed to the cold light of the northern sky. 
But actually color is in the light and, therefore, 
the quality of the light influences the warmth or 
coldness of the decorative scheme. Why not uti- 
lize this more in homes, clubs, theaters and even 
in work-places/ 


This is the interesting view held by Dr. 
Luckeish, and he elaborates further upon it by 
saying that these powers of color are real and 
they have been adequately studied in the labora- 
tory and in actual installation. ‘To say that 
“this theater is cooled by light” is justifiable. 
Lighting cannot take the place of refrigeration 
in the preservation of unfeeling things, but it 
can go part way in the case of human beings. 
The idea can be utilized in the dining-room, on 
the porch and elsewhere in the home, and it has 
a real commercial application in theaters and 
other places where people are to be enticed in- 
doors in the summer time. 
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Novelty Electric Co., Phila., Pa. 






































Cuban 
40 N7>. 


The products of this company are entered in the prize contest for this month. A $25 





Getting Results 


A lesson may be learned from our alleged 
ancestors in their unusual ability to concentrate on 
one task until it has been completed. 


Those of us who have developed our powers of 
concentration find that a given work may be readi- 
ly accomplished by this method. 


Take for instance the jobber’s salesman entered 
in the “Summer Sales Prize Contest.” If he con- 
centrates his efforts on Okonite Products during 
the month of August, never overlooking an oppor- 
tunity to solicit an order for Okonite Tape, he is 
bound to win the $25 prize being offered. 


THE 
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all 


PASSAIC. 
NEW JERSEY. 






We make a tape for every purpose. “Okonite”™ 


tape, black “Manson” tape, “Dundee A” friction 
tape and “Dundee B” friction tape. 


OKONITE COMPANY 


THE OKONITE-CALLENDER CABLE COMPANY, Inc. 


Factories: PASSAIC, N. J. 


SALES OFFICES: NEW Y 
BIRMINGHAM 


PATERSON, N. J. 


ORE CHICAGO PITTSBURGH 
SAN FRANCISCO LOS ANGELES 


F. D. Lawrence Electric Co., Cincinnati, O. 
Pettingell-Andrews Co., Boston, Mass. 


npecorseornest Engineering Materials Limited, Montreal 


ST. LOUIS 
SEATTLE 
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epresentatives: ictor G. Mendoza Co., Havana e 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Building Man-Power 


A Man Who Rejuvenated Many Run-Down Elec- 


trical Firms Tells of the Importance of Organization 


By ALBERT RIVES 


Manager, The Electric Corp. 
Portland, Ore. 
AN INTERVIEW BY RUEL McDANIEL 


“luck” that caused each of these concerns to do an about- 


believe that an electrical jobbing firm can face and climb to the profit side of the ledger again after 


‘Ge the right kind of employee organization, I 


change its name every week if its owners wish, 


and continue to grow 
and prosper. There is 
no reason why even 
the oldest and _best- 
known firms’ should 
lose any _ business, 
should something sud- 
denly occur making 
it necessary to change 
the name, providing 
the firm has the right 
sort of organization 
and keeps the organi- 
zation intact,” de- 
clared Albert Rives, 
manager of the Port- 
land, Ore., division of 
The Electric Corp. 
When this firm es- 
tablished a division in 
Portland four years 
ago, Mr. Rives took 
charge; and during 
that period he has 
made an enviable sales 
and organization rec- 
ord in the territory. 


Building up a new business is a little out of line with 
Mr. Rives’ specialty, however. 








Albert Rives. He 
Never Asks Any- 
one to Do What 
He Is Not Willing 
to Do Himself. 


aN 











Until a comparatively 


few years ago he specialized somewhat in the rejuvenating _ ployees. 
Prior to his coming to In Mr. Rives’ plan of dealing with employees, these 


of run-down electrical concerns. 
Portland, he took charge of and built up not less than 


four general rules may be cited: 


consistent losses; but neither coincidence nor Lady Luck 


makes a practice of 
striking that many 
times in a row. 
Pressed for some 
specific reasons why 
these firms “came 
back,” and why the or- 
ganization which he 
manages in Portland 
has made an unmis- 
takable place for itself 
in that crowded terri- 
tory, Mr. Rives de- 
clares that if there is 
any secret in his meth- 
ods of running an 
electrical business, the 
secret lies in the han- 
dling of men. He be- 
lieves so strongly that 
the co-operation of the 
employees of an elec- 
trical company is the 
biggest factor in the 
success of that organi- 
zation that he makes 
without reservation 


the statement at the beginning of this article—that the 
name of a firm is secondary to the functioning of its em- 


10 electrical firms, ranging all the way from small con- (1) Pay no two persons the same salary. 
tracting businesses to public utilities and jobbing houses. (2) Don’t ask any employee to do something you 
Mr. Rives declares that it was mere coincidence and 





would not be willing to do yourself. 
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(3) Be one of them to the extent of knowing their 


personal problems and lending your assistance when 
needed, 

(4) Hold their respect and keep your authority un- 
questioned by knowing explicitly what you're doing at 
all times—having the situation always under control. * 
“No two persons in our organization here are worth 
declared Mr. Rives in explain- 
ing why he pays no two people the same s “That 
covers the sales force as well as the office and stockroom 
Jobbers have told me that they did not see how 


it was possible to reconcile employees occupying about 


exactly the same money,” 
alaries. 


forces. 


the same positions with the fact that someone else was 
getting more money than they. That is easy, if they are 
made to understand that it is not a personal matter that 
makes the difference but entirely a question of perfor- 
mance.” 

Where two or more salesmen cover about the same 
sort of territory and have been with the company about 
the same length of time, in many organizations these two 








men would be drawing the same salaries; but not so 
under the Rives banner. Two men can join the sales 
force on the same day and can be given as nearly identi- 
cal territories as it is possible to give them, and one will 
show hints of superiority over the other. It will not be 
long before one is making more money for the company 
than the other, Mr. Rives declares. One may drop into 
selling more or less mechanically; the other will put his 
utmost energy into every call. One may sell as much 
merchandise as the other, but the latter’s sales may be 
better distributed and therefore are more valuable to the 
company. It is next to impossible for two salesmen to 
be worth exactly the same money to a jobber, Rives 
points out, just as it is impossible to find two men exactly 
alike. And if they are not worth the same financially to 
the company, they should not be paid the same. 

Mr. Rives is often asked how he is able to keep sales- 
men and other employees from comparing salaries and 
learning how their associates are paid. He does not 
attempt to keep them from know- (Turn to Page 118 ) 











That the waters of the harbor of New York are the safest in 
the world, is due almost entirely to the eternal vigilance of 
the Engineer Corps of the United States Army. Every foot 
of the navigable channels of New York Bay, and the Hudson 
and East Rivers, are so thoroughly investigated by scientific 
means that the resultant charts are models of accuracy, and 
not even the smallest wreck, or other obstruction can escape 
observation. The work of charting and checking the channels 
is carried on every day, from daylight to dusk, from three flat 
barges lashed together, making a floating platform 80 ft. long 
and 10 ft. wide. The platform drifts with the tide, under con- 
trol of a 40-foot taunch, and the barges are also equipped with 
outboard motors, which serve to hold them in the direction of 














the currents, against the wind and wash of passing vessels 
while soundings are in progress. Six skilled leadsmen take 
the soundings, and as each sings out his “Mark the Twain,” 
or whatever the sounding mark is, he is switched onto a dicta- 
phone in the center of the barge platform, and his record is 
registered on the wax disk of the instrument. The dictaphone 
supplants three recarders who formerly did the work until it 
was found that the noise of the harbor foghorns, steamship 
whistles and the like greatly hamperea the work of the 
engineers. The photograph shows the dictaphone operator at 
his post at the center of the sounding-barge platform, working 
on the switching arrangement that connects each of the leads- 
men in turn with the instrument.—Herovert Whoto. 
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Credits and Collections Tied In 
With The “Control Statement” 


Methods Employed by the Dodge Electric Co. of 
Tulsa, Okla.,as Described by J.W.Dodge, President 
By JOHN T. BARTLETT 


N UNUSUAL degree of co-operation between 
salesmen and the credit department is found at 
the Dodge Electric Co., Tulsa, Oklahoma. 
“We use a credit limit policy on our customers, which 
automatically starts when the first order is accepted,” 
related J. W. Dodge, president 


lect, but nevertheless put in the work which produces 
remittances. 

The Dodge Electric Co. is the oldest electrical house 
in Tulsa, and was the first to enter the electrical jobbing 
business there. Now, there are several branch jobbing 

houses, and the status of the 





“A few 
convinced 
us when first entering the job- 
bing field in 1921, that there 
was the necessity for a great 
deal of care in extending credit 


and general manager. 
months’ experience 


to dealers and contractors, and 
we worked out our present pro- 
cedure.” 

Theoretically, salesmen and 
credit departments are always 
at war. With the Dodge Elec- 
tric Co., however, it is quite 
the reverse. The salesman tak- 
ing an order for the first time 
(and salesmen by the way, 





HEORETICALLY, sales- 

men and credit departments 
are always at war, but it does 
not work out that way with the 
Dodge Electric Co., where ex- 
cellent co-operation is obtained. 
This, coupled with a thorough- 
going system of business analy- 
sis, Whereby the company knows 
at the end of each working day 
just where it stands, has devel- 
oped a successful business. 


city as a jobbing center is 
The trend in the 
business, as J. W. 


established. 
jobbing 
Dodge sees it, is towards bet- 
ter and better service for the 
customer. On the basis of 
territorial conditions, Tulsa is 
“logical” for a region not espe- 
large. The 
covers towns within a radius of 
With- 
in the territory served, how- 


cially company 


some 60 miles of Tulsa. 


ever, efforts become intensive. 
As already mentioned, the com- 
pany solicits every legitimate 
outlet. 








solicit every legitimate outlet, 
including hardware stores), is 
expected to obtain references from the customer. Oné 
of these will be, usually, a local bank reference, and the 
salesman verifies that while on the ground. Other ref- 
erences, usually, are other wholesale houses with which 
the applicant for credit has dealt. 

The credit manager, M. O. Mason, secretary-treasurer 
of the company, checks upon the references, and obtains 
a rating from R. G. Dun & Co. On the basis of informa- 
tion thus obtained, the order is either accepted, and a 
credit limit, varying from $25 to $2,000 generally, estab- 
lished, or, on the other hand, the account declined on a 
credit basis. 

As the company’s experience with the customer in- 
creases, the credit limit may be increased. 

Here is an unusual respect in which the salesman co- 
operates with the credit department. Before a man starts 
out, the credit manager learns what route he will take, 
and furnishes him with itemized statements covering the 
accounts of customers on the route. The salesman knows 
where each customer stands with the house. If collection 
letters have been written to any customer, copies of these 
letters are furnished to the salesman as a necessary part 
of his information. 

It sometimes happens that, on the basis of the cus- 
tomer’s account the salesman must stress collections, not 
sales, with a customer. 
on this basis. 


The salesman goes ahead, then, 
Of course, the men may not actually col- 


Much business carrying small 
credit limits is taken on. Mr. 
Mason had recently opened an account with a credit al- 
lowance of $50, guaranteed by a responsible man, friend 
of the young customer. In intensive cultivation of the ter- 


ritory, small accounts like this are taken on for two 


reasons. 

The accounts are contributed by men starting in a 
small way, who may grow, and by curb-stoners. The 
first may sometimes grow into substantial accounts. The 


curb-stoner may always be a shoe-string business man. 
The aggregate business of a sizable number of the small 
buyers is worthwhile to a house whose jobbing depart- 
ment is based on intensive cultivation of trade oppor- 
tunity. These small customers do much of their buying 
at the house in person. 

Salesmen are expected to gather complaints as well as 
orders, assiduously. This is an effort to deliver the “‘bet- 
ter and better” service which Mr. Dodge regards as the 
trend of the time in the jobbing business. 

Efforts are made to present the occurrence of com- 
plaints. 

“One of the situations which used to occur, but which 
we have taken steps now to prevent,” related Mr. Dodge, 
“concerns an order for an article we do not have in stock. 
If a salesman takes such an order, and then we try to get 
it, there are possibilities of dissatisfaction in various 
We instruct our salesmen now, if an article isn't 
If the 


ways. 
in stock, to make the fact plain to the customer. 
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customer wants us to secure it, we'll go ahead and get it 
for him, the salesman explains, applying to it the same 
margin as to other goods. 


“We don’t find that this new policy particularly loses 
business for us. The customer ordinarily authorizes us 
to go ahead. And we have taken the order in a way to 
prevent dissatisfaction when the merchandise is delivered. 

“One of the principles we go on is that the customer 
is right until we learn otherwise. 

“We assume the customer’s complaint is a just one 
when made. We go ahead on that basis, and investigate. 
If we find the customer is wrong, we haven't made a 
mistake by proceeding pleasantly on the assumption he 
was right. And, if he is right, certainly our attitude has 
been the proper one. 

“We are ready to take the hot end of the stick, and 
frequently do. Judgment has to be exercised here, as in 
all things in an electrical jobbing business, but our ex- 
perience is that a policy of considering the customer right 
until found otherwise is the best one for building business. 

“Faster and more accurate service is needed tc keep up 
with the times. We handle a great deal of business on 
telephone orders, catching bus lines, the next car leaving, 
in frequent cases. Dealers are carrying smaller stocks, 
and relying more and more on quick service from the 
jobbers. 

“We operate our jobbing department in connection with 
our retail business. We were originally interested to 
enter the jobbing business because we found it necessary 
to do so in selling to local offices. Jobbers were selling 
these direct, and in order to compete we had to become 
jobbers ourselves.” 

A practice of the jobbing department, as it is, indeed, 
of the entire business, is to cost each day all sales made. 
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This process observed with respect to all invoices gives 
a daily check on gross profit. 

A very detailed day-to-day check is kept, in an ac- 
counting way, upon the entire business. The control 
statement is available from Mr. Dodge’s consideration in 
the forenoon, covering the day before. In separate col- 
umns for “wholesale” and “consigned,” figures begin 
with “outstanding yesterday.” Charges, with the number 
of transactions are shown, and a new total secured. Then 
there are calculations involving cash credits, miscellane- 
ous credits, giving an “outstanding today.’’ Grand totals 
are arrived at for wholesale and retail departments, the 
latter divided into instalments and thirty day open ac- 
counts. 

There are individual analyses for “cash received today” 
and ‘‘miscellaneous credits.” 

Bank Account is analyzed—balance in bank yesterday, 
deposit today, checks drawn, balance today, total deposits 
this month. 

There are comparisons—collections today, collections 
this month, collections this month last year. Charge sales 
for the month to date, and-cash sales for the month to 
date, are given, and totaled. Total sales for the same 
month last year, and for the present month to date, 
appear. 

The control statement is a mimeographed form upon 
legal size paper. It is still in process of development— 
that is why mimeographing, rather than printing is em- 
ployed. As new ways to increase its value are discovered, 
they are incorporated. The whole effort is to make a 
nice compromise between simplicity and detail. A con- 
dition of detail is wanted for greatest practical usefulness. 

The miscellaneous credits summary is divided on the 
control statement, for example, into price corrections, dis- 
counts charged to sales, merchan- (Turn to Page 120) 
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of Chicago, was taken from the Tribune Tower looking south.the outer drive system being built which will eventually extend 


The two drives coming down through Grant Park are easilya score of miles along Chicago’s famous water front.—P. & A. 
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Let’s All Die Poor 


Has the Electrical Jobbing Industry “Got 
Religion?” It Begins to Look That Way 
By FRANK RAE, JR. 


Advertisin, 


Manager 


F. W. Wakefield Brass Co. 


OMEWHERE in the Bible it is written that it is 

more difficult for a moneyed moke to crash the 

Pearly Gates than for a camel to be eased through 
the Needle’s eye.* 

The jobbing industry seems recently to have taken 
this statement to heart—we seem just now to accept it 
literally, as an implied command. 

We jobbers are not what anybody would call really 
rich; nevertheless we have managed by divers means to 
accumulate a few worldly goods in the shape of inert 
merchandise stocks, a line of credit with complaisant 
manufacturers and a few pesos in the bank. All these 
evidences of wealth, it now ap- 
pears, are to be given up, sacri- 
ficed, tossed to the bow-wows, 
presumably for the salvation of 
our souls. 

You think I exaggerate? 

Look about you. On every 
side you see electrical jobbers 
quoting such prices that it 
means nothing less than divest- 
ing themselves of their accumu- 
lated gains. The whole giddy 
industry is doing its price-cut- 
ting damndest to die poor. The 
only explanation of this phe- 
nomenon which the writer can 
see is that the industry has 
“got religion.” 

Tug Wilson does not agree 
with me. The explanation, Tug 
says, is that right now a lot of 
jobbers are enjoying hard times 
—in much the same way as your 
Aunt Ametabella “enjoys” poor 
health. They—the jobbers— 
seem to be getting quite a kick 
out of it, too, and how they do love to kick! 

The basis of this reverse-English enjoyment consists 
largely in the satisfaction of feeling sorry for yourself. 

*For the benefit of those who don’t happen to know their 
Jerusalem, it might be stated that the Needle’s Eye was a 
small door in one of the ancient city’s gates. When a traveler 
arrived late, after the gates were closed, it was necessary for 
him either to camp outside and chance losing his shirt to the 
hijackers who infested those unpoliced parts, or else he had 
to shoe-horn his symbol of prohibition through this tiny gate. 
This was no job for a short-tempered man, nor for one who 


had a date with a dame. The camel had to be unloaded and 
the packs carried into the city by hand. Then the ship of the 


desert had to be pushed, hauled, inched and edged through the 
Needle’s Eye, in which process most of its hide and all of its 
sweetness of temper were scraped off. So the Biblical reference 
probably means that while a rich man may enter the Kingdom 
of Heaven, he’s likely to lose a lot of his epidermis doing it. 


TTE 





To the man on the curb, otherwise generally known as 
the innocent bystander, the questions present themselves, 
“How come?” and “Where go?” 

In other words, ‘““How duyu get that way?” 
cha gonna do about it?” 
these questions? 

Tug answers the first question by declaring that the 
industry has got an epidemic of the price-cutter’s itch. 


and ‘“‘Wha- 
What then are the answers to 


This, he avers, is one of the most malignant and baffling 
diseases known to science. 

The victim of this malady first gets an attack of chills 
due to noting from his sales records that there is a fall- 
ing off of business. This symp- 
tom is followed by cold feet, a 
dampening of the B.V.D.’s, 
graying hair and a mad desire 
to fire, deface or murder all 
non-productive salesmen. 

As the disease takes a firmer 
grip upon the sufferer, he begins 
to hear imaginary and grotesque 
whisperings and to have fear- 


aye 


some and miasmal hallucinations. 
A purchasing agent tells him 
that he can do better by slip- 
ping the order 
normal health such a crude bid 


elsewhere; in 


for a price concession would be 
laughed off, but to one who has 
an attack of price-cutter’s itch, 
these bluffs have all the aspects 
of reality. 
the D.T.’s sees sure-enough sky- 
blue snakes and striped mon- 
keys, so the sufferer from the 
price ailment sees realistic vi- 
sions of flesh-and-blood compet- 
itors armed with meat axes at 
work upon the schedules. The final stage of the dread 
disease is when the victim gets so nutty that he thinks 
he can conduct business at a loss, and so says to him- 
self, “If the other fellow can stand it, I can.’ When he 
gets to that stage, no one but the sheriff can cure him. 


Just as a man with 


Whether the cause of the industry's present palsied 
condition is due to the jobbers having “got religion’’ or 
an epidemic of price-cutter’s itch, is after all of very lit- 
tle importance. There is no particular profit in asking, 
“How did you get that way?” The practical question 
is, ““What are you going to do about it?” 

This writer has a suggestion to offer. 

Every jobber handles several good-profit lines. These 
items are by way of being specialties—that is to say, 
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they have certain real or conversational advantages over 
competitive items, And—here’s the nubbin of the sug- 
gestion—these advantages, whether real or mere “sales 
talk,” have an appeal to the ultimate buyer. In other 
words, these goods can be sold on their actual or imagi- 














nary merits practically independent of price appeal. 

Let me cite an example—one which I take out of the 
day's work. 

I happen to be the ad-man for, among others, The F. 
W. Wakefield Brass Company, and this company, as all 
ad-page readers of Tue JoBBerR’s SALESMAN know, manu- 
factures a hanger. 

Now there are cheaper hangers than ours—there al- 
ways were and always will be. No matter how far the 
price is cut on this class of material, somebody can al- 
ways undercut it. There is no bottom to the hanger 
market. Which being true, the price conditions under 
which our hangers are sold today are no different from 
the conditions last year, no different from conditions at 
the peak of the post-war boom. There's always some- 
body on the job who claims to have “something just as 
good” at a lower price. 

But in spite of always facing the price handicap, these 
hangers manage to get themselves sold. The factory man- 
ages to bowl along, giving employment to a full crew, 
paying its modest dividends. I make this statement not 
to boom our securities but to indicate to hard-times job- 
bers that the sale of at least one line of material—and a 
line which passes through jobbers exclusively—is some- 
what more than comfortably holding its own. 

How are they doing it? 

It required no brains, no deep 
All that’s happened is that Tug 
and Herb and Jerry and Carl first persuaded a number 


The answer is easy. 


strategy, no technique. 


of lachrymose jobbers to dry their tears and cease moan- 
ing about the loss of cut-price business on which some- 
body else is going broke. They next persuaded these job- 
bers to concentrate on the good-profit specialties which 
have selling points that appeal to the ultimate buyer. 
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They finally persuaded these jobbers to go to these ul- 
timate buyers and strut their specialty stuff on exactly 
the same old basis that the line has always been sold. 

“But these blood-sucker competitors got something 
cheaper!” protested the sobbing jobbers. 

“Sure,” says Tug, ‘and they always did have. You 
never sold an invoice of hangers in your life that you 
didn’t take the order away from a price-cutter.” 

That’s the whole sum of my suggestion to hard-times, 
tear-stained jobbers. 

Pick out your best two or three good-profit specialties. 
Furbish up your sales talk on these lines. Then go out 
and sell them—just as you always have—and let the 
price-cutter price-cut till he’s broke. 

Tug showed a jobber how it was done just day before 
yesterday. They were on a considerable building job. 
The price-cutters were out in force and had whittled 
their bids till every one had to be written in red ink. 
The hangers they offered were skimped to a point where 
the metal would hardly hold up the sprayed-on finish. 

“Great grief.” wailed the jobber’s salesman who was 
working with Tug, ‘Sif we land this order the house will 
go bust.” 

But Tug put in a bid that was five times the figure 
quoted by the low man—$10.00 per unit against $2.00— 
and then proceeded to hypnotize the customer. 

“You don’t want junk like this in your building,” he 
told the building owner. “If anybody should sneeze in 
the room they blow the fixtures down’’—and a lot more 
of the same sort of laughing gas. When the owner stag- 











YER 
HYPNOTIZED 


NOW WHATCHA 
GONNA BUY 














gered out from under the harrage, Tug had the order— 
and (I’m whispering this) Tug ain’t such a much of a 
salesman. 

Don’t think I am restricting this suggesting to hangers 
only, or even to lighting equipment alone. There are a 
dozen specialties, to which the same sales strategy can 
be applied with profit at this time. I simply have men- 
tioned hangers because I happen to write ads about them 
and know them better than I do (Turn to Page 116) 













‘ 


2 aah Sebi esate som 


i a le 2 i ai lacs 








































titi! ei a's 






August, 1927 


THE JOBBER’SfA)SALESMAN 11 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Lighting A Modern Theatre 


Practical Suggestions for the Jobber’s Salesman Who Is Confronted 
With’Such a Proposition. Solve it One Step at a Time and Its Easy 
By C. F. FARGO 


Salesman 
McKenney & Waterbury Co., Boston 


OW many of our younger men in the lighting fix- 

ture game would know how to recommend a 

lighting plan for an up-to-date theatre when 
planning a scheme? The best way to get results is first 
to get in touch with the electrical engineer and find out 
how many circuits he is going to install and what the 
electrical contract calls for, as in a great many cases the 
contractor is obliged to furnish stage lighting, spot light 
fixtures, motion picture reflectors, and trough lights for 
the stage. By eliminating the above from your estimate 
you save a large item on your total cost. 

The principal thing in the lighting effect of an up-te- 
date theatre is the type of fixtures. I suggest for the 
lobby and foyer, as most pleasing design, a cone of semi- 
indirect type, with a cluster of candles outside. If the 
outlet is wired heavily enough to carry a circuit of 660 
watts, I design a fixture with 12 candles divided in four 
clusters of three each, using 25-watt lamps on each light, 
making a total of 300 watts outside the bowl, and a 300- 
watt lamp inside. There should be one of these in the 
lobby and three more in the foyer, spread 12 or 15 feet 
apart, according to the depth. On the side wall of the 
foyer, plan six three-light brackets with tall candles, 
which give a French atmosphere to the surroundings, us- 
ing a bracket that has a bow-knot and tassel cast from 
metal, for the background or wall shield. The above fix- 


» 





tures and brackets should be finished in burnished gold 
with a shading of light green, using G-1814 amber-col- 
ored ball lamps. Four torchiers with seven lights on each, 
six around and one in the center higher than the others, 
finished in polychrome, will add a pleasing effect to the 
foyer. 

The ticket office should have a small trough reflector 
fixture over each window marked “Tickets,” and the type 
that gives the most satisfaction is 12 inches long with 
opaque glass in the sides and bottom, with metal parts 
finished in Tiffany Verde color. This color withstands 
the weather better than any other color and will look 
the most attractive. Inside the ticket office a very simple 
type of fixture with a diffusing shade should be used, 
because, even though it will give sufficient light, there 
will be no shadows. 

The coat or check room should have a single chain 
pendant, dropped 18 inches from the ceiling, with a green 
outside and white-lined dome, 10 inches in diameter, with 
21-inch fitter controlled by a switch. 

The stairs to the smoking room and ladies’ rest room 
should be treated with a ceiling dome type of fixture 
with rough inside dishes or bowls, switch controlled. The 
smoking room should have a three-light ceiling type fix- 
ture at each end of the room and one in the center to 
match, with switch controlled from a cabinet. 
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The men’s toilet should have a simple type of fixture 
with one light on each. The plan generally calls for 
two of these, and more may be added, according to the 
length of the room. These should be spaced 12 feet 
apart to give the best results, with switch controlled from 
cabinet. 

Ladies’ rooms should be provided with a very attrac- 
tive side bracket on each side of the mirror with plain 
gold colored silk eye shields and G-181% frosted ball 
lamps. 

The auditorium is the most difficult part of the build- 
ing to light and I find a large sunburst fixture in the 
center of the ceiling gives the best results. A lot of study 
should be given to this location, especially as most of 
the modern theaters are showing motion pictures in con- 
junction with vaudeville. This type of installation must 
take care of both, so if the circuit will allow, I plan a 
design that has three tiers of lights concealed under the 
blades, operated on three circuits, arranged 24 lights on 
_ the lower tier, 18 lights on the middle tier, and 12 lights 
on the upper tier, so that there may be a very brilliant 
illumination, a subdued illumination, and “all out’? when 
operating pictures, 

Side walls of the auditorium should have several three- 
light brackets with two lights up, and one light straight 
down in center, wired on two circuits, the upper two 
lights on one and the center light on the other. Rose 
colored silk shades covered with pleated georgette should 
be used on the upper lights and these should be turned 
out when operating the picture machine. A six in. heavy 
rose silk fringe should be used on the lower lights, and 
these should be left lighted when the pictures are to be 
shown. This gives a subdued effect without interfering 
with the rays from the picture machine. 

On each fire escape a weatherproof fixture should be 
installed. 

The aisles may be provided with a reflector type of fix- 
ture that, although it will give patrons the necessary 
lights to find their seats, will still keep the auditorium 
in semi-darkness. 

The front of the stage should have a trough of foot- 
lights, the whole length of the stage, with lights spaced 
12 inches apart, on several circuits, so same may be alter- 
nating and so that every other light will go on or off, 
as desired. This may be used for different effects. 

No lights are required on the front of the stage. This 
space is generally taken care of from the fly wings where 
we plan several outlets, but no fixtures. Cord pendants 
may be lowered from time to time from these outlets as 
the oecasion warrants, back stage, with screen shifting 
and approaches being moved from place to place. A 
large metal circular reflector, 14 inches in diameter, with 
five lights, may be used for several different purposes, 
such as stage lighting and artificial lighting. 

At each entrance of the auditorium an exit fixture must 
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be installed. I find the type most pleasing to the eye 
is made of compo, and I plan a design that will harmon- 
ize with interior decorations, with red letters, five inch 
and 12 inch metal frames with gold color compo fronts. 
I also recommend a simple gas bracket with automatic 
spark burner, controlled from back stage, in case of fire. 
These gas brackets should be installed at each exit and 
in the side entrances and main entrance, and colored to 
match color scheme of walls. 

For the stairs to the balcony use a gold chain pendant 
with glass beaded fringe, six inches long, in two tones, 
alternating from red to white or crystal, and use rose 
colored G-1814 lamps, which will add a warm glow to 
this space. 

Under the balcony, use three four-light fixtures for this 
space with three lights around and one in the center. 
The three outside lights should be controlled by a switch 
(the main switch that controls the large fixture in the 
center of the auditorium, so when they throw this on or 
off the outside lights will go on or off at the same time). 
The other center light is kept on all the time for general 
utility. All of the four lights are partly concealed or 
shaded by a very deep red silk fringe and ruffle of silk 
to match. These are for the rear part under the bal- 
cony. 

For the front space under the balcony, if same can be 
arranged, I plan an opening in the center large enough 
to take a three-light fixture that is sunk inside the plaster 
and covered with an oblong plate of ground glass. 

Two of the same style and treatment should be in- 
stalled at each end. The number of the lights may be 
increased and the size of each must be planned according 
to the space under each balcony. I have used a 24 inch 
in the center, and 18 inch at the ends. This gives a sub- 
dued effect that cannot be had otherwise. The main 
ceiling of the auditorium may be treated this way on a 
much larger scale and is a very practical way of lighting 
the latest and most up-to-date auditoriums, but it is a very 
expensive way of illumination, as it requires a great num- 
ber of incandescent lamps to get desired results. 

The balcony should be treated with several side light 
brackets of the same type as used on the walls of the 
auditorium. The best results are obtained by spacing 
these 15 ft. apart. The two upper lights on these should 
be on the master switch that controls the large center 
fixture in the center of the auditorium. The other center 
lights are kept on all the time while the theatre is oc- 
cupied. Stairs to dressing rooms and wardrobes should 
have a single, closeup ceiling light with a long pull pend- 
ant switch. The stair landings in the rear of the theatre 
should have a simple bracket light. 

Recently I installed a lighting system for a large 
motion picture house on this plan and it worked out 
splendidly. On another occasion I used all crystal fix- 
tures for the main part, and they were very much admired. 
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“Guilty or Not Guilty?” 


The Jobber’s Salesman is On Trial Many Times 
Each Day. Judge Customer Does Not Mince Matters 
By COIT A. SMITH 


majestic thing—a place to be avoided except under 
dire necessity. But let the grim hall of justice be 
the scene of a sensational murder trial, and everything is 
For the interest, publicity and discussion 
Under our existing 


T: MANY of us a court of law is a fearsome and 


changed. 
aroused, there is nothing to equal it. 
legal system, such a case becomes a gala affair, a verita- 
ble Roman holiday. The chief difference between our 
legal shows and Nero’s “lion luncheons”’ is that the signal 
of doom, “thumbs down’ is conspicuous by its absence. 
Rather it is a case of “Shake hands, take your corners, 
and may the under-dog win.”’ 

So great is our interest in the “Perfect Crime” or the 
“Great Ashcan Mystery” that the courtroom is in a state 
of siege. It may be a temperamental wife has made her 
husband safe from chorus girls by a dose of Sloan’s 
Liniment. Or a misunderstood husband places a lily in 
the hand of his sleeping wife, makes a hole-in-one on 
her snowy brow with a mashie-niblick, then fares gaily 
forth to hire alienists who will swear he was dropped on 
his head at a tender age. Anyhow, aviators loop and dive 
unheeded, politics does its stuff on the back page and 
Europe’s agonized shrieks fall on deaf ears while the 
public tears the clothes off of sweating bailiffs to get a 
peep at the trial. 

It is indeed a far cry from these delectably harrowing 
scenes to the electrical store or office where Judge Cus- 
tomer cross-examines our friend the jobber’s salesman. 


Happily there is no stigma attached to the salesman in 
On the contrary, he steps proudly to the bar, 


this case. 


head high and shoulders squared. As part of his work 
he voluntarily faces from four to 40 judges each day, de- 
fending himself against a flock of charges. And upon the 
quality of his defense depends not only his own success 
but that of his firm. 

This court is always open and there are no red tape 
or needless preliminaries. Judge Customer states the 
charges. With his feet on the counter and his hat on the 
back of his head, he spits through a knothole 12 feet 
away, cocks a knowing eye at the accused and rumbles in 
his most judicial manner: ‘Well, young feller, I’d like 
to give ye an order, but I got several things agin ye. 
First off, I can’t git no service outa yer dern shebang, 
they’s a couple errors in every order, they wunt take 
nothing back without I ask ’em first, yer credit man’s a 
cockeyed liar an’ a dirty thief, I never git my bills on 
time an’ besides, yer prices is way high on everything 
from knobs to generators. What ye got to say fer yer- 
self, are ye guilty or just dumb?” 

Judge Customer may mean every word of it, or he may 
be trying the boy out to see if he can stand the gaff. 
Again he may be suffering from lumbago or had a fight 
with his wife and has to get back at somebody. Be that 
as it may, there is a juicy order at stake and unless the 
defendant is there with a snappy comeback he will leave 
that court in the red. He has no astute lawyer to whis- 
per in his ear. There are no obliging witnesses to swear 
that the moon was full on the night of June 8, but the 
defendant was strictly sober. There is no jury to be 
swayed by tender references to the white-haired mother 





er 














“Then There Is the Customer of the Man-Eating Type, Who Lies in Wait to Work His 
Temper Up to the Proper Pitch by Biting His Arms 
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1.—Should any two salesmen receive the same _ salary? 
(P. 5) 

2.—Name some profitable non-electrical lines for jobbers. 
(2: 299 


(P. 18) 


t.—How many manufacturers are eligible in the Summer 
Sales Prize Contest? (P. 67) 


5.—What company sends out a dollar bill in its circulars 


3.—How are the spectra of light studied? 


monthly? (P. 40) 

6.—What was the “Needles Eye?” (P. 9) 

7.—What paragraphs should the jobber’s salesmen clip? 
(P. 26) 

8.—What prominent jobber is making a South American 
tour? (P. 30) 

9—What part of a theatre is the hardest to light? 
(P. 12) 

10.—When and only when can a man’s worth be judged? 
(?; 1S) 





“Quizzically” 


Speaking 


11.—Who is Louis Sisskind? 


(P. 25) 


12.—When and where is the next meeting of the E. S. J. 


A. to. be? G2. 12) 


13.—How would you go to work to locate trouble in a 
radio power unit? (P. 104) 


14.—Who is the oldest Graybar employee in years of serv- 


ice? (P. 40) 
15.—What can a salesman learn from ferret hunting? 
(P. 3) 


16.—When and where will the sixth annual Northwest radio 
and electrical show be held? (P. 120) 

17.—Did June-July business increase or decrease? (P. 42) 

18.—What city is making the earliest start on re-fixturing? 
(P. 47) 

19.—Name a good auxiliary to boost summer radio sales. 
(P. 126) 


20.—When and where is the next annual Electragists meet- 
ing? (P. 52) 








waiting for her boy’s return from the shadow of the rope. 
Nor is there any audience of palpitating women to soften 
the ordeal by open admiration of the prisoner’s wavy 
hair and bold blue eyes. 

Thus, stripped of all romance and reduced to terms of 
dollars and cents, the salesman’s trial proceeds. It is all 
up to him. He is called on not only for a good defense 
but one exactly fitted to the mood and character of the 
judge he is facing. In other words, while he meets pretty 
much the same style of attack from day to day, he must 
present a dozen different kinds of argument to suit each 
particular case. 

One type of customer wili require a reply something 
like this: 
right. 


“Yes, yes, Old Timer, you said a faceful, all 
But don’t forget we're all human—yes, even you. 
We all make mistakes, now don’t we? You know durned 
well that if you didn’t go out and bore an outlet hole in 
the wrong place or blow all the customer’s lights out once 
Live 
and let live, that’s the slogan for a big-hearted guy like 
you. 


in a while, they'd think you was going to kick off. 


I know you gotta crab about something besides 
What do you 
silk lamp cord? 
Loosen up and buy a typewriter so the house can read 
your orders and quit wiring us Saturday night for stuff 
to be used Sunday morning. 


your gall-stones, but don’t be ungrateful. 
want for six bucks a thousand feet 





We can’t afford airplane 
deliveries till birds like you pay their bills on time. That 
reminds me, how about a check for a couple hundred? 
That will give our credit man heart-failure and maybe 
the next one will let your account ride forever. Also we 
can go over your stock and make up a nice, big order, 
so you won't be holding up a job for a pound of solder. 
Atta boy!” 

Now don’t start throwing this poor defenseless book 
around and saying no customer will stand for that line, 
because some of them eat it alive—just love a man who 


But don’t 


comes back “tough” in that serio-comic way. 





get your index mixed and bawl out the wrong man, unless 
you want your next picture in the home paper to have a 
black border. 

Let the punishment fit the crime. Passing on to the 
next Judge Customer, the salesman may pacify his tor- 
menter by snowing him under a mass of figures. Without 
a pause for breath, he will quote a maze of statistics 
covering everything from overhead down through freight 
rates, depreciation, megohms per mile, turnover, profit 
and loss, ete. This goes big with the decimal and fraction 
man who counts his knobs with an adding-machine. 

Then there is the customer of the man-eating type, 
who lies in wait, working his temper up to the proper 
pitch by biting himself on the arms. Soon as the sales- 
man appears this roar smites his ears: “A fine gang of 
nitwits you got at home! Look at this bowl of Chop 
Suey they sent me! Nothing the right size, not even the 
box, which they made twice too big so I can pay more 
freight, the robbers! Also I’m tired of having my com- 
petitors ring me up that they got a box that looks like 
it’s mine and will I please come and identify the remains? 
I should be wet-nurse to a bunch of eggheads that can’t 
spell Mankato! And every item 15% high, so you guys 
can trade in your cans and drive Buicks! Don’t ask me 
for an order, I’m off you for life, I don’t need anything 
anyhow, and besides I got to rush out and hustle some 
night and Sunday wiring to get back some of the excess 
coin I paid you grafters!” 

Harsh words, Horatius, and in this case they can be 
answered in only one way. For here is the customer who 
wants to be agreed with, who will cool off quickly enough 
if he is patted on the back. It is all very well to talk 
about standing up for the house, red-blooded courage, 
loyalty and all that, but the only thing that will pay 
salary and bonus is an order from the customer with its 
consequent profit. Therefore, in these exceptional cases, 
to tell a white lie, retain the busi- (Turn to Page 103) 
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The End 


All Scientific Tests That Rate Capacity, Intelligence 
And Such Are Interesting But Inconclusive. 


By DR. FRANK CRANE 


worried the’ poor old “average man” long 
enough. Meekly he has stood by while the 
scientists tested and tweaked and pinched and 
examined him. With “new-fangled disguises 
they have measured his 
will power and told him 


lL IS time to call ’em off. They have 


not. They do not show our determination, our 
‘apacity for growth, or our ambition to improve 

ourselves and these count largest in the end. 
Says George A. Dorsey, a scientist with a 
large streak of common sense, who wrote a re- 
markable book called, 


“Why We Behave Like 





it was lacking. ‘They 
have brought out the 
testing hoop and made 
him jump through and 
then hallooed to the 
world the paucity of his 
reasoning capacity. 
They have looked se- 
verely over spectacles 
and told him to answer 
their own sets of ques- 
tions and announced his 
irreparable lack of in- 

)  tellect. 

) He has had his ¢a- 
pacity weighed and his 
intelligence tested and 
has accepted the results 
as gospel fact. He has 
hung his head, accepted 
the verdict, and said no 
word. He might have 
said a number of things. 
the mrgst important of 
which would have been 
that the only true test. 








Human Beings:” “I 
can test vour capacity 
or your intelligence or 
vour will only as I can 
pick a winner at the 
horse race. I know at 
the end of the race.” 
It isn’t theoretical in- 
telligence which is 
never used that gets on 
in the world. It is in- 
telligence enough for 
all practical purposes 
coupled up with deter- 
mination and ambition 
that has produced the 
big benefits and_ the 
names writ large. It is 
a combination of quali- 
ties in the right propor- 
tions that make great 
men. And no test ex- 
cept the test of time 
and the answer of “The 
End” tells who’s who 
in such a rating. All 








of anybody, anytime, 
anywhere, is discovered 
in the two little three-letter words: “The End.” 

Nothing about us is static. Everything is on 
the move, alternating or renewing from day to 
day. All that a test can tell us is what we are 
at present, or at best what it looks likely we may 
become. All such tests are static and we are 





scientific tests that rate 
capacity, intelligence 
and such are interesting but inconclusive. They 
reveal little about the average man except his 
meekness. 

“God, Himself, Sir,” said Samuel Johnson, 
“does not propose to judge man until the end 
of his days.” 


Copyright, 1927, by Dr. Frank Crane 











An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 

























16 THE JOBBER’SHJSALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 










































































































































































































































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 
MARKET PRICES || MARKET| PRICES || MARKET | PRICES 
June 15 to General June 15 to General June 15 to General 
COMMODITY July 15 Trend July 15 Trend July 15 Trend 
g : 
: Transformers, insulators, distribution equip- : | ms 
| 
bie sais beh SE | . 
| | 
oc0ess sep ane 0 
| | 
Motors and control apparatus.............. 6| 16 0 0| 4| moore co a 
} 4 
Safety switches ............sceeeeeeeceees 12 | 14| 3/ 0| 0 5; 3] 1] of 8| o 
5x eo ed ae | | el 
Wiring devices ......ssseeeeeeeeeceseeece 8| 16) 4] 0O| 14| 12} 21} 1] 1] 380] 1 4; 4] 1] 0} 8] 0 
‘ieee Re ey 
Conduit and fittings Wrrrvt yYericeioo? kf 8 19 | 2 | 0 15 | 18 15 1 1 | 30 | 0 3 5 l | 0 8 | 0 
ie ee Ree: ee Vpn ee ee ee ee 
Fuses ...... Cer eereecereesesesessOseeseseee 3 | 16 | 5| 0| 16 1 12 | 19 | 3 | o| s1| 0 3 | 3 | 3 | 0 a| 0 
Ql ee Sa ae | pOCBOrY 
R. C. wire and cable eee ees eeereeeeseseseee 7| a9 | 3 | 0; 10) q 14| 17| 4 | 2 25 | 5 3) 4| 2| 0 a | 0 
ae ae Pid Be ee met 
fe ee | er ePrrreT Te Sri) Seer s| 12} 1 | 0 | 9 | 6 3| 26 | 5 | 0| 25 6 5 | 2| 2 | 0 s| 0 
ae ee ae | = oe Bk a 
Lamps POP rerr rr Terr re ToT 7 15 | 7 | 0 | 6 | 1 14 | 21 5 | 0 | 31 | 0 1 5 | 3 | 0 8 0 
a. | | | Pewee 
Industrial reflectors ............-seeeeeee 5| 17! 7| 0 | 15} 2 7/19] 8| 0| 30| 0 2) 4| 3 | R | t | A 
Bot et ag a oe | Bs 
Commercial lighting units ..............-. 5 | 15| 7| 0] 16] 1 5| 21; 9| 38] 28; oO 2} 5] 2 | 0 | 8 | 0 
‘ ay Bo oe ow 
Residential lighting units ................ 4| 138] 6/| O| 11] 2 8| 16] 8| 0| 27; 2 1 | 6 | 1 | 0 | 7 | 0 
‘ a [Be ae ee ee Ee Be 
Street lighting equipment ................ 1| 8] 10} 0j 11 1 3/ 4] 19| 0/ 22! oO 3| 2| 1] 0 | 7| 0 
: beg Geet Pe oF oe oe eh eee ee 
Heating appliances ..........-.--+eeeeeees 3/15/10) 0| 16| 0 5| 18| 11; 0| 28; 8 2} 1] 6] of 8| o 
‘ Spee ye RR. Sy, 2 ea ae 
Motor-driven appliances ...........+..+++- 0} 11} 8| 0| 13; 0 2} 9| 16) 0| 22| 0 0} 3} 8] of 7] o 
. yee we > oe MR es eas 
| PPC Peer tere 5 | 7| 16 0) 16 0 12 14 | 0| 28| 0 2 | 6 | 1| 0| 8 | 0 
: PS eo a 2a ge a BER 
Radio eee rere eee eres eres ereeereeeeeeeeeee 0 | 8| 17] 0 | 9 | 5 4 5| 19} 0} 19| 4 0 | 3) 6 | 0 | 5 2 
mail ' Wa lass oa 2S gh HBA SP TF ee Oe Ts 
Flashlights ee RIS 6s 605s ch ace eae 6/17] 4] m Wai % 5 22 | 6 | 0 | 25 2 2 4 | 3 0 | 8 | 0 
; RS ae ee LAL ae me | 
Telephone equipment ............sececeeess Oo} 7] 8} O| 11] 0 0| 3| 17| oO; 17] 1 i; Lice Oba 6 
. | | batt as | 
Storage batteries ........cccscccvccscccces 0 | 9} 10 | 0, 8 | 2 1/ 5] 9] 1 | 12! 3 0; 1] 1{ 0} 8] 0 
EASTERN STATES CENTRAL STATES WESTERN STATES 
ALL 22 LINES COMBINED aed ne Selma... 
sss Good | Fair | Poor || Good | Fair | Poor || Good | Fair | Poor 
Pa as REE “RE ety Me: ieee See , 
June 15—July 15, 1927...............-.--+-| 19% | 51% | 30% || 28% | 48% | 29% 25% | 45% 30% 
a | 
May 15—June 15, 1927...............+++++.] 16% | 49% | 35% 21% 49% | 30% 31% 34% | 35% 
ae ges | | gee 
Sane 15~Sely 16, WB...» 00 :.20kbdeack ie 18% | 49% | 33% } 25% | 47% | 28% 34% 46% 20% 

















*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8S. Dakota, Nebraska, Kansas. 
Oklahoma and Texas; Central States all between. 
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Pictorial Review of Electrical Developments 


RR a neti omega 


& Shia ig? 9 PDMS, 5B Bigs Pn 
Bes 


Now what in the electrical world is all this about! Well, 
you see, it’s this way. Everyone has seen a picture of Colonel 
Lindbergh and the Spirit of St. Louis so we scouted around 
to find something different. Maybe we found it. Anyway, we 
present Edna Tobin of Chicago who started a new fad by 
appearing in public with a “Lindy” plane on her hose just 
below the knee. Novel, eh, what? Photo by Underwood §& 
Underwood. 


President Coolidge on the 
occasion of his fifty-fifth birth- 
day, July 4, received a huge 
greeting card, measuring four 
by six feet, from the governors 
of all the forty-eight states. 
Out of each state capital stuck 
a candle, which when pulled out 
displayed the signature of the 
State’s Governor. It was pre- 
pared by Governor Weeks of 
Vermont, and was designed by 
the artist, Ernest Dudley Chase. 
—Photo by P. & A. 


A new electrical device has 
been installed in the Garrison 
Church in Potsdam, Germany, 
for the playing of the chimes. 
These chimes have attracted 
many of Europe’s crowned 
heads, that is in former days, 
and inspired them to have simi- 
lar carillons installed in their 
own residences.—Photo by 
Underwood & Underwood. 
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Here is Dr. W. F. Meggers of the U. S. 
Bureau of Standarcs and the newly in- 
stalled apparatus which he is using in a 
study of the spectra of light. The studies 
are all recerded on photographic plates 
accurately focussed upon a screen which 
separates the ray of light into the various 
colors. In this photograph Dr. Meggers 
is shown placing the photographic plates 
in the holder. 








Below:—Violet-ray treatments and sun-baths are the latest for cats 
and dogs at the clinic conducted by Miss Mildred Haywood in her 
place at Porchester Square, London, England. The contented feline 
with the motor-cycle cop goggles is being sprayed with a 10 minute 
violet-ray treatment. The photographer neglected to report her par- 
ticular malady. 


CARES 


APR SOR ARN RIE a 





Above:—At the Radio Trade Show recently held 
in Chicago new styles of every description were on 
display. This photo shows a loud-speaker which is 
used as a part of the home furnishings. It is 
called the “Symphonic” globe speaker and has a 
beautiful postwar geographical map. 





If you think broadcasting consists 
of nothing but yodeling through a 
microphone, look this over. It is 
what is calied an “Kight Mike Mixer.” 
It has 50 remote incoming lines, 46 
different outlets for the microphones 
to be placed in 46 different locations 
in the two new large studios of sta- 
tion WCFL. V. A. Schoenberg, en- 
gineer of the Chicago Federation of 
Labor radio station WCFL is shown 
at the control board he made in the 
station’s laboratories.— Photos by 
Underwood & Underwood. 
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SEED IL OE NE RES ERNE 








Hotel Stevens 


Exhibition Hall is equipped to demon- 
strate electrical, compressed air, steam 
and water power equipment—has a 10 
ton elevator with 10/2 x30 ft. cage. 

The Hotel Stevens generates its own elec- 
tricity—enough to light a city of 
60,000 population—consumes 150 tons 
of coal daily. 

Cost $27,000,000. 

Has 3,000 rooms—acc dations for 
5,000 guests. 

Employs a staff of 2,500 people. 

Has largest Ballroom in the world— 


15,000 square feet in area. Pronounced 
the most beautiful in existence. 


One whole floor of private dining rooms 
— public accommodations for 5,000 





_ 


; nl 


Chicago 
Fuse Mfg. Co. 
offers a prize in the 
Jobbers Salesman J 
Summer Sales Con- 
test. Start working J 
for that 


$25 now. 


World’s Largest 





Hotel Selected Union Fuses 


Hort service—com posed of many accommodations, often little in 
themselves—must be maintained at all costs—through all hazards. 
Equipment must be consistently ——— 

Considering these facts, it is significant that the New Hotel Stevens, 
Chicago, is equipped with Union Renewable Fuses, Gem Plug Fuses, 
Union Outlet Boxes and Gem Switch Boxes—chosen after a thorough 
investigation of all makes. 

For protecting any electrical equipment—for cutting the duration of 
shutdowns and maintenance costs to a minimum—the same superi- 
orities of Union-Gem Products which made them the selection of the 
World’s Largest Hotel are equally valuable in any building or plant. 


Get into the contest! Be sure “Chi-Fuse” sheets are in your price book tabbed for quick reference. It’s also 
@ good idea to carry a “Union” along—explain its features and watch the entries in the order book jump. 


CHICAGO FUSE MFG. Co. 


INCORPORATED 1889 


Manufacturers of Electrical Protecting Materials 








and Conduit Fittings 





dinner guests. 
‘ SL 
1519 West 15th Street, Chicago 


UNION FUSES 


Because they are worth more~they really cost less 


The products of this company are entered in the prize contest for this month. A $25- 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Kondu § * 
Knockout lig? hav T 
Box Connectors on Im ( 
_ Aome to’sell] |‘ 
Kondu 6 
a HERE came one time to the desk of a certain purchaser a 
nig most attractive envelope, one of the type which is opened. 


“Here,” thought the purchaser, “must be something 
worthwhile, for the man who could devise such an envelope must 
have something to sell.” 


The envelope was opened, but the enclosure was a disappoint- 
ment. No need to go into details, it simply was no good. 


That was only the beginning. Each week the attractive envelope 
arrived and each one was stuffed with a poor enclosure. They all 
went in the waste basket. 


Here was a man trimming his windows attractively, making a 
good sales approach, but he had nothing to sell. 





Eliminate all reduc- 


ing. bones. Boiled down, a good salesman, first of all, must have something 
to sell. 

Kondu 90° Consider the Kondu Threadless Fitting line, here is a line which 

a gives the salesman something to sell. And, you have to give a 

salesman credit for recognizing a good product, knowing it is right 





before trying to sell it. 
The jobbers’ salesmen are pushing the Kondu line because they 
know that in offering it to their clients they are presenting a line 


A great help, saving having features so pronounced, so clean-cut, that no purchaser 
time and fittings. hearing the facts would fail to try them on his next job. 





If you do not know all the facts about Kondu Threadless Fittings 


Kondu write for a catalog and sample fitting. Convince yourself of the 
Threadless merit of this line, then convince your prospects. n ele 
Couplings ae 


se W 
put. 
tion, 


ly tig 
. Ar 








7 can 
TYPE H is inst 


ERIE MALLEABLE TRON COMPA 


CARRIED IN STOCK BY LEADING ELECTRICAL JOBBERS IN PRINCIPAL CITIES 


KONDU DIV. ERIE, PENNA 











The products of this company are entered in the prize contest for this month. A $25 PRINT IN BIN. 
prize will be awarded the salesman selling the greatest quantity during the month. 


'y 
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Give the 
Salesman 


Credit — 


You Should 
Read This 








It may be an easy job like this, and it may be a hard job. KONDU will 
save money on both. 


No turning of conduit or fitting necessary. Simply 
set conduit in fitting and tighten the lock nut. 







There are types 
of KONDU 
THREADLESS 
FITTINGS for 
every need of a 
complete thread- 
less installation. 


Why use KON 
DU? The answer 
—They save 
money for you 






One large Industrial cut 
three weeks off their sched 
ule for completing the work. 
You can do the same. 


in electric crane where the 
it is subjected to severe vi- 
bn, they installed KONDU, 
se when once placed it 
put. Not affected by 


tion, 


ly tighten the nut. Com- 

And yet any KONDU 
can be removed as easily 
is installed without disturb- 
other parts of a complete The more complicated the installation, the more 


you save with KONDU. 
iE Don’t believe us! Write for sample fitting and be convinced yourself. 


A Kondu Threadless Fittings 


IY BINDING The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 

























29 THE JOBBER'SfJ|SALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


BOOST YOUR STANDING IN THE JOBBER’S SALESMEN’S CONTEST BY SELLING STANDARDS! 





— 






: Good merchandise n 


is half the battle 7 








‘fs 











Where space is at a premium, as in the modern apartment, Standard No. 423-S 
is an ideal solution of the cooking amen Aluminum-lined oven equipped 
with two burners, the upper burner being a broiler. There is a Standard for 
every cooking requirement 


Even the best of merchandise has to be —ranges, hot-plates, toasters, broilers, th 

. Sal 
sold. That’s where we rely on our griddles, cookers, coffee urns. Too eg 
good friend, the jobber’s salesman. much to tell in detail here—but we’ll | Ge 


But we know that you can’t do your gladly send you the whole Standard 
best job unless you have a line that’s Electric story. Just say the word. 


right. * * * Standard Electric Ranges 
make your efforts count for the most. Standard Electric Water Heater 


’ m a Here’s an item for added business. Thoroughly 
T - 
They . honestly ade; skillfully de tested—proved a success. Ask for folder. 
signed; constructed of the best 


materials. “Standard quality is never ; PRL | 
7 'd nnwid Vet The STANDARD ELECTRIC STOVE Company 
questioned.” And it’s acomplete line TOLEDO - OHIO - U-S-A 


StancarwW 


ELECTRIC RANGES 














The products of this company are entered in the prize contest for this month. A $25 






prize will be awarded the salesman selling the greatest quantity during the month. 
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Photo shows a diagram of 
station hookups of the com- 
bined networks of the 
National Broadcasting Com- 
pany, which broadcasted the 
Presidential welcome to the 
returning hero, Colonel 
Charles Lindbergh, on June 
11. It took 10,000 miles of 
telephone wire to accom- 
plish the result. Over 40 
stutions thruout the United 











Spoananaceret 


en anee ee encecened. 
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States broadcasted it. An estimated audience of 40 
to 45 million listeners heard the speech of the Presi- 
dent and Lindbergh’s weicome.—Photo by P & A. 

















The hens would certainly squawk all over the barnyard if 
they could see their product being given the compressed air, 
sand blast cleaning treatment illustrated above. The Kennedy i ae 
egg cleaning machine does in six minutes what it formerly took , 
an operator all day to perform, and the breakage is less. A H 
General Electric centrifugal compressor is used. a + | 
ELIT | 
Lt A | } 
4 
ape : 
oe ey 
+ 7 
u 
a. x 
f < GES % *: “ee 
: . Q 
A 
‘ a 
dy 4 
é Ley See gy = 
D Ti %, iy 
‘ie SELL) 
nn F . s 
i a a, | a : 
= On the left is an actual photograph of the first 
message received from the “America” several hours 
hA_F3_i after she took off for Paris. A constant vigil was 


maintained at Chatham, and other coastal stations 


Se iii re of the Radio Corporation throughout the flight and 


n many bulletins and reports were made available to the 
newspapers and broadcasting stations. A new distance 
UR es record for aeroplane reception was established when 


R the Chatham station reported hearing the automatic 


radio signals from the giant Fokker plane 1600 miles 
distant. 
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Louis Sisskind 


President, Central States General Electric Supply Co., Chicago 
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MEN YOU SHOULD KNOW 


President 


Louis Sisski 
OULS OI1SS ind, Central States General Electric Supply Co. 


the Central States General Electric Supply Co.” 
Any man in the electrical business or in any busi- 
ness who is entertaining delusions of grandeur will find 
in this modest statement something worth while about 
which to think. 
Here is a man whose rapid advancement has not swept 
his feet from off the ground. 


‘| CANNOT account for my rise to the presidency of 


the next manager, J. M. Cox, also left to become affiliated 
with Central as advertising manager. ‘Louis’? must have 
shown capabilities even at this time, for news of his abil- 
ity reached the ears of J. M. Lorenz, manager of the 
railroad department of Central, who telephoned Mr. Siss- 
kind saying he had heard that the young chap over at 
Vulcan was just the one he needed in his department. 


An interview landed the po- 





His is the story of a career so 
clean-cut, so obvious in its pro- 
gress, as one looks back, it is 
far from surprising that the 
man himself did not measure 
or value the tread of the steps 
taken on the way and, here is 
achievement, dramatic in the 
fact that the one whom it con- 
cerns never held a title in his 
life until he was named vice- 
president of his company. 
Louis Sisskind was born in 
Chicago in 1891 which makes 
him one of the youngest, if 
not the youngest, president in 
the electrical supply business 
at the present time. There 
were four in the family, three 
girls and one red-head—Louis 
or “Louie” as his intimates call 


short pants. 


direction of 


wind. 





Achievement 


{RE is a man who became 

president of a company and 
never held but one title before 
that—from the time he was in 
He says that he 
awoke in surprise to find himself 
president, but the secret of it is 
that the “president makers” had 
had their eye on him for a long 
time, while he was too busy mak- 
ing a success of the various steps 
in the business leading up to the 
chief executives chair, to note the 
the 


sition, said landing costing two 
or three dollars per week re- 
duction in a salary even then 
hardly enough to be 
termed anything else but 
“pay.” Most boys would have 
considered they were making 
progress fast, with their heels 
leading the Not so. 
Louis. He an oppor- 
tunity, and having heard that 
the latter knocks on everyone's 


large 


way. 
sensed 


door just once he flung it wide 
open. Which, as it turned out, 
proved to be just the proper 
thing to do. 

It may surprise many to 
know that at the time reached 
in this chronicle (1911) Cen- 
tral was not quite so large as 


The 


presidential 





is generally supposed. 





him, was the red-head. Mis- 
fortune overtook the Sisskinds when he was quite young. 
His father was killed in a railroad accident and Louis 
together with one sister was sent to an orphan asylum 
in Cleveland where he stayed until he was graduated. 

After graduation, the school secured for him a_ posi- 
tion as stenographer in Chicago. While he had, of 
course, studied this work, his practical knowledge of it 
consisted of an ability to jot down a few “do-dads” or 
whatever shorthand is called, plentifully sprinkled with 
long hand notations. 

The position was held, however, for three months when 
his employer's room-mate with a perfectly free conscience 
stole the boy away to work for him with the Vulcan 
Electric Heating Co. He stayed with this company until 
the works were moved to Buffalo, then secured a position 
in their Chicago office. He was only a kid at the time— 
very much of a one—still in short pants. This, you 
will bear in mind, was back in the days when short 
pants was a sign of youth not of old age—back in the 
days when mother consented to the long ones with tears 





of regret on the passing of her boy, and her boy received 
comments of a most embarrassing nature when still looking 
like the “mib” days at 18 years of age. 

And now for the weaving of the thread which pat- 
terned the word “President” for Mr. Sisskind. 

Oddly enough the manager of the Vulcan company re- 
signed to join the Central Electric Co. Equally strange, 





company had only one floor in 
the south building later taking over the second floor for 
offices. 

Expansions, however, started to take place in rapid 
fashion. Additional floors were acquired, and it was 
found necessary shortly afterwards to take the entire 
north building as well. 

Here is something which will have to be squeezed in, 
if a shoe-horn must be used to accomplish it. Young 
Sisskind, feeling it was not personable to discuss wiring 
devices and what not in the aforementioned short pants— 
yes, he still wore them—returned from his vacation not 
only in long ones, but had spent his entire two weeks 
culturing a mustache as well. Not the one he 
today, but a hirsute adornment spotty at best, but one 


wears 


however which gave him that added dignity he felt neces- 
sary in carrying on the company’s business at that period 
in his career. 

Just about this time—actual dates are hazy in Mr. 
Sisskind’s mind—Mr. sent to the coast. 
While he was there Mr. Sisskind handled his work on 
sales, continuing also to play the typewriter. 

On Mr. Lorenz’ return, “Louie” was transferred to the 


Lorenz was 


engineering department. Feeling that a man in this 
branch should have some knowledge of the subject, he 
attended the Armour Institute of Technology at night 
where he studied electrical engineering. 
just settled himself nicely into 


He had, however, 


(Turn to page 60) 
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Getting Volume out of 
Pole Line Hardware 


A Practical Suggestion to the Jobber’s Salesman On the Method 
to Pursue in Draining Dry the Pole Line Hardware Order 


FEW years back, when jobbers traveled terri- 
Aes comprising five or six states every jobber’s 

salesman, in addition to knowing all about all his 
lines was frequently called upon to serve in the capacity 
of an engineer, lay out a pole line job, estimate the 
material necessary to build it, and quote on the com- 
plete installation. Some of these men acquired such a 
practical knowledge of the business that their lines were 
on a par with the ones built by the men with a sheepskin 
in their trunk. 

Today, the situation has changed somewhat. Engi- 
neers are employed to write the specifications, and the 
jobber’s salesman is now, in most instances, called upon to 
submit a quotation only. He is, however, still given the 
opportunity to discuss with the engineer the material 
to be specified, and to talk before the board at the “‘let- 
ting’ on the merits of his particular products. 

A great source of his sales is, on the other hand, se- 
cured from his individual calls on central stations. Here 
he keeps track of extensions being built, a mile or two of 
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This Drawing is a Reproduction of the Hubbard & Co. Miniature Pole Line Featured at the N. E. L. A. Convention. 


line added here or there, and replacements found neces- 
sary. A splendid yearly volume at a desirable profit is 
realized in this fashion by the jobber’s salesman who 
keeps after this sort of business. 


There is an opportunity, however, for the jobber’s 
salesman to increase further his pole line material busi- 
ness by checking carefully with the central station engi- 
neer all of the material used in construction work. 


Below is illustrated an ideal pole line installation. 
Counting the wire, cross arms, and poles, there are 44 dif- 
ferent items shown, every one of which has such a defi- 
nite purpose to serve that it must be used somewhere on 
the line and generally on each pole. In the following 
paragraph is given a list of this material. It would be 
well worth while for every jobber’s salesman to clip this 
paragraph and paste it in his catalog. He could then run 
down it, item by item and in doing so would be bound 
to hit upon some material needed but forgotten by the 
(Turn to page 64) 


engineer. 
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Plenty of Prospects--Are You 
hem? 





We are in The Jobber’s Salesman’s 
Summer Sales Prize Contest again 
this month. Again we give you the 
opportunity to win a $25 prize. 


The results of the July contest 
were most favorable but don’t stop. 
Finish the contest with the same ef- 
fort and co-operation with which 
you started it. Direct mail adver- 
tising is helping you sell BREEZO 
Fans for stores, restaurants, garages, 
theatres, laundries, bakeries, etc. 
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This is the month when your sales 
on the BREEZO Home Ventilating 
Fan should reach their peak. 


The Buffalo BREEZO Home 
Ventilator fills the universal need 
for home ventilation. It has all the 
BREEZO advantages plus the con- 
venience of the adjustable panels for 
easy mounting in the window. 


Sell your dealers a BREEZO 
Home Ventilator for display. 


Buffalo Forge Company 


201 Mortimer St. 


‘In Canada: 





“BUFFALO 


Buffalo, N. Y. 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


BREEZO 











The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Cy 
Mid-West General Electric 


Supply Co. 


Recently announcement was made in 




















this magazine of the consolidation of 
the B-R Electric Co. and the Mid- 
West Electric Co., and the fact that 
J. L. Buchanan had been made presi- 
dent. But the formal announcement 
which has just been sent out gives 
some further facts. 

The Mid-West General Electric 
Supply Co. acquired through purchase 
the assets of the B-R Electric Supply 
Co., Kansas City, Mo., and will oper- 
ate plants in Omaha, Neb. and Des 
Moines, Ia., (the old Mid-West Elec- 
tric Co.) and also in St. Joseph, Mo. 

The operating personnel is as fol- 
lows: F. M. Bernardin, chairman of 
the board, Kansas City; J. L. Bu- 
chanan, president, Kansas City; A. H. 
Luebbe, vice-president, Omaha; W. F. 
Young, Kansas 
City; G. K. West, assistant treasurer, 
Omaha. C. H. 
ager at Kansas City as before. 


secretary-treasurer, 
Annis is sales man- 


In order to provide more effective 
and convenient service in the trading 
area about St. Joseph, the plant there 
was established July 1, at the north- 
east corner of Third and Jule Sts. J. 
W. Hawkins is manager of this house 
and Roy Gleason, service manager. 





Although the new lighting fixture show 
room at the Shemel Co., New York, is 
not officially open, nobody can talk to Bill 
Kohn very long before they have an invi- 
tation to inspect what Bill says is the 
most complete show room in Harlem. Just 
look at that grip he has on A. J. Ratner 
of the Ratner Elec. Co. to make sure he 
doesn’t get away. On the right is H. G. 
Ollard of Manhattan Electric Co., N. Y., 
who is also interested in show rooms. 
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Penn Loses Two Men in 
Accident 

P. S. Berryman, radio salesman for 
the Penn Electrical Engineering Co., 
Scranton, Pa., and H. F. O'Connor, 
manager of the lamp department met 
with a tragic accident while returning 
from the Westinghouse-Agent Job- 
bers convention recently held in Del 
Monte, Calif. 

The car in which the men were 
driving home overturned in the moun- 
tains and rolled over the bank. Mr. 
Berryman was instantly killed while 
Mr. O’Connor lingered for a few days 
in a semi-unconscious state before 
death overtook him. Both men were 
married, Mr. Berryman being survived 
by a wife and two children, and Mr. 
O’Connor by his wife. 






































The young chap pictured here is E, G. 
Thomas, a new city salesman calling on 
the 
F lectric 
Chicago. 


the Hawkins 
Blvd., 


for 
Washington 


trade 
1447 


industrial 
Co., 














West Texas Well Serviced 


For the first time since radio mer- 
chandising began, the great plains of 
West Texas will be serviced by two 
new warehouses of the Southwest 
General Electric Supply Co. The 
northern plains of the Panhandle will 
be covered from Amarillo, and the 
south plains of West Texas will be 
handled from Abilene. 

The Southwest General Electric 
Supply Company, with headquarters 
at Dallas, is the largest distributor of 
R. C. A. products in the southwest, 
and the opening of these two large 
warehouses makes possible quicker 
service on stocks on all types of elec- 
trical as well as radio merchandise, 
from these two points. This company 
has been watching the development of 
the radio dealers for several years, 


_and has equipped its Dallas radio 


laboratory with the finest apparatus 
available, and dealers of the southwest 
depend, to a great extent, on the facil- 
ities offered by this large, aggressive 
firm. F. A. Snyder, Dallas headquar- 
ters, handles the radio distribution 
over the entire southwest, and J. L. 
Buckner is manager of the radio serv- 
ice and laboratory. 













This is a photograph of Walter M. 
Fagan, president and principal owner of 
the recently formed Pacific Wholesale, Inc., 
of Los Angeles, the facts concerning which 


were published in the July issue. 
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T’S the follow-through that de- 


termines the success of a drive. 








a 


The follow-through of the products 
you sell is Service-and Service 
depends on Quality. 


Quality products makes friends of 
buyers-~and lead to other 
profitable sales. 


Watch your follow-through. 


Stick to National Products. 


National Metal Molding Company 


Electrical Products> 
PITTSBURGH PENNSYLVANIA 
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Parr Travels in South America 

McKew Parr, president of the Parr 
Electric Co., New York, and also of 
the Parr Electric Export Co., left in 
July on an extended trip to South 
America, taking in Brazil, Argentine, 
Chile, Peru and Cuba. This latter 
company is now acting as the export 
sales managers for at least 17 firms, 
including the Handel Company, mak- 
ers of different types of lamps and 
the Kuhlman Electric Co., makers of 


transformers. 
* * * 


Union Electric Opens New 
Plant 


With a 50 per cent increase in floor 
space and all departments centralized 
under the Union Electric 
Co. of Pittsburgh held a formal open- 
ing in its new quarters, 420-422 Du- 


one roof, 


quesne Way, June 17. Formerly the 
maintained offices at 933 
Liberty Ave. and a warehouse at 26 
Terminal Way, with stocks in both. 


company 


Last December they bought the new 
location from the Rosenbaum Co. for 
$250,000 
painted the premises. 


remodeled, cleaned, 


The building 


and 


is a six-story, fireproof structure con- 
taining 60,000 sq. ft. of floor space. 

Displays included demonstrations 
of 65 articles of domestic use, wash- 
hot 
sweepers, ranges and similar appli- 
Also one of each of the 5,500 


articles sold by the company was ex- 


ers, irons and _ ironers, plates, 


ances. 
hibited, the top floor being arranged 


for this purpose. 
Officers occupy the second floor with 


a display room for the line of light- 


ing fixtures handled and a permanent 
display of household appliances which 
are for the assistance of dealers who 
wish to show the goods to prospective 
customers. The Union company is 
exclusively wholesale. Repair, re- 
painting, refrnishing and service de- 


partments are maintained for radio 
sets as well as othe: appliances and 
facilities have been perfected for 
handling deliveries to all points in 
the Pittsburgh district from Altoona 
west. 

Frank D. Fagan, formerly of 
Bridgeport, Conn., was elected vice- 
president of the company and as- 
sumed charge May 1. He had been 


with General Electric for 20 years. 
* * # 


Brown to Try the Coast 

E. C. Brown of Omaha, Neb., pub- 
licity manager for the McGraw Elec- 
tric Co. during the past nine years, 
severed his connection July 1 and ex- 
pects to spend two months touring 
the Pacific Coast country. He says 
if that country “looks” as good as it 
“sounds” he expects to locate there. 

Mr. Brown is the originator of Mc- 
Graw’s “Market Meter,” which is 
considered more or less of an “elec- 
trical bible” by the trade throughout 
the central west. 

He has also compiled all catalogs, 
including radio, and handled all the 
McGraw Electric Co.’s sales promo- 
tion work. 








Steiner Electric Co., 210 So. Desplaines, Chicago. Upper group: Josephine Kin- 


sella; Leon Weisbrod (better known as “Trotsky”); Lillian Africk; George Steiner, 
Lower group: Louis 


president; Kitty Skeffington. 


Black; Al Faden, secretary; 


George Blaesing; Kitty Skeffington; Lillian Africk; Harry Hyman; Ed. Bernhard; 
Charles Cohen; Josephine Kinsella; Paul Blaesing; George O’San; Lawrence Kadlac; 
Stanley Coda; Leon Weisbrod; John Allen and Al Boz. 
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APPLETON ELECTRIC CO. 
1734 Wellington Ave., Chicago 





Gentlemen: 





LETOIN 








Please send me a copy of your Catalogue 








Name 


Firm Name — 











Registered U. S. Patent Office 
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The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Showing 
a few types of 
No-Thread 
Unilets 
installed with 
standard 
covers and 
with 
porcelain 
No-Thread Unilets 
save all the time formerly 
wasted threading conduit 
Look at the cut-away view above. Jobs can be done easi/y which 
The Unilet is simplyslippedoverthe would be zmpossible with threaded 
end of the conduit and the knurled fittings. Bends and angles in con- 
nut tightened with a Stillson. duit make no difference whatsoever. 
No loose parts. No change in di- No-Thread Unilets have been 
ameter of threaded parts. Male and made by Appleton for more than 
female threads always parallel. eighteen years. Recently they have 
Positive metal-to-metal contact be- been improved in several details. 
cause the triple-beading on the in- Latest catalog, showing all types, 
ner ring bites clear through conduit gladly sent on request. Please send 
enamel and into the conduit itself. the coupon. 
APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue - Chicago, U. S. A. 
cho New York—150 Varick Street Los Angeles—340 Azusa Street 
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Parr Travels in South America 

McKew Parr, president of the Parr 
Electric Co., New York, and also of 
the Parr Electric Export Co., left in 
July on an extended trip to South 
America, taking in Brazil, Argentine, 
Chile, This latter 
company is now acting as the export 


Peru and Cuba. 
sales managers for at least 17 firms, 
including the Handel Company, mak- 
ers of different types of lamps and 
the Kuhlman Electric Co., makers of 


transformers. 
* * * 


Union Electric Opens New 
Plant 


With a 50 per cent increase in floor 
space and all departments centralized 
under the Electric 
Co. of Pittsburgh held a formal open- 


one roof, Union 
ing in its new quarters, 420-422 Du- 

Formerly the 
offices at 933 
Liberty Ave. and a warehouse at 26 


quesne Way, June 17. 
company maintained 
Terminal Way, with stocks in both. 
Last December they bought the new 
location from the Rosenbaum Co. for 
$250,000 


painted the premises. 


and remodeled, cleaned, 
The building 
is a six-story, fireproof structure con- 
taining 60,000 sq. ft. of floor space. 

Displays included demonstrations 
of 65 articles of domestic use, wash- 
hot 
sweepers, ranges and similar appli- 
Also one of each of the 5,500 


articles sold by the company was ex- 


ers, irons and _ ironers, plates, 


ances. 
hibited, the top floor being arranged 


for this purpose. 


Officers occupy the second floor with 


a display room for the line of light- 


ing fixtures handled and a permanent 
display of household appliances which 
are for the assistance of dealers who 
wish to show the goods to prospective 
The Union company is 
exclusively wholesale. Repair, re- 
painting, refinishing and service de- 


customers. 


partments are maintained for radio 
sets as well as other appliances and 
facilities have been perfected for 
handling deliveries to all points in 
the Pittsburgh district from Altoona 
west. 

Frank D. Fagan, formerly of 
Bridgeport, Conn., was ‘elected vice- 
president of the company and as- 
sumed charge May 1. He had been 


with General Electric for 20 years. 
* * * 


Brown to Try the Coast 

E. C. Brown of Omaha, Neb., pub 
licity manager for the McGraw Elec- 
tric Co. during the past nine years, 
severed his connection July 1 and ex- 
pects to spend two months touring 
the Pacific Coast country. He says 
if that country “looks” as good as it 
“sounds” he expects to locate there. 

Mr. Brown is the originator of Mc- 
Graw’s ‘“‘Market Meter,’ which is 
considered more or less of an “elec- 
trical bible” by the trade throughout 
the central west. 

He has also compiled all catalogs, 
including radio, and handled all the 
McGraw Electric Co.’s sales promo- 
tion work. 








Steiner Electric Co., 210 So. Desplaines, Chicago. Upper group: Josephine Kin- 
sella; Leon Weisbrod (better known as “Trotsky”); Lillian Africk; George Steiner, 


president; Kitty Skeffington. 


Lower group: 


Louis Black; Al Faden, secretary; 


George Blaesing; Kitty Skeffington; Lillian Africk; Harry Hyman; Ed. Bernhard; 
Charles Cohen; Josephine Kinsella; Paul Blaesing; George O’San; Lawrence Kadlac; 
Stanley Coda; Leon Weisbrod; John Allen and Al Boz. 
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No-Thread Unilets 


save all the time formerly 
wasted threading conduit 


Look at the cut-away view above. 
The Unilet is simplyslipped over the 
end of the conduit and the knurled 
nut tightened with a Stillson. 


No loose parts. No change in di- 
ameter of threaded parts. Male and 
female threads always parallel. 
Positive metal-to-metal contact be- 
cause the triple-beading on the in- 
ner ring bites clear through conduit 
enamel and into the conduit itself. 


Jobs can be done easily which 
would be zmpossible with threaded 
fittings. Bends and angles in con- 
duit make no difference whatsoever. 

No-Thread Unilets have been 
made by Appleton for more than 
eighteen years. Recently they have 
been improved in several details. 
Latest catalog, showing all types, 
gladly sent on request. Please send 
the coupon. 
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R. E. Sanperson, formerly with 
the Moock Electric Supply Co., Can- 
ton, O., has joined the sales force of 
the P. & A. Electric Supply Co., 
Mansfield, O. 

Cuas. W. VoaGier is a new sales- 
man with the Barrett Electrical Sup- 
Their radio de- 
partment has been enlarged consider- 
ably, with N. W. Newton as the new 


ply Co., St. Louis. 


manager. They expect to do a big 
job on radio this season and are al- 
ready off to an early start. 

Tue Crescent Exectrric Supply 
Co., of Dubuque, Ia., has added a new 
man in its lamp department to enable 
it to give better service on Mazda 
lamps. 

Sruart Watters has “gone to the 
Coast”’ to join the sales force of the 
Illinois Electric Co. at Los Angeles. 
He was formerly with this company’s 
Chicago office. 

Haroip JAMESON is a new counter 
man employed to serve the public 
from behind the counter of the Elec- 
tric Supply & Equipment Co., Erie, 
re. 

F. K. Snyper, formerly with the 
New York Electric Co., 
Binghamton, N. Y., is a new city 
for H. C. Roberts Electric 


Supply Co. of the same city. 


Southern 


salesman 


J. C. 


Electric Co.'s quotation man at Syra- 


Fox, who was the Graybar 


cuse, N. Y., has been assigned to out- 
side sales work. His duties will be 
taken over by H. V. Paul. 

O. G. Lorpon has been employed as 
salesman by the Capital Electric Sup- 
ply Co., Lansing, Mich., to replace 
John Schwimmer who has returned to 
the American Electric Co. 

R. H. Bioopgoop is a new sales- 
man whose name appears on the pay- 
roll of the Electric Contractors Sup- 
ply Co., Des Moines, Ia. 


WinFietp W. Crocueron is the 
Inter-Mountain Electric Co.’s new 


salesman at Salt Lake City, Utah. 


Tue Cotoniat Exectric Co., Phil- 
adelphia, has a new salesman in the 
person of Phillip Drass. 


Frank M. Wuee ter, Jr., has left 
the Sprague Electric Supply Co. of 
Waterbury, Conn., to take care of 
counter sales for the Wetmore-Savage 
Electric Supply Co. at Providence, 
he 3 

Tue Wesco Supp ty Co., St. Louis, 
has employed G. T. Graham to travel 
its northern Missouri territory which 
was formerly covered by Henry 
Fonke. Mr. Fonke over 
southern Illinois, N. 
Westmark who is now a city sales- 


has taken 
replacing L. 


man. 


B. H. Lav, who was at one time 
in the employ of the Illinois Electric 
Co., Chicago, has returned to that or- 
ganization as radio specialist. He will 
keep the folks north of Madison 
Street informed as to what’s what in 
radio. 


C. C. Brock is the new assistant 
shipping clerk with the F. E. Murray 
Co. at Grand Rapids, Mich. 


J. E. W. Rosson, who has been with 
the Stewart-Warner service station 
for the past few years, is now travel- 
ing western Kentucky with the Braid 
Electric Co., Nashville, Tenn. 


B. T. Spane has been employed by 
the Rumsey Electric Co., Philadel- 
phia, to specialize on radio in north- 
ern-central Pennsylvania. 


L. A. Woottey, Inc., Buffalo, has 
a dapper new city salesman who just 
insists on taking orders. 


Geo. M. Coreman is a new sales- 
man in the fixture department of the 
Revere Electric Co., Chicago. 


T. F. Brack and E. E. Gray are 
two new men with the Granden Elec- 
tric Co., Omaha. The former will 
make the rounds in western Nebraska 
and western South Dakota, while Mr. 
Gray will take care of counter sales. 


Howarp A. Snyper’s many friends 
in the jobbing business will be glad 
to hear that he has joined the Sprague 
Electrical Supply Co.’s organization 
at Waterbury, Conn. He was for- 
merly with The Southern New Eng- 
land Electric Co. (Turn to page 37 ) 

















Fred Smith, who has charge of price lists and catalogues at Pettingell Andrews of 


Boston is shown above with the entire personnel of his department. 


Left to right: 


Grace Lamont; Marjorie Somerville; Lona Carlston; Fred L. Smith; Edith Cam- 


eron; Kathryn Rhodes, and Nellie Walker. 











UNIT ~ VERSAL 
PANELBOARDS 


OVER 25 YEARS OF RESEARCH AND DEVELOPMENT 


Greatest development ever made in electrical control and distribution. Bull 

Dog Unit-Versal Panelboards are a complete line and include Lighting Panel- 

boards, Metering Panelboards and Power and Light Feeder Distributing Boards. 

Advanced Safety—Complete Standardization—Interchangeable—Convertible— 
Low Maintenance Cost—Long Life—Economy. 


SAFTOoFUSE FEEDER PANELS 


Furnished in types, sizes and arrangements to meet any installation requirement. 


Standard stock types shown below at left and right. 
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SAFtoFUSE Feeder Panel Double Row SAFtoFUSE Panel SAFtoFUSE Feeder Panel. 
30-60 Amperes, 250 Volts; 3-3 Wire Units. built for Detroit Edison Company. Single Pole Units. 


BuLiDoc ELECTRIC PRODUCTS Co. 
DETROIT 





30-100 Amperes 600 Volts. 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 









BULL DOG UNIT-VERSAL SAFTOFUSE Units 


Same Width as Other Units 


A few of the Bull Dog Unit-Versal 
SAFtoFUSE units are illustrated. All 
units are standardized and interchange- 
able, and are assembled on busbars to 
meet any feeder circuit requirements. 
The SAFtoFUSE conforms to Bureau 
of Standards Safety Rules. 






















Basic width of all units is 11 inches, 


Bull Dog Unit- Vesa) SAPPUGR standardized with lighting and meter- 





SAFtoFUSE Units, ay “ge same 





Unit ted on busba . : . : : 
ai ace Po oa Prag sie ing units. Cabinets are 19 inches wide, aalt aerenaed tar 98, 100 or 200 





allowing 4-inch wiring space on each ampere, 290 volt fuses. Ail units “of.” 


side. Send for complete catalog. 



























Bottom unit in ‘‘on”’ position, middle 

unit with head removed showing live 

parts guarded, top unit with guard 

removed. Shows connections + bus- 
bars and mounting screws. 





Bull Dog Unit-Versal SAFtoFUSE 
Unit, 400 Amperes, 250 Volts. 
In “‘off’’ position. 





Bull Dog Unit-Versal SAFtoFUSE 
Units. Combinations of 3 SAFtoFUSE 
heads, mounted together. 





Bull Dog Unit-Versal SAFtoFUSE 
Unit, 200 Amperes, 600 Volts. 
In “off” position. 





Bull Dog Unit-Versal SAFtoFUSE 

Unit. Flat type used on lighting 

panelboards. Shows head of unit 
drawn out of body. 





Double Branch, 3-3 Wire SAFtoFUSE 
Unit, 30 or 60 ampere branches; one 
unit “on” and.one unit “off”’. 
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Double Branch, 3-2 Wire SAFtoFUSE Standardized Unit-Versal SAFtoFUSE Units of various Head of motor testing SAFtoFUSE 
Unit, 30 or 60 ampere branches; one types assembled on same busbar for cabinet. Units Unit. Shows motor-testing head and 
unit “‘on’’ and one unit “off.” may be assembled into any combination desired. test jack. 


But.DoG ELECTRIC PRODUCTS Co. 
(MUTUAL ELECTRIC & MACHINE CO. 
DETROIT MICH. U.S.A. 








BULL DOG UNIT-VERSAL Lighting Panelboards 





Bull Dog Unit-Versal Lighting Panel 
Cabinet. 5 Double Branch Units with 
10 double pole Toggle Switches and 
Plug Fuse Connections—10 circuits. 





Double Branch, Bull Dog Lighting 
Panel Unit, with Plug Fuse Branch 
Connections. 


— = 


Front view, Double Branch Panel 

Unit with 2 double pole, heavy duty 

Bull Dog Toggle Switches and Cart- 
ridge Fuse Connections. 


ae 


Sectional view, Double Branch Panel 

Unit with 4 single pole, heavy duty 

Toggle Switches and Cartridge Fuse 
Connections. 

















Bull Dog Unit-Versal Lie Panel. 
5 Double Branch Units, Main Toggle 
Switch and SAFtoFUSE. 20 single 
pole branch Toggle Switches and Plug 
Fuse Connections—20 circuits. 


BurtDac ELECTRIC PRODUCTS Co. 












and Cabinets 


Same Width as Other Units 


All types, sizes and arrangements of light- 
ing panelboards and cabinets in safety 
type. Unit-Versal lighting units combined 
with SAFtoFUSE and metering units meet 
any condition of residential, public, com- 
mercial and industrial building. 





All units standardized and interchangeable. 
Basic width, 11 inches; wiring gutters, 4 
inches. Standardized boxes 19 inches wide 
with 128 knockouts in each. 


Units are cold moulded asbestos base 
composition. Highest quality in materials, 
design and workmanship. Complete cata- 
log on request. 













Bull Dog Unit-Versal Lighting Panel 

Cabinet. 5 double Branch Units with 

20 Bull Dog Toggle Switches and Plug 
Fuse Connections—20 circuits. 










— Double Row 
Double Branch Panel Unit with 
Insulating Handles oe ee ee. oer 


withstand smashing 
hammer blow! 











Double Branch 


Panel Unit with 2 Heavy Duty, 
Double Pole Toggle Switches and 
Plug Fuse Connections-——2 circuits. 





Double Branch Panel Unit with 4 

Heavy Duty, single le Bull Dog 

Toggle Switches and Plug Fuse Con- 
nections—¢ circuits. 





Bull Dog Unit-Versal Lighting Panel. 

4 Double Branch Units and 2 Main 

SAFtoFUSES. 16 Bull Dog Toggle 

Switches and Plug Fuse Connections 
—16 circuits, 


Standardized Panelboard Boxes furnished in 
various sizes. Width 19 inches, 4-inch wiring 
gutters. 128 knockouts in each. 


UTUAL ELECTRIO & MACHINE 
DETROIT MICH. U.S.A. 





BULL DOG UNIT-VERSAL Metering Panels 


Same Width as Other Units 


Only safety type metering panels on the market. 
Dead front with all live metal parts guarded and 
locked, with provisions for sealing. Furnished in 
rigid type and Flexo type, differing in the con- 
2 4 nections between circuits and meter bars. 

Rigid bar type metering panel . 2 a 3 Pi 

unit, without safety guards Basic width of units, 11 inches; wiring gutters, 

and meter bar connections. 4 inches; standardized widths of cabinets, 19 
inches. All units standardized and interchange- 
able with SAFtoFUSE and lighting panel units. 
Write for complete catalog. 


Flexo type metering panel 
unit, without locking bars. 


Rigid bar type metering panel 
unit, with insulating guards 
and imeter bar connections. 


Flexo type metering panel 
unit, with locking bars. 
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: per Bull Dog Metering Fiexo 

Bull Dog Unit-Versal Rigid Type Type Panels combined with 

Bull Dog Unit-Versal Rigid Type Metering Metering Panels combined with light- e hting panel and SAFto- 

Panel combined with SAFtoFUSES, closed ing pancl units, closed and one cover : E Units, cover plates 
and with hinged cover plates open. plate open. removed. 


The Complete Line of Bull Dog Electrical Products 


for Greater Safety, Convenience and Dependability in 
Electrical Control and Distribution. 








Safety Switches Fusenters Switch Boards SAFtoFUSE Combinations 


BULLDOG ELECTRIC PRODUCTS CO. 


(MUTUAL ELECTRIC &€ MACHINE CO.) 
DETROIT MICH. U.S.A. 


The products of this company are entered in the prize contest for this month. A $2 
prize will be awarded the salesman selling the greatest quantity. during the month. 
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G. T. Grauam who lives at Mexico, 
Mo., has become salesman for the 
Wesco Supply Co., St. Louis. This 
company reports business 20% bet- 
ter than last year. 


S. Scurieser, salesman for the 
Merchants Electrical Supply Co., Chi- 
cago, left on August 1 for a three 
months’ trip through England, Ger- 
many, Austria, Poland, and France. 


A. W. Gitmore who has been sta- 
tioned at St. Joseph, Mo., as general 
salesman for the Mid-West General 
Electric Supply Co., was transferred 
July 1, to Kansas City and placed in 
charge of the radio department, suc- 
ceeding Leo Krug. Gilmore is an ex- 
pert in radio, having had a number of 
years’ experience in both sales and 
service work. 


Morris BiumsBerG Electric Co. of 
Detroit advises that it has been ap- 
pointed exclusive distributor of the 
Freed-Eiseman line of radio equip- 
ment. 


“Dave” BeEKKER is a new salesman 
with the Englewood Electric Sup. 
Co., 5725 So. Halsted St., Chicago. 

* * # 
Huber to Handle Refrigerators 

The Huber Electric Supply Co., 
Rochester, N. Y., has been appointed 


distributor of ““Zerozone” refrigerators 
in Rochester and vicinity. 











Just had to mention Roach-Appleton to 
Bill Kohn of A. Shemel & Co., New York, 
to get that smile—you remember he won 
the prize on their line last year. This 
year, he says he is going to buy one of the 
new Fords out of his prize money. 
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The Baitinger Electric Co. of New York 
was organized in February, 1923, with the 
personnel of two people. It occupied two 
floors at 100 Chambers St. The first year 
the company did a business of approxi- 
mately $75,000. In January of this year 
it moved to larger and more modern quar- 
ters at 95 Chambers St. and at present 
employs 24 people. Mr. Baitinger reports 
that in 1927 the company will do a_ busi- 
ness of approximately $500,000. Above is 
shown H. J. Baitinger, president. 





Illinois Running Unique 
Contest 

The Illinois Electric Co., Chicago, 
is running a unique contest for au- 
thorized RCA dealers in Indiana, 
Illinois, and Chicago under the direc- 
tion of Miss D. H. Tuerk, manager 
of the radio department. 

This “On to New York” contest 
started July 1 and will end Septem- 
ber 10. It is being run in two sec- 
tions with first prizes of equal] nature 
in each. One section is for class “A” 
dealers; the other for class “B” deal- 
ers. The class into which each dealer 
is placed is determined by the amount 
of his annual RCA purchases. The 
purpose of this division is to give the 
smaller dealer equal chances with the 
larger one of winning a prize. 

The twe prizes consist of a trip to 
New York to attend the New York 
Radio Show which is to be held Sep- 
tember 19 to 24 at the Madison 
Square Gardens. 

The Illinois Electric Co. will take 
care of the round trip transportation, 
berth, and three days reservation at 
the Vanderbilt Hotel. 

The contest is limited to sales of 
Radiola 28 receivers and the Radiola 
104 speakers. 

In co-operation, the sales promo- 
tion department of the company will 


plan advertising campaigns, window 
trims, etc., for the dealers. 

It is believed that in case of a tie 
duplicate prizes will be awarded the 
tying contestants. 

* * * 

Harold Steiner Reorganizes 

Harold W. Steiner & Co., Chicago, 
has reorganized and will now do busi- 
ness under the name, Fulton Electrical 
Supply Co., at the same address, 404 
S. Clinton St. 

Samuel Solomon, formerly of Lind- 
gren & Solomon, and also the Roach- 
Appleton Mfg. Co., has associated 
himself with the company. 

The officers now are as follows: 
Samuel Solomon, president; Harold 
W. Steiner, secretary-treasurer, and 
J. Howard Steiner, vice-president. 


* * * 


Screws, Hacksaw Blades, Etc. 

Don Kazar, sales manager of the 
Kiefer Electric Co., Peoria, Ill., is 
having a lot of fun with his hardware 
jobber competitors. Being one of 
those live wires, who, when his toes 
are stepped on, kicks back, Don took 
a little flier in screws, hacksaw 
blades, ete., and is having a lot of 
fun with them. Don says just because 
he is selling a nickel’s worth or two of 
these little profit makers doesn’t make 
it necessary for all his electrical com- 
petitors from Chicago and other places 
to break into this field. Don suggests 
they dig up new little sidelines of their 
own and leave this one to him! 

















W. A. McKenney of McKenney & 
Waterbury, Boston, was just starting for 
a week-end in Maine when we stopped 
around for a picture a short time ago. 

















38 THE JOBBER’S[RJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


> In An 


€ Clements JEWE 

















First Step 


September a smashing advertising cam- 
paign on the CLEMENTS Jewel Elec- 
tric Cleaner in the states of Illinois, In- 
diana, Iowa, Wisconsin and Michigan will 
begin in the Chicago Sunday Tribune, 
recognized as the greatest advertising me- 





dium in that section. This campaign will 
be continued consistently until Christmas. 
The excellent quality, the reasonable price 
and certain unique features of the Jewel, 
will be driven home to every housewife 
in this territory, comprising a population 
of over 20,000,000. 

Jobbers are being appointed rapidly. 
Those who wish to tie-in with the greatest 
merchandising campaign ever floated in a 
territory should get in touch with us at 


once 
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Second Step 


A intensive direct-by-mail cam- 
paign, surpassing anything that 
has been attempted in this field before, 
is bombarding the dealers, advising 
them of every detail of the plan, pre- 
senting our extensive array of dealer 
helps and inviting all dealers great and 
small to tie up with the campaign. 


Cleme 


625 FULTON ST. 
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Third Step 


REPRESENTATIVES of this company are 
now flooding the territory with calls on 
these dealers. Orders are being solicited after 
they learn at first hand about this campaign. 
These orders are being turned over to the 
jobbers. 


Jobbers’ salesmen, too, are making a drive at 
this time on the CLEMENTS Jewel Vacuum 
Cleaner, carrying the message to every point 
in their respective territories. 
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Fourth Step 


A’ time and conditions permit, the 
campaign will be pushed into other 
territories. 
invited at this time to line themselves up 
with the CLEMENTS Jewel Vacuum 
The territories responding most 
enthusiastically will be given preference 
in the extension of the campaign. 


Jobbers in all territories are 


Cleaner. 


The strictest jobber policy is recognized by 
us. No stone is left unturned to render 
you the utmost co-operation in merchan- 
dising the product we appoint you to 
handle. 

Give your salesmen a line to handle on 
which they will be sold 100 per cent. 


Write today for detailed information. 
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Lou Griesinger, president F. W. Haase & Co., Brooklyn jobbers, has just bought 
himself a new “Baby Lincoln” for those extensive business trips through the wilds 


of Long Island. 


At the right is Miss Lockwood, cashier of the company. 





Changes in Personnel 


A. H. Luesse has been made vice- 
president of the Mid-West General 
Electric Supply Co. at Omaha. 


A. J. Saunpers, formerly purchas- 
ing agent for R. V. Pettingell, has 
taken the same position with the Geo. 
H. Wahn Co. of Boston. He succeeds 


F. L. Mullock. 





Arter 16 Years’ service with the 
Boston branch of the Graybar Elec- 
tric Co., R. C. French has been trans- 
ferred to the Atlanta house as lamp 
lighting and apparatus 


and power 


specialist. He was presented with a 
watch by his Boston associates before 
Jim McMullen has left the 
company to further the interests of 
the National Metal Molding Co. in 


Boston. 


leaving. 


R. D. Scuopps, formerly secretary- 
treasurer of the F. E. Murray Co., 
Grand Rapids, Mich., has left the or- 
ganization to join the Ward Schopps 
His 


interest was sold to G. H. Gutmann, 


Printing Co. of Grand Rapids. 


vice-president. 
* * * 

Crescent Takes on New Line 

The Crescent Electric Supply Co., 
Dubuque, Ia., has taken on the Freed- 
Eisemann radio line. The company 
is anticipating a large radio volume 
in the coming season. 


It Pays to Read 
L. A. Woolley, Inc., Buffalo, sends 
known the 
In one copy of 


out a_ publication as 
“Woolley Weekly.” 
each edition, picked at random, a 
bright new dollar bill is enclosed. Of 
course the customer or prospect each 
week who gets the dollar, almost has 
heart disease, and naturally they are 
now watching, all of them, and the 
“Woolley Weekly” gets opened. 


“THE 





Honored By His Associates 

R. C. (Rollo) Kearsley, well known 
in Chicago electrical circles as being 
the oldest employe in years of servic: 
with the Graybar Electric Co., was 
honored with a surprise and _testi- 
monial dinner by his associates, June 
30, at the Oak Park Country Club 
Rollo came to the Western Electric 
Co. out of grammar school, as a boy. 
40 years ago, and manager W. P 
Hoagland, in a eulogistic speech, pre 
sented him with a gold 40-year servic: 
button, and his associates with a hand 
some, engraved wrist watch. 

* * * 

Diamond Recovers From Fire 

The Diamond Electric Co., Peoria 
Ill., is arising like the Phoenix from 
its ashes after its recent fire, and A 
A. Grawey, who is now in charge of 
the business, is going right ahead 
Allen Butler is still hot after sales 
The new address is 219 Commercia! 
Ave. sb ibas eth 

Electrical Credit Barometer 

The accompanying tabulation show, 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the Nationa! 
Electric Credit Association by mem 


ber manufacturers and _ jobbers 
through its various divisions, for 
June, 1927, as compared with the 


same month the previous year. Also 
these figures are shown for the first 
six months’ period of 1926 and 1927 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
ELECTRICAL CREDIT BAROMETER” 


June 30, 1927 


NUMBER OF 





ACCOUNTS REPORTED 














% % 
Increase Increase 
Division June or 6 Months or 
1926 1927 Decrease 1926 1927 Decrease 
PR PROT 4.c4os Skane sae ers 4.22 299 —29.1% 2400 2114 —11.9% 
Middle & Southern Atlantic.. 125 168 +34.4% 11638 981 —15.7% 
Dew MIRO ©... 3 ovis 2 ses 83 158 +90.3% 541 925 +70.9% 
PEC SBOE a ais i .sccwes ws.srsie s 21 15 —28.5% 167 99 —40.7% 
Central 877 886 +1.03% 5638 5743 +1.86% 
| es Sere 1528 1526 —.13% 9909 9863 — ATG 
TOTAL AMOUNTS REPORTED 
% % 
Increase Increase 
June or June or 
1926 1927 Decrease 1926 1927 Decrease 
New York ............$ 71,745  $ 35,464 — 50.5 % $356,730 $334.670 —9 4% 
Middle & Southern 12,720 20,573 + 61.7 % 124,121 122,789 —1.1 % 
Tee de ee 8,751 18,596 +1125 % 51,812 97,382 +87.9 % 
New England .......... 2,538 1,552 38.8 % 29,331 13,554 —53.7 % 
Pacific Coast .......... 96,837 98,884 + 2.11% 606,308 670,495 +10.6 % 
oS i Serre eee — 
6. hy oS es ary $192,591 $176,069 — 9.09% $1,168,302$1,228,890 + 5.19% 
AVERAGE AMOUNTS 
1926 1927 1926 1927 
June 6 Months 
Riera... « . cen es keeps aeo eee $170 $118 $889 $917 
Middle & Southern Atlantic........ 101 122 632 748 
NOW ORIG: oo sso sacbleslnsls seieiee 6 105 117 588 635 
ce hg "eer urna tates Sry 121 103 971 102s 
ne ea ye eR RE 110 112 645 704 
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eA New Sales Opportunity 


E merchandising unit shown below attracts the 
attention of every customer, and helps to increase 
the unit of sale from one or two lamps to a carton of six. 


This novel unit is but a part of the “Light Up—For 
Profit” campaign, the new Fall sales activity on Edison 
Mazpa* Lamps. For full particulars, get in touch with 
our nearest District Office, and learn how the Edison 
Lamp Works again backs the Jobber’s salesman. 


* MAZDA —the mark of a research service 











EDISON MAZDA LAMPS 


CER QD ELECTRIC 
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P. Hagarty of the A. S. DeVeau Co., 
New York, center, and Harold Verman, 
New York representative of the Advanced 
Battery Corp., right, are shown a moment 
after each had received an order from 
“Smiling Dave Netburn” purchasing agent 
for the Alpert Electric Co., New York. 





June-July Business on Increase 
In connection with the market re- 
ports and reports on business condi- 
tions collected from jobbers each 
month, some new information was re- 
quested covering the month June 15 
to July 15. It was asked that each 
jobber, in making out his report, in- 
dicate each key product, 
where possible, the percentage of in- 
crease or decrease in sales for that 
product over the preceding month. 
This was a new question, and was 
not, perhaps, as clearly stated on the 
report form as it might have been. 
Nevertheless, 24 jobbers in widely 
scattered localities reported on this 
feature, and it is possible to draw 
up some general averages from their 


opposite 


reports. 


Although, of course, it will be un- 
derstood that estimates made from so 
small a number are probably not very 
accurate, they are, nevertheless, in- 
teresting and in some degree show 
trends. 

In analyzing these reports, the first 
thing that stands out prominently is 
the fact that, so far as reported, there 
was an increase in business done in 6 
items, without a single report of de- 
crease. These items are: poles and 
pole line hardware; safety switches; 
fuses; industrial reflectors; street 
lighting equipment, and storage bat- 
teries. 

Next, taking each item separately, 
the plus percentages were added up, 
also the minus percentages. The 
larger was then.subtracted from the 
smaller, and the remainder—plus or 


minus as the case might be—was di- 
vided by 24, the total number of re- 
ports submitted. This will give in a 
general way the average percentage of 
increase or decrease. The results 


were as follows: 
In- De- 
crease crease 
om lo MW 
Transformers, Insulators and 


other Central Station Equip- 
ment 
Poles and pole line hardware 
Switchboards and accessories. . 
Motors and control apparatus 
OBTOCY SWITCHOS 6/0 65. 505 00's os ss 
Wiring devices 
Conduit and fittings 
Fuses 
Rubber cov. wire 
Weatherproof wire 
Lamps 
Industrial reflectors........... 
Commercial lighting equipment. 
Residence lighting equipment. . 
Street lighting equipment 


Motor driven appliances....... 
Fans 

Radio 

Flashlights and flashlight bat- 

teries 
Telephone equipment 
Storage DAtlermes >. 63.es s:6 ccs e: 
* 7 * 


Too Broad 

To Tue Epiror: 

In the article on “Goods on Con- 
signment,” page 54, July issue, 
toward the middle of the third column 
on page 54 is this statement: “Noth- 
ing more than these two letters is 
needed to clearly reveal the transac- 
tion as a consignment and not a sale, 
and so protect everybody’s rights.” 

This is altogether too broad a state- 
ment to be carried. It may not even 
be good between the parties them- 
selves and certainly as against judg- 
ment creditors, innocent purchasers 
for value, bankruptcy trustees, etc., 
the law cannot be so simply stated. 


F, P. Vosse. 


VAYB Ary 








There are very few manufacturers’ men 
in New England who do not know Fred 
Winsor, purchasing agent of the Geo. H. 
Buckminster Co., Boston. 


A Hot Tip 
This poem was read at the recent 
banquet of E. T. Cunningham, Inc., 
by Roy Bailey of Bailey, Walker & 
Tuttle. 





“Beware the deadly sitting habit; 
And if you sit, be like the rabbit, 
Who ever keepeth on the jump 
By springs concealed beneath 

rump. 


his 


Man was not made to sit askance 

And press and press and press his 
pants, 

But rather with an open mind— 

To circulate among his kind. 


And so, my son, beware the snare 
That lurks within a cushion chair. 
To run like hell it has been found— 
Both feet must be upon the ground.” 














This is the new Graybar warehouse at Jacksonville, Fla. 








R. J. McCabe, service 


manager, assures us that we missed a fine time at the opening of this new addition 


to the Graybar family. 


We have his word for it that this is a wonderful ware- 
house, stock arrangements etc., being ideal. 


It is hoped that the boys down there 


are having a nice cool time while these words are penned. 
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Buying Habits 


are Changing 


kann is a very definite trend today toward the perfectly 
natural, logical method of buying from a store. 


Men buy from stores. They trade with institutions in 
which they have confidence— where they know the salesmen, 








The Horton Automatic 
Ironer. 30-inch complete 
open end roll. Electric or 
gas heated. Electrically 
driven. Does not need 
special wiring. 





No. 40 Horton Electric 
Washer. Copper tub 
3-cup suction type. 


HO 


or the proprietor. 


Women prefer buying from a store. 
They buy personal and household 
necessities this way. Horton believes 
they prefer to buy their Washing 
Machines and Ironers from a store 
—an institution—rather than from 
door-to-door peddlers. 


An increasing number of dealers 
believe likewise. They know that 
store-to-home distribution is not 
only natural, but far more econom- 
ical. Of what profit is volume, when 
that volume is secured by high pres- 
sure, costly methods? 


The cycle of consumer buying IS 
changing. Dealers who recognize it 


are turning to the jobber. They are 
profiting through the friendly serv- 
ice and economy of distribution 
which the jobber offers. 


Horton jobbers are helping dealers 
to build firmly and profitably. They 
carry an ample Horton stock, ena- 
bling the dealer to hold down his in- 
vestment. This speedsturnover. They 
are within easy shipping distance. 
Thisspeeds delivery. They reflect the 
Horton spirit of service. This means 
merchandising advice and help. 


Horton quality—tested through 57 
years — rests on the advantages of 
low cost jobber distribution. 


HORTON MANUFACTURING COMPANY 


FORT WAY 





No. 34 Electric-Copper Tub, submerged 





NE, INDIANA 





agitatortype For homes with electricity; No. 33 Horton Electric No. 30 Horton Peerless 
No. 34-64 Gasoline Power; No. 34-54 Washer. Wood tub; agi- Washer. Wood tub; 
Pulley Power. tator type. water power motor 
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Washers 


lroners 





GOOD PRODUCTS~Yes! 








and aboveall elseGOOD FRIENDS 
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Sorrell of Peoria 
Ed A. Sorrell, manager of the IIli- 
nois Electric Co., Peoria, Ill., certainly 
has earned his title by hard and con- 
work. For 16 years he has 
the 


sistent 


beaten highways and byways 





E. A. Sorrell 


around Peoria, and has been a real 
force in the upbuilding of the city it- 
self, taking a prominent part in many 
civic activities. 

He has a real organization now, 
with three salesmen out working his 
old territory, none of them riding in 
Fords. 

For a branch jobbing house, Ed. has 
quite a place, four floors and basement, 
own switchboard, loading platform, a 
bear of a display room, well lighted 
office, fine shipping facilities and 
everything necessary to run a jobbing 
house and give service. 

Ed. is proud of his warehouse and 
has good cause to be. He has a peach 
of a conference room with a dining 
room capable of serving over 135 peo- 
ple at a time. (Of course, everything 
is cooked electrically.) He loans this 
room to the contractors for their meet- 
ings; the Peoria Electric League uses 


Ed. by 


the way, is president of the Peoria 


it, and it is often in demand. 


Electric League and is planning big 
things for it this year. 

Fred Schaefer, boss of the shipping 
room, was recently married and for 
unfathomable wants to 


some reason 


be a salesman. Why does a man with 
a nice soft job like boss of a ship- 
ping room want to be a salesman and 


lead a dog’s life? 


Gertler Installs Fixture Depart- 
ment 

The Gertler Electric Co. of New 
York was organized in 1915 to carry 
on a general electrical supply busi- 
hess, catering to the electrical con- 
tractor and general consumer through- 
out Greater New York, particularly 
New York and Bronx Counties. Nat 
Gertler, head of this concern, started 
in a small way and with little capital 
to carry out certain ideas pertaining 
to the merchandising of electrical sup- 
plies, equipment, ete. Mr. Gertler 
had been identified with various con- 
cerns handling this type of merchan- 
dise for a number of years prior to his 
entry into business for himself. 

Every worthwhile electrical supply 
article is handled by the two stores 
of this company, one in New York and 
the other, known as the County Elec- 
tric Supply Co., in Yonkers, N. Y. 
Among their many features of service 
is free delivery—twenty-four hour de- 
livery service to dealers and contrac- 
tors. 

Now a new epoch in Mr. Gertler’s 
He 


has further expanded his business by 


business appears on the horizon. 


wholesale lighting fixture 
This 


merchandise exclusive lighting fixture 


installing a 


department. department will 











J. A. Hawks, eastern agent for Gar- 
land Manufacturing Co., with offices in 
New York, has recently acquired a new 
car for the sole purpose of delivering rush 
orders—Here is Pete Raihl, of the Shemel 
Co., East 116th St., assisting Hawks to 
unload a rush order. 


For fear (much like Lindbergh) he 
wouldn’t be recognized, Tom Gilpin of the 
Triangle Conduit Co. requested that he 
be photographed with a coil of cable. 
After much search, Max Weinstein of the 
Sun Electric Co. Brooklyn, N. Y., fi- 
nally founded 1000 ft. Above, left to right: 
Max Weinstein, secretary and treasurer 
of Sun Electric Co.; Tom Gilpin; Francis 
Chertott, bookkeeper; and Morris Soko- 
loff, vice-president of the Sun Electric Co. 





lines from the best of the lighting fix- 
ture manufacturing plants. 

A handsome showroom is now in 
the course of construction and should 
be completed within the next fort- 
night. A vigorous campaign has been 
started, and all indications point to 
success for this new enterprise. 

* # * 

American of St. Joseph in 

New Quarters 
The American Electric Co., St. 
Joseph, Mo., celebrated its thirtieth 
anniversary by moving into new quar- 
ters at 116 N. Fourth St. 

The building, which is five stories 
high is large and spacious, has an 
abundance of light and ventilation and 
is equipped with a modern fire sprin- 
kler system. 

A roomy general office is on the first 
floor with the department offices par- 
titioned off. 

A beautiful lighting fixture room has 
been installed under the direction of 
C. A. Brown, head of the department. 

Other display rooms contain refrig- 


erators and radios. 
* * * 


Kiefer A Musician 
Anthony Kiefer, treasurer of the 
Kiefer Electric Co., Peoria, Ill., is 
quite a musician so his friends tell us. 
He is of the founders of the 
American Federation of Musicians or- 
ganized in 1896 and is the oldest liv- 
ing member of the organization. He 
attends all the national conventions. 

going this year to Baltimore. 


one 
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NO INJURY TO 
INSULATION OF 
CONDUCTORS 


With this new form of Construc- 
@ tion there are no screws projecting 
inwardly to injure conductors. 


The Latest and Greatest Condulet Development 


For other Distinctive and Novel features and listings of the New Obround Condulets, 


see Catalog No. 2100. 


CROUSE-HINDS COMPANY 


ESTASLISHED 1897 
SYRACUSE, N.Y., U.S.A. 


Sales Offices 
NEW YORK BOSTON CHICAGO 
PHILADELPHIA DETROIT CLEVELAND ST. Louis MINNEAPOLIS 
CH 277 PITTSBURGH CINCINNATI ATLANTA SAN FRANCISCO MILWAUKEE 
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OME enterprising jobber’s salesman is going 
to win this check for selling the most Chase- 
Shawmut products during August and by com- 
parison he is going to find the job a “cinch.” 
Chase-Shawmut fuses and related products are 
accepted and in demand everywhere at all times 
of the year. It isa good line to tie to—not only 
this month—but every month of the year. Make 
this page worth $25.00 to you. 





@) JOBBERS SALESMAN PRIZE for AUGUST ____ 19x 


oy 5A Ly An Enterprising Jobber's Salesman $ 25.00 





een BOLO i WENT Y FIVE DOLLARS GLY Mower Keres Boxes ‘DOLLARS 

















Win this check by selling 
SHAWMUT 


Enclosed Fuses — Plug Fuses — Renewable Fuses 
Porcelain Cutout Bases — Slate Cutout Bases 
Clips—Contacts—Lugs—Automobile Fuses 
Fuse Wire — Fuse Links 
Ground Clamps 


NE Cy 


RUD La INSPECTED, 
Suawnyt © 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Now, the Re-fixturing 
Campaign 

The electrical industry in the 
Greater Chicago Area has made up its 
mind to do a real job of re-fixturing 
through The Electric Association. A 
large committee has been meeting 
weekly, along with other meetings of 
subcommittees, and they have worked 
out a comprehensive and detailed 





plan. 

Since this re-fixturing move, fost- 
ered by the N. E. L. A., will soon be 
under way in many parts of the coun- 
try, or should be, and as’ most local- 
ities have been sitting back and 
rather watching for some one to make 
the first move, this Chicago plan, 
which it is believed many have been 
looking for as a sort of key plan for 
operations, will be outlined here in 
some detail, 

While space will not permit of giv- 
ing the personnel, be it said, first, 
that there are a lot of committees at 
work—the general committee and 
program, publicity, technical, co-op- 
erative (with manufacturers, dealers 
and jobbers) and finance subcom- 
mittees. 

Here then are the plans which they 
have evolved: 

Schedule of Re-Fixturing Activity 
Developed by the Program Commit- 
tee: 

July 1.—Send out questionaires and 
pledge blanks to fixture manufactur- 
ers and jobbers. 

July 15.—Distribute to fixture 
manufacturers and jobbers, fixture 
specifications and rating blanks (de- 
veloped by technical subcommittee) 
with request to submit campaign 
samples to the Association for rating. 

August 15.—Rating of samples to 
be completed. Bring in jobbers and 
manufacturers to a talk on the gen- 
eral subject and to view their own 
fixtures as rated. Invitation to in- 
clude all jobbers’ salesmen. Furnish 
salesmen with pledge cards to be 
taken out to dealers in order to pledge 
those who will support the campaign. 

August 15 to September 1.—Job- 
bers’ salesmen will distribute pledge 
cards among dealers and will bring 
them back to the Association. They 
will also distribute tickets to mass 
meeting to be held as follows: 

September 1.—Mass meeting at 
Electric Club, of manufacturers, job- 
bers, dealers and utilities. Suggested 
program to include the following: 
Window trimming contest by mem- 
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Here is Don Hill of the Illinois Electric 
Co., Chicago. The spo*-light is turned on 
Don this month to make amends for the 
editorial which appeared in the last issue 
on “Landing the $10,000 Orders” in which 
Don was complimented on his salesman- 
ship, but unfortunately the editor was so 
busy patting him on the back he confused 
the name Hill with Hunter very much to 
his own and Don’s chagrin. The error was 
rather natural in view of Mr. Hill’s ability 
to hunt orders,—which probably is a ter- 
rible pun. 





bers of proposed display subcommit- 
tee (not now organized). 

Talk by C. L. Dunn or some other 
speaker who has been active in the 
co-operative re-fixturing campaign, 
such as put on by the Ohio Public 
Service Co. 

Music, exhibition of approved fix- 
tures, outline of drive by the manager 
of The Electric Association, etc. 

September 1 to 12.—Fixture and 
glassware selling campaign by jobbers’ 
salesmen to dealers who have pledged 
their support in this re-fixturing cam- 
paign. 

September 1 to 12.—Window trim- 
ming assistance to all dealers by mem- 
bers of the display committee; also 
checkup of dealers’ fixtures by mem- 
bers of the Technical Committee. 

September 12.—First full-page in 
Chicago newspapers. 

September 12 to December 1.— 
Intensive selling campaign by dealers 
and the utilities. This campaign is 
to be assisted by newspaper advertis- 
ing, handbills, or stuffers sent out 
either by dealers or by the utility to 
help the dealers’ sales, by fixture 
style shows held at five or six loca- 
tions in the city of Chicago, and to 
include one style show at the Edge- 
water Beach Hotel following the II- 
luminating Engineering Society con- 
vention October 10 to 14. 


There has also been the suggestion 
that a comparative demonstration be 
put on in two apartments, where a 
quit-lease could be arranged, one 
apartment showing obsolete forms of 
fixtures and the usual conglomeration 
of drop cords, appliance cords, etc.; 
and across the corridor an identical 
apartment refixtured and decorated 
with light in the most approved man- 
ner, these apartments to be moder- 
ately priced and all equipped to be 
within the reach of people in moder- 
ate circumstances. This display will 
be advertised in a manner similar to 
that of “Electric Homes,” and_ to 
show the “before” and “after” idea. 

There is also the possibility of radio 
talks, slide advertising in community 
theatres, talks before parent-teacher 
organizations, women’s Clubs, and 
other groups that will be interested. 

It is also proposed that dealers be 
furnished with electrotypes of the 
newspaper advertising, which can be 
copied in community newspapers 
throughout the territory over the deal- 
ers’ names. There should also be 
large-scale reproductions of the full- 
page advertisements, which can be 
posted in the dealers windows. 

It is also expected that the 
Women’s Division of the Electric As- 
sociation will be very active in the 
period from September 12 to Decem- 


. ber 1 in spreading the news of this 


campaign among groups of women, 
and individual home owners, and that 
they will wherever possible do re- 
fixturing in their own homes as an ex- 
ample to the neighborhood in which 
they live. 

The publicity committee has de- 
cided that because of the advertising 
value of having a synchronized cam- 
paign that the publicity for the 
re-fixturing drive should cover back- 
ground, backbone and place of sale 
advertising. 

They had the feeling that the N. E. 
L. A. committee and their publicity 
notices would give the background to 
this advertising. The backbone to 
consist of newspaper advertising; and 
the place of sale advertising to con- 
sist of display posters to be used by 
the dealers, as well as envelope in- 
serts and four page circular letters. 

It was decided that it would be 
very much to the interest of this cam- 
paign to have the advertisements ap- 
pear in all of the Chicago newspapers 
as often as possible, even though 
these advertisements might be very 
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Get Ready for Another 
Peak Period i7 


el QF 
“— wy Cie 
oom S TRADE Vo) 


y 


| rc ne COld Weather Months 


JT is time to get busy to make the most 
f of the cold weather possibilities in the 
ILG Electric Ventilator market. 


Winter is coming! Soon tempera- 
ures will start dropping and folks will 
stay more indoors — with heat turned 
on and doors and windows closed. 


And that means close, stuffy, un- 


a thealthful atmosphere—the need of 1LG 
#Ventilation for stores, 


offices, homes, 


‘Biactories and public buildings every- 
“1 where. 


~~ 


Sales— 


Your harvest in this fertile field 
depends upon the sales effort you put 
forth now. 


Let us remind you that ILG’S 1926 
winter sales exceeded those of any pre- 
vious cold weather period and _ last 
November was the best month in the 
history of the ILG business. 


Make sure that you are familiar 
with what’s doing in the ILG Adverti- 
sing and Sales Program for the coming 
winter. 


‘Write for details — TODAY ! 
ILG ELECTRIC a CO. 


2854 NORTH CRAWFORD AVENUE 


bp 
T Ye 


CHICAGO, ILLINOIS 


For Offices, Stores, 


Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 
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Above is pictured the staff of the Rock- 
away Electric Supply Co., Brooklyn, New 
York. Left to right, bottom row: Nat 
Epstein and Joe Turner. Center: J. 
Smith, Abe Melker, Sam Melker and Joe 
Olan. Top: Sophie Kaplan and M. 
Shrage, representative for Francis Kiel 
& Sons, New York. 





small in size. In order to gain the 
co-operation of all of the Chicago 
dailies it was felt advisable to include 
all seven of them in this campaign. 

A schedule of newspaper advertis- 
ing is as follows: 

1-5 full column to appear on or 
about September 12. This advertise- 
ment would cover the entire story and 
give the purpose of the re-fixturing 
committee and the effects of proper 
lighting and proper fixtures. 

In order to have an advertisement 
appear each day during the entire 
campaign there will appear: 

3-50 line double column advertise- 
per week. 2-50 
column advertisements 
1-100 line 
ments per week. 


ments line single 


per week. 


double column advertise- 

In this way every paper in Chicago 
would receive one advertisement each 
day during the entire five weeks. 

The cost of the lineage for these 
various advertisements totalling 4500 
lines in each newspaper will be $16,- 
515.00. It is estimated that the cost 
of art work, postage, engravings and 
electrotypes will be approximately 
$3300.00, bringing the total for the 
newspaper advertising, including me- 
chanical to around $20,000.00. 

In order to cover place of sale ad- 
vertising, appropriate posters will be 
furnished to the dealers co-operating 
in this campaign free of charge. It 
will be to furnish two of 
total 


necessary 
these posters at an estimated 
cost of $250.00. 

In addition a four page envelope 
insert will be furnished to manufac- 
turers of lighting fixtures, electrical 
supply jobbers, electrical dealers and 
contractor dealers to be mailed by 


them to their prospects. One Hun- 


dred Thousand of these inserts will 
be required. This figure is determined 
on a basis of furnishing 200 dealers 
500 inserts. 

Estimated cost of inserts at $3.00 
| See Pore ee $300.00 

Cost of imprinting dealer’s name 
at $2.00 per dealer 


Total Estimated Cost of 
Inserts 
It is 
of the 


further suggested that proofs 

different advertisements be 
sent to the dealers with the offer to 
furnish to them free of charge an 
electrotype of any one of these adver- 
tisements, so that they may use same 
in their neighborhood newspapers 
over their own firm’s name. 

It is also suggested that the As- 
sociation prepare and furnish to deal- 
ers this campaign 
illustrated four-page letters bringing 
out the value of re-fixturing, in re- 
spect to conservation of eyesight, 
beauty and decoration, as well as 
efficiency. 


co-operating in 


The total estimated cost of such a 
campaign as proposed in this plan to 
include the cost of electrotypes, cir- 
culars and postage is estimated by the 
committee at $25,000.00. 

The _ technical 
veloped a 


de- 
method of rating home 
lighting fixtures. 


committee has 


It very closely par- 
allels the method proposed by the 
Association Illuminating 
Companies and the Illuminating En- 
gineering Society and is known as the 
“Franklin Method of Appraising Resi- 
dential Lumenaires.” It is proposed 
to have manufacturers submit samples 
of fixtures to this committee for test 
outlined in 


of Edison 


as these specifications. 
Those fixtures passing the test will be 
awarded the official approval tag. 
Through newspaper and other forms 
of advertising the public will be urged 
to buy approved fixtures. 

The preponderance of unshaded 
fixtures being exhibited in dealers 
showrooms, and the general impossi- 
bility of adopting or applying satis- 
factory shades to these fixtures leads 
this committee to recommend that 
manufacturers develop a new line of 
fixtures incorporating the ideas of 
adequate shading, convenience outlet 
and twilight switch. The general will- 
ingness of about 10 dealers picked at 
random and doing an annual fixture 
business in excess of $10,000.00 each, 
to feature a fixture of this kind during 
the campaign leads this committee to 


No wonder H. A. MacInnis, Boston 
man for Harvey Hubbell, is all smiles. 
L. M. Sprague, sales manager, Geo. H. 
Wahn Co., Boston, is inviting him for a 
ride in his own car. 





believe this program would be com- 
mercially successful. 

The adoption of this policy would 
necessitate a postponement of the 
date upon which the rating of fixtures 
would be completed by about two 
weeks, The additional leeway of two 
weeks would give manufacturers a 
month to develop and submit samples 
of the proposed new line. 

In so far as the design of a new 
fixture is in no way comparable to the 
design and marketing of a new auto- 
mobile, and many fixture manufac- 
turers are continually creating fix- 
tures for a clientele not satisfted with 
the ordinary run of stock fixtures no 
unusual difficulty with fixture manu- 
facturers should be experienced when 
they are asked to produce a fixture in 
compliance with the suggestions set 
up by this committee. 

It is, therefore, suggested that 
lighting fixture manufacturers be 
mailed a copy of the specifications 
developed by the technical committee 
together with sketches of fixtures that 
would embody the above features and 
rate satisfactorily to the specifica- 
tions. 

The committee to co-operate with 
manufacturers, dealers and jobbers 
has distributed the questionnaire pre- 
pared by the program committee te 
jobbers and manufacturers. Through 
this medium it has been learned that 
15 of the jobber members of the As- 
sociation will co-operate actively in 
this drive. These 15 will have about 
50 salesmen soliciting the dealer trade 
and keeping them posted on the prog- 
ress of the activity. 

This committee is at present pre- 
paring broadside material to be mailed 
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“Costs less for maintenance”, building managers say 


“Iho BellER’ 


— BUT COSTS NO MORE THAN 
ORDINARY GLASSWARE HOLDERS 


UILDING managers who once adopt 
6B the Moe-Bridges Safety Holder be- 
come enthusiastic about this piece of equip- 
ment. Here are the reasons: Glassware is 
up to stay—it can’t fall. The Moe-Bridges 
Safety Holder saves time in cleaning and 
changing lamps. And the price is in line. 


The Moe-Bridges Safety Holder is guaran- 
teed for the life of your building. It has 
no screws, nothing that can work 


In keeping with the requirements of mod 
ern buildings, Moe-Bridges Safety Holders 
are attractive in appearance and provide 
adequate, highly efficient lighting service. 
They are made in ceiling and pendant 
types, with plain or ornamental glassware. 


The complete story of the Moe-Bridges 
Safety Holder is told in an interesting 
brochure, which illustrates the various 

types of equipment and de- 


loose or break. 100% protection [—iMM Q scribes in detail the advantages 


permanently is assured with this 
advanced type of Safety Holder. GO 


MOE-BRIDGES COMPANY « 


of their many features. Write to 


iu §©6Department 000 — for your copy. 


MILWAUKEE, WISCONSIN 


GRAMCEES: NEWYORK DETROIT ST.LOUIS MINNEAPOLIS KANSAS CITY DALLAS LUS ANGELES SAN FRANCISCO ORLANDO 


OE-BRIDGE 


—LIGHTING EQUIPMENT~ 
ILLUMINATING GLASSWARE 


i ee 








Mechanically, the M B Safery Ho'der is 
hing to get out of order. 
a 


When glassware is replaced and body 
CANOPY 1s gain put im position, the arms 
eve extended and grip the glassware 
beneath the fitter 








in’Buildings 
and Building 
Weber ge ment” 


A 
GUARANTEE 


that assures 


SALES 


for you. 


LANCE through this 
(5 advertisement which 
appears in Buildings 
and Building Management 
in August, the first adver- 


tisement in the big Moe- 
Bridges National Campaign. 


Here are powerful, sales- 
clinching points on the 
Moe-Bridges Safety Holder. 
Start to use them now — 
the remarkable guarantee 
— the outstanding features 
that give you a big advan- 
tage in every sale. 


Our advertising is paving 
the way. Advanced con- 
struction, exceptional qual- 
ity and reasonable prices 
help you close the sales. 
Start to cash in now on 
Moe-Bridges superiority 
and Moe-Bridges strong 
advertising support. 
Complete information sent 


to Jobber’s Sales Managers 
on request. Write Dept. E-78 


MOE-BRIDGES COMPANY 
MILWAUKEE, WIS. 


BRANCHES 
NEW YORK MINNEAPOLIS LOS ANGELES 
DETROIT KANSAS CITY SAN FRANCISCO 
ST. LOUIS DALLAS ORLANDO 
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The Cincinnati Porcelain Company 
The Federal Porcelain Company 
General Porcelain Company 







Ravenswood Porcelain Company 
The Findlay Electric Porcelain Co. 
The National Electric Porcelain Co. 






We are pleased to announce a merger of the above 
named companies under the corporate name of 


PORCELAIN 
PRODUCTS, 
INC. 


By the broader service which we will be ‘enabled 
to render from our plants located at FINDLAY 
and CAREY, OHIO, and at PARKERSBURG 
and RAVENSWOOD, WEST VIRGINIA, we 
hope to merit your continued Good Will and 













Patronage. 






General Offices Established 
at FINDLAY, OHIO 








Porcelain Products, Inc. 
Findlay, Ohio 
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to dealers informing them of the com 
ing activity. 

A special fund of $30,000.00 ha: 
been fixed as necessary to carry 01 
this campaign. The Commonwealt! 
Edison Co., and the Public Servic: 
Co. of Northern Illinois have alread, 
agreed to do their full share, provided 
the balance of the industry partici 
pates proportionately. The raising 
of this special fund is in accordance: 
with a provision in the bylaws of Th« 
Electric Association as follows. 
| The general committee is most en 








| . Y 
‘|| Co., Fresno, Cal. 





thusiastic about the prospects for th: 
outcome of this campaign. There ar 
‘over 1,000,000 residential meters in 
'the Greater Chicago Area, which is 
'a splendid field for such an activity 


* * * 


|  Electragists At St. Louis 


St. Louis is preparing a most gen 
erous welcome for the delegates to the 
Electragists’ 27th Annual Convention 
'to be held there August 8 to 12 at 
‘the Hotel Chase. Both the regular 
_business program and the entertain 
|ment program are conspicuously full 
of good things. 
| The work program, aside from com 
/mittee meetings starts Wednesday 
‘morning, August 10. The general 
| subject is “A United Industry,” with 
ithe following speakers: Clyde L. 
|Chamberlin, president of the Associa 
tion of Electragists, International; H 
|T. Sands, president of the Nationa! 
| Electric Light Association; D. Hayes 
| Murphy, vice-president of the supply 
‘division, National Electrical Manu 
facturers Association; Albert L. Salt. 
president, Graybar Electric Co., Inc 

In the afternoon the general sub 
ject will be “The Association at 
/Work.” There are five speakers con 
'tributing to this part of the program. 
namely; E. N. Peak, president, Iowa 
| Association of Electragists; C. J 
Geisbush, secretary, California Elec 
tragists; John Kuhlemeyer, secretar) 
Illinois Chapter, Association of Elec 
tragists; N. J. Biddle, manager, De 
'troit Branch, Association of Electra 
|gists; Arthur P. Peterson, manager, 


Maryland Division, Association 0! 
Electragists. 

“Selling our Service’ will be dis 
cussed on the morning of August 1! 
by W. W. Freeman, president, Societ) 
|for Electrical Development; Ear! 
|Whitehorne, chairman, Industry Con 
| ference on Wiring; H. H. Courtright. 
‘electragist, Valley Electrical Supp!) 
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ELECTRIFIED 
CHRISTMAS TREE STAND 





Most unique Christmas Tree 


’ ERE’S the answer to the demand for a 
decoration ever offered. 


decorative and practical Christmas Tree 


Stand. 


Made of cast iron heavy enough to hold any 
size tree securely. Decorated to give the effect 
of snow with a wreath of colorful poinsettias 
and holly, set off by 8 lamps. Now the usually 
neglected tree base can be transformed into a 
thing of brightness, color and beauty. 


Durably made to last a life- 
time. 

Beauty and safety combined. 
Uses same lamps as tree. 


Large container for water to 
keep tree fresh and green 
and to prevent shedding. 


Workmanship and material 


wniitaidiond Jobbers are urged to act now in 


order that their requirements 
may be anticipated. Write or 
wire for prices. 
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UNITED STATES ELECTRIC MANUFACTURING CORP. 
222-228 W. 14th STREET, NEW YORK, N. Y. 
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The Most Modern Tape Factory in America 





starts production August Ist, 1927. In 
this new building has been installed the 
very latest “wrinkle” in machinery for the 
production of O. K. FRICTION and 
RUBBER TAPES—machinery designed 
especially for the Appleton Rubber Co. 
and which embodies every known im- 
provement for making better tape in larger 
quantities in shorter time. Without res- 
ervation we proclaim it the most modern 
and best equipped plant of its kind in the 
country. 













The loss of our old plant by fire becomes 
your gain. You can henceforth order O. 
K. TAPES with the assurance that your 
requirements will not only be filled more 
quickly but with an infinitely higher qual- 
ity of product. 
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APPLETON RUBBER CO. 


Franklin, Mass. 










































“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


The afternoon will be given up t 
an open forum at which such subject: 
will be discussed as “The Quantit) 
Survey Bureau and Central Estimat 
ing; “Registration and _ Licensing 
Legislation; “Electragist Standard, 
for Wiring Installations; “Standard 
Filing for Electrical Contractors.” 
Discussions of these subjects will b: 
led by men who have been working 


_ with the problems. There will also 


'be a meeting at 4:30 P. M. of the 





Union Shop and Open Shop Sections. 

Friday morning at 10:00 A. M. in 
the convention hall of the Hotel Chase 
presentation of the past president’s 
emblem will be made, also award of 
the 1927 James H. McGraw Con- 
tractor-Dealer Medal. 

Organization of A. E. I. Motor 
Section, reports of special committees, 
new business, suggestions from mem 
bers, ete., will conclude this part of 
the program. 

The entertainment to be provided 
is of a very interesting _ character. 
Monday morning is the Annual Elec 
tragists’ Golf Tournament at th: 
Riverview Club, St. Louis, including 
handicap championship, kickers’ hand- 
icap, alibi handicap, nearest tee shot 
to pin at fifth hole, lowest nine con- 
secutive holes for lady. There are 
valuable prizes for each event. On 
Tuesday morning will occur the open- 
ing of the manufacturers’ exhibition. 
At the same time visits have been pro 
vided for to St. Louis electrical man 
ufacturing, jobbing and utility estab- 
lishments. Tuesday evening ther 
will be an expedition to the St. Louis 
Outdoor Municipal Theatre in Forest 
Park, only ten minutes’ walk from the 
Hotel Chase. Here the guest mas 
hear the internationally famous St. 
Louis Municipal Opera—Victor Her- 
bert’s “Serenade.” 

Wednesday evening there is the St 
Louis Style Pageant at the open-air 
Garden Theater. All delegates are 
invited as guests of the St. Louis 
Electragists. 

On Thursday evening occurs thie 
Annual Electragists’ Banquet, includ 
ing the Harmony cup Contest feature 

Aside from this general entertain 
ment program there is an elaborat: 


| ladies’ program, including golfing. 
| swimming, drives, luncheon and bridg: 


parties, matinee theatre parties, etc 
* * * 


Sprague Remodels Quarters 

The Sprague Electric Co., Water 
bury, Conn., has completely remod 
elled its offices and display rooms. 














August, 1927 





THE JOBBER'SMIISALESMAN 









“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 











This & Achievement Has Changed 


the Whole Panelboard 
Industry 


Sell with 
the 
Leader 
if you 
want to 


Poe dba ibekia ied 


climb! 


The soundness of €@@ design, even when revolu- 
tionary to old ideas, is attested to by the eagerness 
of competitors in following it. Since @@ Section- 
ally Constructed Panelboards appeared the whole 
industry has followed the @ leadership that had 
long been established by earlier improvements. 
Naturally @@ Pane!boards are still years ahead of 
others, because they have the benefit of experi 
enced engineering. 

There is an opportunity for someone to make the 
4 Panelboard profits in your territory. Perhaps 
you are doing so—maybe it is the other fellow. 


Learn more about FA Panelboard profits. 


PHEDPPPEVEPEVETES 





FA Steel Cabinets 


Panelboards are always 


with the Fa Steel Cabinet Box 


FA Steel Boxes and those of 


make. 


months later. 


gauge, heavily galvanized sheet 


ple gutter space. The steel front 
also cut from one piece sheet steel and 
enameled black. 


At any rate, you should get your share of them! 
€ Panelboards bring profits to you because they 
help the contractor and industrial man to better his 
job, because they are more economical to install 
and because they are the easiest to sell and have 
wider profit margin than staples. 

@ Panelboards are made complete in oyr own 
factories. Here they are made at a lower cost and 
“on the job” construction work is_ eliminated 
They are completely standardized—they fit @® 
standardized steel cabinets no matter when installed 
They have a long record for unusual service 
Every @ part is made rugged for lifetime service 


Let us help 


you sell the way we have helped others—it costs you 


nothing! 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Brooklyn, > # 
Buffalo, N. Y. 
Charlotte, N. C. 
Chicago, IIl. 
Cincinnati, O. 
Dallas, Tex. 
Denver, Colo. 
Detroit, Mich. 
Kansas City, Mo. 
Los Angeles, Cal. 


The FA Catalog is free. 


Arank Adam 


ELECTRIC COMPANY 


ST. LOUIS 


Memphis, Tent 
Miami, Fla. 
Minneapolis, Minn 
New Orleans, La 
Omaha, Nebr. 
Philadelphia, Pa 
Pittsburgh, Pa 

San Francisco, Cal. 
Seattle, Wash. 
Vancouver, B. C 
Walkerville, Ont 
Winnipeg, Man 








sold complete 


you should learn the difference between 
f other 
The Fa Steel Box is a thor- 
oughly standardized product, the panel- 
boards always fitting, though installed 
Cut from one piece code 
steel, 
lapped at the corners and riveted. Am- 








THE JOBBER’S(AJSALESMAN 








FOUNDED ON THE 


MURRAY 





METER SERVICE SWITCHES 





238 Used on This Job 





The Fifth 


Avenue 


Apartments 


Contractors who want to save wiring time and 
turn out a good looking job use Murray Switches. 
Ask for Catalog 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN 


PITTSBURGH 


CHICAGO 
PHILADELPHIA 
BOSTON 











H. P. Foley 
Electric Co. 
Contractors 


In Pittsburgh 


NEW YORK 


MINNEAPOLIS 
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What’s What in Rochester 

“Hello everybody” (as the Happi 
ness Boys might say) we just breezed 
into Rochester in time to see the hot 
spell breathe its last on July 19 


| First thing we learned was that the 
| Wheeler-Green Electric Co. is still 


doing business at the old stand and, 
according to Carl Maier, sales mana 
ger, a lot more of it the first six 
months of 1927 than the same period 
of 1926, which will about silence the 
pessimists for a while. 

Carl says “Duke” Hamblett, who 
covers part of the country trade, is 
back with the company again after 


_ taking a two-months’ flier at selling 


insurance. Though Duke says there's 


|/money in it he wasn’t very happy 
| away from the old knobs and tubes 
_ and No. 14 so just had to come back 


to the Alma Mater. Duke is the boy 
who used to write so many “How | 


| Handled the Order” stories but it 
| seems the boys kidded him out of it. 


L. C. Wheeler, son of Clarence 
Wheeler, president of the company, 
is now a member of the outside force, 
“scavenging” among the hardware and 
drug stores and a lot of other places 
where they can’t appreciate nationally 
advertised products, as he puts it. Oh 


| well, the first 100 years always were 
the hardest. 


Sheehan, who has been making ra- 


| dio his forte with Wheeler-Green, now 
has General Electric Refrigerators 


added to his worries. Between pray- 
ing for hot weather in summer and 
cold weather in winter he’s kept 
pretty busy. 

Carl Maier, himself, was devoting 
a lot of serious thought to the selec- 


| tion and purchase of masquerade cos- 
| tumes to wear at Association Island 


but his principal concern seemed to 
be how he could prevent their ruina- 
tion once he donned this regalia up 
at the well known playgrounds. 
Over at Requa the boss was _ in 
Syracuse but F. E. Webb, who bats 
for Mr. Requa in his absence, was 
very much in evidence. Earnest Char- 
bonneau, who formerly was with 
Robertson-Cataract, is now dividing 
his time between the outside and 
inside while Held (not Anna) was 
going around boasting about his 
enlarged fixture showroom and won- 
dering whether he was betting on the 
right man in the Dempsey-Sharkey 


| scrap. He was also gently kicking 


himself for not accepting Sam (Ettco) 
Joselson’s invitation to attend at 


| Sam’s expense. 
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The Selling Plan for Klear- 
tone Batteries, embodied in 
this new book, contains real 








meat for jobbers’ salesmen. 
By using this book you can 
show your dealers, over your 
own name, how profitable 
and attractive the Kleartone 
franchise is. Every dealer in 
your territory, by putting 
Kleartone sales helps to 
work, can build up a big 
business in batteries. 


A babe a little over a year ago—a giant today, 
Kleartone Radio ‘‘B”’ Batteries have proved themselves 


Backed by a definite selling plan, the Kleartone 
franchise becomes a valuable asset to both the jobber 
and the dealer. Public demand is ever increasing, due 
to the unusually long life of Kleartone ‘‘B”’ Batteries. A highly profit- 
able and merchandising opportunity awaits you. Write today for 
complete details. 








GENERAL DRY BATTERIES, INCORPORATED 
13100 Athens Avenue Cleveland, Ohio 
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a small item— 
~ quick turnover 


and BIG PROFITS 





“BRITE 


DISPLAY REFLECTORS 


eo" These unwired reflectors are 
Tr made in 25, 50 and 100 watt sizes. 
SHOWCASES They are individually packed— 


WALL CASES easy to handle and spell big prof- 


~WINDOWS~ its for all who sell them. 

~ SIGNS~ This is just one item in the 
Day-Brite line—the line that is 
quickly coming to the front. 


Write For New CatalogNo.7 


The new catalogue will be ready in a few 
weeks. See that you have a copy without delay. 
Send in this ad with your name and number of 
catalogues you'll need in a hurry. 


DAY-BRITE 
REFLECTOR CO. 


703 S. BROADWAY ~-» ST. LOUIS, MO. 


Zee wmenuee eB eeeaeaeaeeeatEeReaRRRERBRBRBPTRERBREBSBBRBRERBERBREBRERRRDRAERESRERERRERRERPER RRP ERERBRRERRRRETRERRER EER RREEER EER ERR RTE eee ee 








At Robertson-Cataract, Ted E 
(Santa) Claus was found holding 
down the job formerly held by T. J 
Burman who has left the company 
Ted had just bought a new pair ot 
sport shoes which he figured might 
help him win the $25.00 prize in Tu: 
Jopper’s SALEsMAN’s Summer Sales 
Contest on Triangle products. John 
Mock is now on the outside and very 
proud of his new bag and the order 
he got Saturday for 14 American 
Blower fans. ‘Walt’? Reddy, mana 
ger, was busy writing checks and giv 
ing orders for everything except sub 
scriptions. Aside from that, every- 
thing was quiet (except business 


' around the old skating rink. 


B, E. Finucane was busy trying to 


convince a hotel out in Portland, Ore.. 


that he had really paid his bill. Mr 
Finucane says Kelvinator refrigera 
tors and ABC washers are going over 
big, and whole-heartedly believes the 
electrical supply jobber can do a real 
job in major appliances. 

At the Rochester Club the noon ot 
July 20, Federal Radio Commissioner 
O. H. Caldwell met with the leading 
radio men of the city to discuss radio 
broadcasting conditions in Rochester. 
Besides ye rep. of THe JopsBer’s 
SaLEesMAN, Clarence Wheeler and Car! 
Maier represented the electrical sup- 
ply jobbers. 

Last but not least, T. R. Huber of 
the Huber Electrical Supply Co. we 
found to be out in Chicago where he 
is closing with the manufacturers of 
“Zerozone’’ electrical refrigerators to 
represent them in Rochester. E. A. 


Huber was holding down the fort. 
* * * 


George Corrao on the Sick List 

George Corrao, manager of the 
Graybar Electric Co., St. Louis, has 
been in the hospital for the past six 
weeks with an infected lung. Harry 
Goodell came on from Kansas City to 
stay until George is able to take up 
his managerial duties. Everybody is 
hoping that this will be soon. It’s a 
tough break for George, with the 
Electragist Convention coming on and 


so many things he wanted to do. 
* * * 


Paul J. Gallagher Dies 

Paul J. Gallagher of the Elliott- 
Lewis Electric Co., Inc., Philadelphia. 
Pa., died on July 3 of blood poisoning 
after a week’s illness. Mr. Gallagher 
was well known in the electrical field 
in that territory having been associ- 
ated with the company for over 10 
years. 
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LASTER EARS 


OPTIONAL 


on S601 TUMBLER 


For lack of these handy Plaster Ears you may 
have missed hearing some Switch-orders, because: 























Plaster Ears save the wireman’s time in fitting switches 
to the plaster level. 


They enable him to seat the switch firmly against the 
wall, even when switch box is askew. 


Plaster Ears save ‘‘building up’’ to the switch with 
washers, when the wall box is set too deep 


And the switch sets in perfect alignment with face of 
wall, so operating lever won't bind on the wall plate. 


In writing orders, specify Plaster Ears by adding the letter “G”’ 
after the switch Catalogue Number — thus: “Tumbler Switch 
8601-G.” The “ears’’ are optional but we think you'll hear 
more Switch-orders for having them. 


No. 860/ 
The Switch with the 
Balanced Movement 


SWITCHES and PLATES 


THE HART & HEGEMAN MFG. CO. 


HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEIB90 
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Little 


Dear Boss: os a 
You know Joe 
ola-time contractor 
Well, Joe's _—— 
a I'll say it's 


Having 3 habit 15 © 


9 
at Jonesboro: 
“L,0OMFLEX" oan 

ood one; ne 
ma a Byrd if er 
that he use anything A 
EX" non-metallic con 
i "raised" 


it. 


ling and ho 
no matter 
| know, ana if yo 
Joe has slipped me 
dope just feast you 
| orders enclosed. 


r eyes on we 


Yours ’ 
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| lated about this court at which officers 
| defended by counsel sought to justify 
their actions but they are not within 


| concerned about his fate when vaca- 










Louis Sisskind 


(Continued from Page 25) 









the chair assigned him in this depart- 
ment when the railroad end was split 
up and he was assigned to do the 
work Mr. Lorenz had been doing. 

Charlie Brown who was vice-presi- 
dent of the company at the time took 
notice of this energetic young fellow 
who seemed to acquire so rapidly a 
sound knowledge of each department 
in which he was employed. So, Mr. 
Brown started to use him. 

An interruption came, however, 
with the World War.- Louis donned 
the khaki and set out in the infantry 
His 
merit proved to be recognized in the 
army as well, for when he stepped 
on the gang plank at Hoboken it was 
Regimental Sergeant Major Sisskind 
who went aboard. 

Before the boat sailed, he received 
a telegram to report at once to Wash- 
The battles around the Po- 
tomac having ended some 50 years 
ago, Louis decided he preferred to see 
some action, so while his captain closed 
one eye, he closed the other and the 


















for that serious affair in France. 











ington. 











telegram was fed in small morsels to 
the fish in the East River. 

A year later, he was again just 
about to board the boat, this time 
headed west and for home, when the 







telegram once more reached him, after 
chasing him all over France. This 
time everyone kept their eyes open so 
he reported to General Robert C. Da- 
vis, G. H. Q., Chaumont, where he 
was made field clerk (secretary) at a 
secret council organized to investigate 
the mistakes made in combat by ofh- 









cers. Interesting yarns could be re- 







the scope of this article. 






Returning to America after the in- 






vestigation was completed he was im- 






mediately given two weeks vacation 






by the company and then reported to 
Mr. Brown. 
His old position having been filled 






he was assigned the task of doing the 






work of various men in the organiza- 
After 


replacing the sales manager, in order 






tion while they took vacations. 






he handled the railroad department. 
the claims, the superintendent’s posi 
tion and a few others. 








In the meantime, Mr. Sisskind was 







but Charlie 
Brown solved that by calling him in 


lion were 





days over, 
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Why ROME Code 


is Heat Treated 


Because it is necessary to cure With such attention to manu 
rubber compound, and to elim- facturing details, and complete 
knowledge of field require 
ments, is there any wonder 
that there is a growing prefer 
vi ence for Rome Wires and Ca 
Wires are heat treated. bles, whether they be Code 
Lead Encased—Bare—or Mag 
To insure thorough and even pet. 
vulcanization, they are placed = aq processes are carried on in 
in shallow pans, and vulcanized Rome Mills—from copper bar 
in huge steam vats, where high to finished copper wire—which 
temperature is constantly enables us to make prompt 
maintained by thermostatic shipment and quote attractive 
control. prices. 


ROME WIRE CoO., 
Rome, N. Y. 


ROME WIRE ®. 


Code 


FROM WIRE BAR TO FINISHED COPPER WIRE Wire 


inate chemical changes that 
rapidly break down the insu 
lating qualities, Rome Code 


Please send me a copy of 
your Insulated Electrical 
Wire and Cable Catalog, i a a ee ; me 

which contains valuable 

charts and tables concerning Street Address ........-.--.-----------sccesceeeeeseeeceetnceneennennesensenses cmeheeahenememnnmenanaee 
Insulated Wires. ON a ne ye, - . . . 


Sd 
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Reflector guards for lamps up to 4 inches total length 
have been added to the line of Flexco-Lok and Flexco 















Lamp Guards. 

This addition was made because of the growing demand 
for lamps in the smaller sizes. 

The reflector shells are the same general style as on 
the larger guards. 

Deliveries are now being made. New catalog pages 
and literature include these items. Note the additions in 
your catalog unless new sheets have already reached you. 













There are 6 new numbers 
Reflector Guards for Lamps 4” Long or Less 






Flexco-Lok (Key Locking) 
Lot No. 300 for Standard Brass Sockets 
Lot No. 302 for 1% inch weatherproof. 
Flexco (Non Locking) 
Lot No. 400 for Standard Brass Sockets. 
Lot No. 402 for 1% inch weatherproof, 
Flexco Portable Guards 
Lot No. 30R. P. for Standard Brass Sockets. 
Lot No. 32R. P. for 1% inch weatherproof. 











Prices are the same as for other reflector guards in same 
classifications. 






Flexible Steel Lacing Company 


4698 LEXINGTON STREET, CHICAGO, ILLINOIS 


rim f 


FLEXCO-LOK | 
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and placing him across his desk a 
his assistant. This, in 1919. 

Here he again did stenographi 
work, compiled reports, and found th: 
time to make a thorough study of th 
copper market until he soon becam: 
quite an authority on copper condi 
tions. He felt also that an executiv: 
should not be bothered with details s: 
proceeded to take them off Mr 
Brown’s hands, leaving the latter fre: 
to function as an executive should. 

“For whatever I have learned, | 
give credit to Mr. Brown as having 
built the foundation of it,” says Mr 
Sisskind. “Lorenz was a hard master 
in this respect. Early in my associa 
tion with him he taught me to say 
‘yes, ‘no, and ‘I don’t know—witl) 
no camouflage around those terms 
He schooled me in the fallacy of try 
ing to ‘cover up, or trying to do any 
thing else but what was right and 
saying just that. This served me wel! 
with Mr. Brown who could detect an 
error in a statement a mile away. Mr 
Brown was my ‘little tin god’ and | 
felt he was always right in every 
thing which he did.” 

The Central Electric Co., after go 
ing along quietly for 35 years, was 
suddenly in January, 1925 shaken to 
its foundation by changes in the or 
ganization. Mr. Brown left and Mr. 
McKinlock decided to run the com 
pany by a committee. Five depart 
ment heads were appointed as vice 
presidents operating the chief divi 
sions of the company. Mr. Sisskind 
vice 





here acquired his first title 
president and merchandising manager 
in charge of purchases. Literal] 
flocks of titles descended on this man 
who never before had held one. 

He was getting along nicely in this 
work when Mr. McKinlock decided hx 
would ease up on work. He sold t 
the General Electric Co., retired on 
December 31, 1926, and President 
Louis Sisskind stepped into his shoes 

Interesting isn’t it?—a company 
which had tranquilly sailed along fo 
35 years lost in the space of one cal 
endar year, its first and only presi 
dent, its vice-president who had bee! 
there for 30 years and a boy in shor! 
pants stepping into the company as : 
left-handed stenographer, as it wer 
emerged as its president. 

Mr. Sisskind has no set hobbies 
He plays golf, is one of the few me: 
in the electrical business who is a 
ardent tennis enthusiast, and in th 
winter bowls with the rest of the bov- 


in the company in a bowling leagu:. 
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HERE’S ONE THAT YOUR 


COMPETITORS 
CAN'T PRICE-CUT 


YOUR OWN EXCLUSIVE LIGHTING UNIT 


It is exclusive in shape, exclusive in decoration, 
with definite advantages in light distribution, con 
vincing superiority in efhciency, low bowl bright 
ness, perfect balance—and it’s yours exclusively. 

Against your own exclusive glassware that has 
all this selling-point superiority, the price-cutter is 
out of luck. For after he’s cut off all his profit, 


YOUR PRICE IS AS GOOD AS HIS 


But there's even more to the CLG proposition 
than quality and price. We have a very practical 
system of sales, engineering and advertising co- 
opcration which eases the work and increases the 
profits of our exclusive jobbers. 


Wan. NX 
CONSOLIDATED 


LAMP & GLASS COMPANY « CORAOPOLIS, PA. 









Nan. — 
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Amazing 
Dependability 











Year in and year out, under service 
conditions of utmost severity, Illi 
nois Insulators continue to give un 




















failing satisfaction. Design, mate 
rials, methods of manufacture, pro 
cess of assembly—all are synchro- 














nized to produce insulators whose 
dependability is truly amazing. Long 
practical experience in the electric 
porcelain field and all the resources 
of a highly specialized organization 
are back of Illinois Insulators. You 
may safely specify Illinois Insula- 
tors with the absolute certainty 
that they will stand up under the 
hardest kind of service. 
Send for new 144 page catalog 


Illinois Electric Porcelain Co., 
Macomb, Illinois 


ILLINOIS 


INSULATORS 















































































































and, it is said, plays a splendid game 
of bridge. 
He is single, a member of the Elec- 


‘trie Club of Chicago, the City Club, 


the Masonic Order and lives in the 
city with his mother. 

This, then, is the story of Louis 
Sisskind. A story of the hardest 
working man one might meet, who has 
earned and who deserves every bit of 
credit to be given him despite the fact 
that he himself “cannot account for 
my rise to the presidency of the Cen- 
tral States General Electric Supply 
oo 


Volume from Pole Line 
Hardware 


(Continued from Page 26) 
Ground Wire Bayonet; Ground 


| Wire Clamp; Guyeye Nut; Through 


Bolt; Square Washer; Cross Arm 
Strap; Forged Steel Pin; Double 


Arming Bolt; Lag Screw; Bolt Eye; | 





Angle Cross Arm Brace; Strain In- | 


sulator; Guy Clamp; Guy Wire Pro-| 


tectors; Guyeye Anchor Rod;| 
N. E. L. A. Standard Anchor Rod; | 


Clamp Pin; Strain Plate; Strain In- 


sulator Clevis; Turnbuckle; Trimb!e- | 
-eye Anchor Rod; Guy Hook; Break | 
Arm Bracket; Forged Steel Pin; In-| 
sulated Pole Bracket; Lamp Trim- | 
mers Leg Rest; Pole Step; Detach- | 


able Pole Step; Hub Guard; Chain | 


|Type Mast Arm; Insulated Bracket; 
| Strain Insulator Clevis; Flat Cross 
|Arm Brace; Double Arming Bolt; 
| Cross Arm Clevis; Strain Insulator; 
| Secondary Rack; Lineman’s Safety 
Platform, and Visible Guy Protector. 

In addition to checking the pole 
line material given above, be certain 
to go into the matter of pole line 
construction tools. By doing this, the 


part in soliciting the order. 








Latest on Luminaires 
The Central States General Electric 


| 
| 
| 


} entire list will have been thoroughly | 
| covered and you will have done your | 


 taueby Co. of Chicago has had avail- | 


|able, since July 15, its new, illus- | 


cial luminaires. The catalog is one of 
the most complete ever issued by a 


themselves and had it printed. 
* * * 





Chicago House Moves 


The Merchants Electrical Supply 


| trated catalog of “Attalite’” commer- | 





jobber on this one subject, containing | 
24 pages. Central States compiled it | 


| Co., Chicago, has moved to 1402 S.| 


| Crawford Ave. 
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IT’S “TIME” 
TO SELL— 


THE ‘‘RELIANCE”’ 
AND “‘RACINE’’ 





“RELIANCE” 


AUTOMATIC TIME SWITCH 


NOW AND ALWAYS is the 
time to sell the “Reliance” and 
the “Racine” Automatic time 
switches. They give absolutely 
reliable and dependable service. 


The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
manufacture. Every switch is 
guaranteed for one year. 


Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 
of Fire Underwriters. 


© Surgaree ef 





“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes 
selling for $19.50 and $23.00 list. 


It is used for turning On and Off win- 
dow lights, sign, bill boards, apartment 
house hall light, etc. It also carries a 
year’s guarantee and is made largely of 
“Reliance” parts. 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
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LEVITON 





The Leviton Line is a Complete Line 
85 Different Wiring Devices 


Made in this Modern Daylight Plant and illustrated in an attractive, new 
Catalog compiled to suit your convenience. 


FULL PROTECTION 
GUARANTEED 
TO ALL USERS 
OF LEVITON 
WIRING DEVICES 


Find Out Today What It’s All About 
Write for Catalog 














eT ty Yee = Leviton Manutacturing (ompany 

} ELECTRICAL WIRING DEVICES 

ELECTRICAL PORCELAIN 
226-242 NEWELL STREET 


BROOKLYN.N.-Y. 
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ANNOUNCEMENT 


“Summer Sales Prize Contest” for 


Jobber Salesmen 


(August Half) 


LL manufacturers whose advertisements 
appear in the following section, pages 68 
to 102, together with certain additional 

ones mentioned on the next page, are cooperat- 
ing in THE Jopper’s SALESMAN “Summer Sales 
Prize Contest.” Their products are eligible in 
the contest. 


This contest is open to jobber salesmen whose 
names have been properly entered by their sales 
manager, and to them only. 


All entries have been acknowledged by THE 
JOBBER’s SALESMAN, and combination instruc- 
tion and score cards sent to each contestant. 


This magazine is offering a prize of $25.00 in 
cash for the greatest gross sales, at jobber’s 
sales prices, of the products of each and every 
manufacturer in this section, and the other eli- 
gible manufacturers, outside of the section, in 
the period of August 1 to August 31, 1927, 
both inclusive. (Duplicate prizes awarded to 
tying contestants. ) 


With so many prizes offered, every salesman 
has a chance to win one or more prizes. There 
is no limit within the scope of the contest to 
the number of prizes that one man can win. 


First, examine every advertisement in the 
section. Then pick out the manufacturers 
whose lines are handled by your house. 

Second, study the messages of these manu- 
facturers. They have attempted to give you the 
help which will aid you in increasing your sales. 

Third, the contest is for the whole month of 
August. Do not fail to “follow through” to the 


very end in your efforts. You may land an or- 
der the last hour of the last day that will win 
a prize. 


NOTE CAREFULLY 


Sales records for the month are to be kept 
by each contestant himself. At the end of the 
month he adds up the totals for each line that 
he has been competing on and enters them op- 
posite the names of the respective manufactur- 
ers on his score card. He is then to sign this 
score card and send it to his sales manager who 
checks the figures, countersigns the card and 
sends it to Ture Jopper’s SALESMAN, to reach 
there by September 20. 


City desk men or inside employes handling 


large volumes of business coming into the house 
are not eligible in the contest. Such business. 
however, may be credited to such regular sales- 
men as would be credited in the ordinary rou- 
tine of the office. 


NO “BLANKS” IN CONTEST 


Aside from the scores of opportunities you 
have to win $25.00 cash prizes in the month of 
August, every contestant who sends in his rec- 
ord card, with sales shown for one or more 
manufacturers, is going to be sent a “special 
premium.” It makes no difference whether he 
wins a big cash prize or not. He is going to 
get something for simply following through. 
THERE ARE NO “BLANKS” IN THIS 
CONTEST. 
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MANUFACTURERS 





ENTERED 


The “August Summer Sales Prize Contest’ 


HE following is a list of the manufacturers who are entered in the Summer Sales Contest 
for the month of August. The numbers on the right refer to the page numbers of their ad- 
vertisements. Most of the advertisements appear in this section but some will be found in 


other locations throughout the issue. 


In each case a notation appears on the page indicating that 


the company is entered and no prizes will be awarded for sales of manufacturer’s products whose 


advertisements are not so marked. 


Aladdin Mfg. Co. ...... 


Appleton Electric Co. tiie pee aay 
Beaver Machine & Tool Co. ................. 
Belden Manufacturing Co. ............. 


Benjamin Electric Mfg. Co. . .. 
Buffalo Forge Co. ...... oe 
Bull Dog Elec. Products Co. 


Bussmann Mfg. Co. 


po ee 


Chase-Shawmut Co. .... 


Chicago Fuse Mfg. Co. Fe alecaraeaeaies 


Chicago Solder Co. ...... 
Collyer Insulated Wire co 


Colt’s Patent Fire Arms Mfg. Co. 


Cutler-Hammer Mfg. Co. . 


Day-Fan Electric Co. ......... anes 
Mastern Tube & Tool Co. . 2. 0c cece ce cece 


e -.e = RS Ee 4ee ee @ 6 6 6S € Oe 6S Be SS 0 Oe ee ee ee 


Economy Fuse & Mfg. Co. 
Erie Malleable Iron Co. . 
Fansteel Products Co. ....... 


ae Se RENN RS Oe eh Os BR wR eR 31 


CTE Le SIT TOC ER CCR COTTE CT LTO 19 


76 


46 


81 
86 
87 
. 12-73 
93 
79 
o> 
.. 20-21 
.. 68-69 


Tee Pre Ce. . 66. ss 97 
ee ee 74 
Grigsby-Grunow- Hinds Co. 5S tg a nih ica a al ici tm acai ta LO ite a ta tle 77 
a gs (han a Ag cal amines caw eine Maik SS cap Selnneapesilin aiik caine wih Ey a eta 82 
Hemingray Glass Co. ............ 98 
Hubbard & Co. .... Ce Oy ee a 80 
Indiana Rubber & | Wire Co. Be takin Oe ddA ar aa 96 
Ee re er ee ee 90 
> ee ee ... Inside Front Cover 
The Okonite Co. ....... 4 
Bo Ee ere eer 88 
Reflector & Illuminating Co. ECE Ce ee ee eee CC ee eee er 95 
Reynolds Spring Co. ............ os or 
Ce ii vc inne ee be ev enanoe . 84-85 
ig oc deleig is tytna Wid oe eR Eh ee Ge ae eA sO ase SE ASO 92 
The Square D Co. ...........-0:. 99 
Standard Electric Stove Co. Silents ee 
De oo i Si ba ee we ee deen . .Inside Back Cover 
Trumbull Electric Mfg. Co, . Oe eee en eee ee ee eee eee ae eee eer nee 100 
Tene V amermoel Hitec. Mila. Co. ...6. ccc ce cece cess te eee eeseeeenseteees 153 
eds ek Sirk poet aia Shai eee Aw ew Ree we 101 


Pe ee bik oo ho ee de hee be eae 
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New sensational sail by Balkite— 


the leader. Including the new Balkite “A” and 
Balkite ““AB” both without batteries. The lowest 





prices in Balkite history. A reputation for quality 
built by 2,000,000 units in actual use. A record 


of long life and freedom from trouble unequalled 


in radio. A huge advertising campaign. Balkite 
is the 3rd largest advertiser. And a line so com- 
plete it serves every requirement. You don’t need 
to gamble with your own or your customers’ 
money. You don’t need to experiment with un- 
tried lines. Balkite is enough. Get behind the line 


now and share the profit. 


FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


Balkite 


Aadio Fower Units 
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° ee 33 

Balkite AB Contains no battery. A complete 
unit, replacing both “A” and “B” batteries and supplying 
“A” and “B” current directly from the light socket. Con- 
tains no battery in any form. Operates only while the set is 
in use. Turns off and on at the light switch. Two models: 
“AB” 6-135,* 135 volts “B” current, $59.50; “AB” 6-180, 
180 volts “B” current, $67.50. 





—o rs 
Balkite A Contains no battery. The same as Bal- 
kite““AB” above, but for the “A” circuit only. Will serve 
wherever 6-volt “A” batteries are now in use. Not a battery 
and charger but a perfected light socket “A” power supply. 
One of the most remarkable developments in the entire 


radio field. Price $32.50. 





Balkite B Has the longest life in radio. The ac- 
cepted tried and proved light socket “B” power supply. Has 
probably the longest life of any device in radio. The new 
“B”-135 and “B”-180 include new improvements making 
their condenser capacity far greater than usually found in 
any commercial “B” power supply. Three models: “B”-W, 
67-90 volts, $22.50; “B”-135,* 135 volts, $32.50; “B”-180, 
180 volts, $39.50. Balkite now costs no more than the 
ordinary “B” eliminator. 





Balkite Chargers Standard for” A” batteries. The 
standard charger for radio “A” batteries. Noiseless. Can be 
used during reception. Prices drastically reduced. Model 
“J,’* rates 2.5 and .5 amperes, for both rapid and trickle 
charging, $17.50. Model “N”* Trickle Charger, rate .5 and 
8 amperes, $9.50. Model “K” Trickle Charger, the most 
popular of all chargers, $7.50. 


*Special models for 25-40 cycles. 
Prices are slightly higher West of the Rockies and in Canada. 


FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


Balkite 





‘Ladio Power Units 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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RAMA hah 


Your reports on the 
July half of the Summer 
Sales Prize Contest 
proved most satisfactory, 
but do not stop. August 
is before you, another 
month in which to win a 
$25 prize. 

We are glad as always 
to co-operate, so the op- 
portunity is again pre- 
sented you to win with 
Reynolite. 

Prospects, products, 
price, and prompt deliv- 
eries are yours. The re- 
sult rests with you. 

Again, good luck! 
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Jackson 


The products of this company are entered in the prize contest for this month. A $25 
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of Prospects / 
VEYROLITE 


RADE MARK REG. 









There is visualized here for you the tremendous field ex- 
isting now and in the future on Reynolite Products. 

This illustration is placed before you with a most definite 
purpose in mind. 

You know and we know that salesmen in their enthu- 
siasm for a line enjoying the popularity which Reynolite 
does are liable to overlook the complete picture. 

Those of you, for instance, who are securing a big volume 








on Reynolite sales to Apartment Buildings are so likely to Convtnionee Tap 





No. 340 


concentrate on this branch as to neglect unconsciously the 
Hotels which are prospects of a most desirable nature. 
Others among you who are finding Reynolite so in de- 
- mand by Architects of Office Buildings will do well to keep 
in mind the many homes being built which either are or 
should be Reynolite equipped. 

With this picture, the entire field is placed before your eine 
eyes. If in its presentation one more help has been given 3-Way 
you to promote your sales on Reynolite then the Reynolds 

Spring Company is well satisfied. 


Convenience 
Tap No. 360 





ae 






De Luxe 
Heater Cord 
Set No, 610 


Separable Attachment 
Plug No. 420 


Molded Unit Duplex 
Flush Receptacle No. 
@ 4002. 


ichigan 


The products of this company are entered in the prize contest for this month. A $25 










prize will be awarded the salesman selling the greatest quantity during the month. 
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C-H Duplex Receptacles DOU- 
BLE the convenience of every re- 
ceptacle installation without the 
need of extra wiring. The electri- 
cal demands of the modern home 
require the more general use of 
duplex receptacles. Bring them 
to the attention of the architect 
and owner. 
















give the builder the benefit 
of your electrical experience 


he you both UT it to him right—and he'll appreciate the assist- 

will profit ance. Check over his wiring specifications with 
him. As an electrical contractor, you’re the man to tell 
him whether he has planned for adequate wiring. 





Everything else that goes into the house will be 
expected to “wear” for years——be sure the wiring has 


CUTLER 


‘Modern Wiring 


The products of this company are entered in the prize contest for this month. A $25 











Ky 
















prize will be awarded the salesman selling the greatest quantity during the month. 
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SELL COMPLETE CONVENIENCE -~ BUILD GOOD WILL 












































Typical Examples from a Complete Line 


i i : Approved by the Underwri 
an equal chance. Bear in mind the many uses to which epee manittine 


electricity is being put today—think of the toys, tools, 
appliances that will be used in that home as time goes 
on. Urge this upon the attention of the architect—it 























































‘i ‘4 
will pay you both in the long run. 7 
P ° h a 
rogress in nome wiring 
Home uses for electricity are getting ahead of home 
wiring. We need active progress in this field. 
Before you bid—that’s the time to get the extra con- 
veniences into the specifications—then you'll be able to 
m C-H Toggle Switches add a touch of refine- 
do a better job, ata profit. ment. They are attractive in appearance, 
more convenient — is yg te tybe 
Recommend plenty of receptacles—remember the ee | 
electrical demands of the modern home are increasing Built shallow, for easy installation, in the | 
every day. If full advantage hasn’t been taken of the con- Pee 
venience offered by three-way switches for the light- 
ing of stairways, urge him to add these switches to his 
specifications. Remind him of the modern tendency to 
make the basement a part of the house. Show him how 
3-way switches will do it. 
y 
It’s up to you— | 
ee | 
It’s your field. It’s to your profit to advance it. | 
{ Cutler-Hammer contributes a complete line of wiring C-H Duplex Receptacles are the obvious solu- | 
= ‘ ‘ : tion of every receptacle problem. Large bind- 
. devices of high quality approved by the Underwriters— ing posts and shallow construction, make the 
4 single and duplex receptacles, toggle switches of unusu- ized prongs. Approved by the Underwriters. 
ally neat appearance and positive action, push-button 
switches, porcelain sockets of the pull-chain, push-button, 
key and keyless types, door switches, remote control 
switches, and so on—down through the whole list. | 
All C-H Devices are designed for easy installation 
and long satisfactory service—and the best thing about 
them is the C-H trademark, spelling instant acceptance 
with the architect and his client. All are designed to C-H Puech Button Seetches for uch ment 
improve the wiring job. Your jobber can supply you. wa tbe Shales construction and lave 
° . ake e anding posts ma e ins ion easy | 
Get behind progress in home wiring with C-H— i ‘Approved by the Underwriters. . 
push it to your profit. 
The CUTLER-HAMMER Mfg. Co. Q 
Pioneer Manufacturers of Electrical Apparatus 
1213 St. Paul Avenue 
MILWAUKEE, WIS. 
C IN -GC7EeES 
The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 











ra THE JOBBER'S[JJSALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


NNR 


‘CATROBE” PRODUCTS of 


Pullman Manufacturing Co. 
made a “Big Hit” in the July Contest 













































No. 300 FLOOR RECEPTACLE AND BOX No. 330 DOUBLE DUPLEX 
For Residences, Show Windows, etc. TABLE TAP 







No. 700 FAN HANGER 


YOU CAN DOIT “25 

AGAIN IN THE @& 

= AUGUST 

seca CONTEST 
“LET’S GO” 


Complete Data and Prices for August Sales 
Contest gladly mailed on request. 












( 






















ae = ) a> |p 
FISH WIRE No. 625 CONDUIT ‘BENDER INSULATOR SUPPORTS 
€ 
Pullman Manufacturing Co. 
1209-1215 JEFFERSON STREET - - - LATROBE, PA. 





I 


The products of this company are entered in the prize contest for this month. A $25 






prize will be awarded the salesman selling the greatest quantity during the month. 
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in the Big Summer 
Sales Contest 


There is an Inexhaustible Market for 


BENJAMIN 
Lighting Equipment 


Five out of seven 
industrial plants need 
better lighting 


Play the winners. No matter what the 
industrial lighting requirement may be, there 
is in the Benjamin line a reflector or fixture 
to meet that requirement. 

It may be a commercial laundry, a printing 
plant, a pulp and paper mill 
or a fine machine shop—here 
the Glassteel Diffuser has 
been sold in carloads. 








For foundries, steel mills 
and other heavy operations, 




















Show-Case Lighting 


Here is another Benjamin specialty in which there is a 
lively interest and for which in every city and town in the 
country there are hundreds of prospects. Get in touch 
with your central stations and electrical contractors. 
Department Stores, Men’s and Women’s Furnishings Stores, 
Jewelers, Drug Stores, Haberdashers, and Beauty Parlors 
are particularly good prospects at this time. 














and for severe outdoor ser- 
vice, the rugged Type RR 
Threaded Equipment will 
be essential. 





In woodworking plants, flour mills, grain 
elevators and the like a Dust Proof Fixture 
would be required. 


In paint and varnish works, in Duco 


ie 


spraying departments, in 
explosive plants, or wher- 
ever fire and explosion haz- 
ards are present an installa- 
tion of Gas and Vapor Proof 
Fixtures would be in order. 














Industrial Signals \ | 
Like industrial lighting, practically 
every shop and factory is a prospect 
for Benjamin Industrial Signals, 
with this difference, that many 
plants already equipped for bet- 
ter lighting are still prospects for an Industrial Signal installa- 
tion. An active advertising campaign, reaching oil refineries, 
producers, and pipe lines, machine shops, foundries, grain 
elevators, flour and seed mills, is under way. Tie in with this. 























Benjamin Electric Mfg. Co. 
120-128 S. Sangamon Street 
247 W. 17th St., New York 





Chicago 


448 Bryant St., San Francisco 




















The products of this company are entered in the prize contest for this month. 


A $25 


nniva sari ll he awarded the salesman selling the oreatest quantity during the month —_ 
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“The Magic Lamp 
/ 7m The Magic City 





VAAL Ge 
SCN Wh hee 
Nicge’: 88-9085" 
Vuat aye 


\ 
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As promised in the last issue of this publication, 
we are going to release a startling piece of news 

that will vitally interest you. Write today for 
ised confidential advance information and get the 
jump on the crowd. It will certainly pay you to 
do this before ordering any more flexible arm 
lamps and also to push out your present stocks. 


s9 






National » 
Ader 


















Famous No. 74 E 
Desk-Flex. The ““A word to the wise 
Most Popular 
and practical all- 
purpose Lamp on 
the market. This 
lamp, backed by 








JOBBERS’ SALESMEN 


national advertis- You will make a hit with the house by pushing sales 
ing in 1927, will of the Aladdin Deskflex No. 74 and also be in line for 
be more popular the big prize in the Jobber’s Salesman summer sales 
than ever. contest. 











ALADDIN MANUFACTURING CO. 
Sales Div. 14 Muncie, Ind. (The Magic City) 


@LADDIN’ 
~&.. LAMPS == 


New Permanent 
Display Suite 823 Dy 
American Furniture ' 

Mart, Chicago Uy) 

t 
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ALADDIN MFG. CO., Sales Division No. 14, MUNCIE, INDIANA, (The Magic City) 
Gentlemen: Please send advance confidential information on startling Lamp news soon to be released as advertised in August, 
1927, Jobber’s Salesman. 
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wi The products of this company are entered in the prize contest for this month. A $25 


en dad ¢he eslacman cellina the areatest quantity during the month. 
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In Great Popular Demand 


At New , Current 
Low Prices Supply Units 





Greater National Reputation Well Established 
Radio Power Highest Quality - - Lowest Prices 


Majestic Super “B” 


Majestic Super-B 


Recognized as the leader in popularity, sales, and 


efficiency. For sets 1 to 12 tubes. List price of unit $2,950 


<omblete with the Majestic Super Power Tube....... 


Majestic Master-B a —— 
The precision B-Power Unit ie aster- 
Offering complete control of all Similar in appearance and de- 


output voltage — List price sign to Master-B but equipped 
complete with with four B+taps for sets re- 


Majestic eupes t $° : 29 quiring same. List price com- 


power tube. plete with Ma- 
jestic super $ 50 
power tube..... 
Ask for Specifications on ACE models for sets using the new AC Tubes 
The 1927-28 season will see a tremendous demand for Power Units—Majestic 


a Pigg my reputation with the trade and the public. 
Majestic Units are DRY. Public opinion is opposed to the use in the /V/ , big 


home of devices containing liquids. 





7 


Super- Power 
B-Rectifier 


Majestic “A” Current Supply Most powerful 


B-Rectifier made, 


Announcing The 


Furnishes full strength and permanent “A” sturdily built for 
power direct from light socket. For sets of long life and 
5 to 8 tubes, including power tubes. Abso- heavy duty 
lutely “dry”—no liquids—no hum. 1000 hr. guaran- 

Maximum output 24% amps. at 6 volts. Rheo- tee (glass break- 
stat on front panel for regulating voltage. age only except- 
Electro-magnetic cutout to prevent excessive ed.) Gives a year 
voltage—saves the tubes on the set. or more of sery 

Has receptacle on front panel for plugging ice. 
in “B” supply, so that both “A” and “B” can Retail Price $4.50 


be operated from the one socket connection, 
as shown. Convenient switch on cord of “A” 
unit controlling both sources of power supply, 
in fact, this switch controls the entire set. 

Rectifier on this “A” unit of dry plate type 
successfully used for many years on battery- 
charging devices. Insures dependability as 
well as long life. 

Cabinet rich black crystal enamel. Bakelite 
panel. Dimensions: 13 in. deep, 5% in. wide, 
R=, 9 in. high. Complete with extension cord and 
: ° 7 nen ug. Wei : 32 Ibs. net; 39 Ibs. 
Retail Price Complete $ 50 rin re are . 

with Elkon Rectifier 39 





MANUFACTURED BY 





GRIGSBY ~ GRUNOW~HINDS~CO. 4546 ARMITAGE AVE, CHICAGO-ILL. 


MAJESTIC CASH PRIZE THIS M¢ 





















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Over three thousand Bryant Tumbler Switch and Receptacle Combinations with 
Bryant “Templus” Plates are installed in the Graybar Building, New York. 
THE: BRYANT ELECTRIC COMPANY 
New York Philadelphia BRIDGEPORT, CONNECTICUT Chicago San Francisco 
A SUPERIOR WIRING DEVICE for EVERY ELECTRICAL NEED 


i aa nate HRS ER NAS RE WHO ines 2 + my tne OES OE TOE ILENE ALONE A A He OCI CARL I NOES RE 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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For That Last-Minule Spurt 


The jobber’s salesman who keeps stepping on it 
right down the stretch, will flash by the field—a 
winner! 


—and the lad in the lead will make ETTCO Prod- 
ucts his sales stand-by. 


ETTCO Armored Cable and Conduit, Non- 
Metallic Conduit and Sheathed Cable are “win- 
ners” already with contractors. 


—who know how ETTCO Quality and Construc- 
tion enables the wireman to “show some speed” 
on the job. 


Make this line of “winning products” your “Con- 
test Companion” and you'll be “sittin’ pretty” 
when the old “finish flag” is waved. 


Armored Cable Non-Metallic Conduit (Loom) 
Flexible Steel Conduit Non-Metallic Sheathed Cable 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Sell Safety 
p and the Product 
Ne will Sell ltself | 











E are in the “Sales Contest” with both feet this month. Here 

\ is your opportunity to win $25 and at the same time prove 

to yourself just what can be accomplished by a little concen- 
tration on a product. 


Sa ii ety ) Sell all Hubbard material but make your drive on the Peirce 
viadcaniiiniadl Lineman’s Safety Platform. The many uses to which it may be put 
po and its ready adaptability to all positions makes it a most valuable 
Bieta). feome ie adjunct to construction and maintenance gang equipment. Sell 


@) ae “Safety.” Point out this feature particularly, backing it up with 
the six points of safety given here. Sell “one” for Every Line Truck. 


The steel spears 


for pole contact 
¢} eliminate side 

movement of 

platform, 


Platform is 
made from a 
@Q specially cured 
aeroplane spruce. 


Platform is 
treated with 
special insulat- 
ing material. 


Each platform 
6) is given a 600 
pound mechani- 


cal test. 
L. 




















A Safety Strap should be sold with every for the Peirce Lineman’s Safety Platform and 
Platform. Do not overlook this point. Where Strap. Take it up with every Central Station 
the Regular Strap is not long enough, a special j, your territory and do not overlook the rest 


pa, a ig ce “ie strength of the Hubbard Pole Line material Products. 


Jobbers’ salesmen will find a ready market Do this in August and win $25. 


(Hubbdar and COMPANY 


PITTSBURGH ” OAKLAND, CAL.” CHICAGO 


The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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KESTER Radio SOLDER 


ROSIN-CORE 


VERY day in the week—not only in a 

contest—Kester Radio Solder starts an 
order on the books. Why—because this 
year Kester is backed by the largest adver- 
tising campaign the world has ever seen run 
on solder! It'll be easier than ever before 
to sell Kester this year, and we're doing 
more than our share to let Kester help you 
win the prize. Besides; Kester Radio 
Solder, being that of Rosin-Core, has the 
approval of the leading radio engineers and 
manufacturers. 


Kester Solder with either rosin or acid flux 
can be furnished in several different gauges. 
Rosin Core standard No. 5 is about 3/32” 
in diameter. 


Acid Core standard No. 3 is about 1/8” in 
diameter. Kester Rosin Core Solder, rec- 
ommended for delicate electrical and radio 
work, comes on l, 5, 10, and 20 pound 
spools and 18” sticks in 5 pound boxes. 
Kester Acid Core Solder, used extensively 
in house wiring and general work, is put up 
on 1, 5, 10, and 20 pound spools. Kester 
Metal Mender, the small package of Kester 
Acid Core Wire Solder, is put up the 
same as Kester RADIO Solder. 


Let Kester help you win this contest. 
Send coupon for sales dope. 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Avenue 
CHICAGO, ILLINOIS 








Kester Radio Solder 
Display Carton 


Ten cans about % lb. 
each containing rosin- 
core solder flat or rib- 
bon type are packed in 
the display carton. Ten 
cartons (100 cans) to 
the case. Advertising 
leaflets enclosed in each 
carton. 


J. S.!7-27 
Chicago Solder Co. 
4251 WrightwocdAve. 
Chicago, Illinois 











Gentlemen: Sure I want 
to win this contest—send 
me your sales helps (cat- 
alog sheets, leaflets, etc.) 
on Kester Solder. 
























The products of thiS company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Now 
Retails 


—_ 


No. 3 
Old Ivory 
Finish 
with 
Stand 





Bobbed Heads and Permanent Waves 


have greatly increased the demand for 





Hamilton Beach Hair Dryers 


Enables any woman to dry her hair hands for massaging scalp while 
at home the Beauty Parlor Way. __ hair is drying. 


Just the thing for setting wave. SALESMEN! 


The No. 3 is by far the most pop» Don’t overlook the opportunity 
this Hair Dryer business presents. 


See that your dealers are well 
stocked. You'll find the No. 2 Hair 
Dryer a good seller, too. 

And Remember Hamilton Beach 


lutely reliable. Its old ivory finish Hair Deseis, Mame Mame Vie 
harmonizes with any dressing table. —_brators: Jewelers Talla: Grin daw. 


Trigger switch gives cold or hot and other fractional H. P. Motors 
air. Stand permits freedom of both are sold exclusively thru Jobbers. | 


ular Hair Dryer made. Never be- 
fore has it retailed for less than 
$18.50; Now it is priced at $14.90. 
Light, simple to operate and abso- 





Hamilton Beach Mfg. Co. Racine, Wis. 




















The products of this company are entered in the prize contest for this month.” A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the’ ‘salesman selling the greatest quantity during the month. 
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Jn August 1927 — 











It is our aim to keep Hemco Jobber Co-operation so @¢ 
it shall be forever established as a standard of com} 


The products of this company are entered in the prize contest for this month. A $25 
; . staal - 
prize will be awarded the salesman selling the greatest quantity during the month PRINT IN BIW 








< 


VY BINDING 
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—to Boost Your 
Business 


HIS month will see the beginning of a New Hemco 
drive to boost the business of every jobber salesman 
a fresh start toward new peaks of sales co-operation. 
he Hemco story of unexcelled quality, beauty of 
ign and its convenience needed in every home will be 
d through national advertising—prominent space in 
berty reaching 1,350,000 homes of your dealers’ cus’ 
ners. Hemco is the only line of Plural Plugs and Bake- 
Wall Plates advertised consistently to the consumer. 


his consumer campaign will be backed up—made 
re profitable for you by covers, pages and spreads each 
nth in the leading trade journals and by monthly direct 
ilings to your dealers. To aid in moving Hemco from 
r dealers’ stocks striking counter displays and window 
boestions will be furnished. 
Hemco Missionary Men are prepared to give even 
ter co-operation than in the past. From their conven- 
n, which will be held shortly, they will go out—one 
them to your territory—with new sales building ideas, 
is for the asking. To make 100% co-operation with 
1 very much worth their while frequent contests will 
held—winners to be those who help you and other 
bers’ salesmen get the most Hemco business from 
alers. The credit for every order, initial and repeat, in 
ur territory is yours. 

Be the first to tie in with the new Hemco Mer- 
chandising Plan. Ask your sales manager to 


get a Hemco Man to work along with you— 
or write us direct for complete information. 


George Richards & Company 
557 WEST MONROE STREET, CHICAGO 


O 










mete, valuable and real that 
in this industry. ........ 


The products of this company are entered in-the prize contest for this month. A $25 
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\ dvertising Campaig 





prize will be awarded the salesman selling the greatest quantity during the month. 
































High Spots of 
the New HEMCO | 


Campaign 


1 Prominent monthly 

ads in Liberty — the 
onlyconsistent national 
advertising to consum- 
ers on Plural Plugs and 
Wall Plates. 


y Covers, spreads and 
Pages each month in 
leading trade journals. 


3 Monthly direct mail- 
ings to dealers. 





4 Displays — telling the 
Hemco story from 
your dealers’ counters. 





5 Complete co-opera- 
tion of Hemco Mis- 
sionary Men with you. 
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UNDERWRITERS 
LABORATORIES 
INSPECTED 
NON-METALLIC 
SHEATHED CABLE 





RE & FLAMEPROOF 
se COVERING , FIRST PROTECTIVE SHEATH 
RE-INFORCEMENT SECOND PROTECTIVE SHEATH 


(ABLEX 





NON-METALLIC SHEATHED CABLE 
EASY TO HANDLE 100% TESTED SAVES TIME 


EASY TO STRIP SAVES LABOR 
EASY TO INSTALL CUTS COST 


10,000 VOLTS between conductors and ground 
300 LBS. TENSION 
300 LBS. COMPRESSION 
Tuis CABLE ts Testep with FLAME appiled to outer covering 
WATER for moisture absorption 


HEAT for melting point 
FREEZING TEMPERATURE for flexibility 


OTHER COLLYER PRODUCTS 


All Rubber Portable Cords, Antennae Wires, Flexible Armored 
Cables, Annunciator Wires, Rubber Covered Wires and 
Cables, Lamp Cords, Silk and Cotton Fixture Wires 


COLLYER INSULATED WIRE CO. 


Pawtucket, R. |. U. S. A. 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman seliing the greatest quantity during the month. 
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Noark 


Protective Devices 


Manufactured and Guaranteed by 


COLT’S PATENT FIRE ARMS MEG. CO. ELECTRICAL DIVISION 
Hartford, Conn. U.S.A. 


The Noark Meter Service System 


provides each and every type of switch part or accessory needed 
ane for a Meter Entrance or Meter Service Installation—whatever the 
Central Service requirement, whatever the electrical specification. 
Seco—for sealing all fuses; 
Acco—for making service side fuses accessible; 
Universal—for sealed service side fuses, accessible load side fuses 
and provision for up to four branch circuits. 


Approved by the Underwriters Laboratories, Inc. A knowledge of 
Central Station requirements, a list of the more active contractors 
in your territory, a NOARK Catalog and a little more hustle than 
usual, will put you “in the money”. 

Cw od 


Nublade Switches 


Here is a new and improved Master Control Switch with enough 

practical features to recommend it to every contractor in your terri- 

, tory for use in conjunction with Meter Service Installations or for 

fat ra a better method of individual control for machines in manufac- 

ua turing and industrial plants. Approved by the Underwriters Labo- 
EL eee 2 ratories, Inc. 


CWO O 


Noark Service Boxes 
are known to be the most effective means ever devised for protec- 
N ting electrical cutouts and fuses against the deteriorating effects of 
ublade ‘ F . 
itsetine tuna Cates water, dampness, dust and fumes. Made in 2, 3, 4 and 5 pole types 
with standard fittings for conduit connections. When used as cut- 
outs, the covers are equipped with a handle for controlling fuse 
pulling mechanism. When used as a fuse box, the cover is plain. 
The heavy cast-iron housing will stand for years 
under conditions which destroy sheet steel box- 
es in a few weeks. Approved by the Under- 
writers Laboratories, Inc. 


CWO 


Noark Fuses 
Every Noark Fuse, 
whether _ indicat- 
ing, non indicating 
or renewable, is 
built with watch- 
like precision and 
accuracy, and each 
is guaranteed to 
‘Blow on the Dot’. 
Approved by the 
Underwriters Lab- 
oratories, Inc. 





Noark Service Box 
(3 poles) 


Fuse and Fuse Block 


33-S-N-W-F-33 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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There is Profit: 


Completeness 
and 


Demand 
in the 


Propp 
Line . 


~NO0. 25 SOKET 
SWITCH CONTROL 





HAT is what you have to sell 
on Propp Products. In August 
you are again given the oppor- 
tunity to win a $25 prize and at the 
same time show a nice increase in 
volume on the Propp Specialties. 

















The missionary work has been done for you. Every 
dealer in your territory has a Propp dealer’s price sheet. 
They know the Propp Line, have known it for years. 
They know of its quality and the dependability of the 
company behind the product. 

If you do not have our latest cost sheet which gives 
you full information, secure one at once from the head 
of your Purchasing or Sales Department. 

Bear in mind, the margin of profit is particularly attrac- 
tive not only to you but to your dealers as well. 
















SS ; 
\ —_ —_ 2 
TWO LITE SOCKET 
LZ 





Propp Products Sold Only Thru the Jobber 


The M. PROPP COMPANY 


Manufacturers 
524-528 Broadway New York City 
SUPPORT THE MANUFACTURER WITH A JOBBER POLICY 


PROPP NO 175 
LAMP AND FUSE TESTER 








The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Beaver prizes for 
August, too 











ALESMEN entered in the July Jobber’s Salesman Prize 
Contest showed so much enthusiasm over the extra 
Beaver prizes that we've decided to repeat the idea in 


Cat. J-36 
August. Handle Cap Plugs 








As you know, sales of Beaver wiring specialties count in 
your contest score for August. 


In addition to applying to your total score, all sales of Beaver 
products will be scored again, separately. Men who run up 
the biggest August scores on Beaver products will receive 

ents special Beaver prizes. High Beaver score brings you $25 Miistie Cap Piees 
Double Duty, list 50c worth of Beaver merchandise, second highest brings you $15 
worth, and third highest brings you $10 worth. The Beaver 
merchandise is as good as cash, as your firm undoubtedly 
will be glad to buy it from you. 








You'll find it easy to get going on the Beaver line. Your TES 
customers know it, recognize its exclusive qualities. It is 
Cat. B-6 vigorously advertised to all the trade. 


Current Tap, in brown, 
green and black, list 50c 


Who's going to get those Beaver special prizes? 





Full line of sign receptacles 


é 








Beaver Machine & Tool Company =S 
Siciicinsaaunaciaiiiiiiaiias Dept. J-8, 625 N. 3rd St., Newark, N. J. — 
outlet in black and also 


white porcelain, QL-1. Feed thru switches three 
types composition and 
also nickelplated metal. 
Smallest made. 






















Cos, Fo Gripall switch Cat. K-1 Cat. L-52 

at. Be Cat. F-6 plug, still the Quality cord set with Most complete line Full line of attach- Receptacle for 

Famous Gripall Gripall heater best on the armored gripall of canopy switches Extension mentplugsarmored _ wall lighting 
heater plug plug armored market heater plug on the market candle sockets and standard fixtures 











The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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There is Profit- 

Completeness 
and 


Demand 
in the 


Propp 
Line . 


~NO 25 SOKET 
SWITCH CONTROL 


HAT is what you have to sell 

on Propp Products. In August 

you are again given the oppor- 
tunity to win a $25 prize and at the 
same time show a nice increase in 
volume on the Propp Specialties. 


The missionary work has been done for you. Every 
dealer in your territory has a Propp dealer's price sheet. 
They know the Propp Line, have known it for years. 
They know of its quality and the dependability of the 
ae company behind the product. 

as ae If you do not have our latest cost sheet which gives 
LLZZ you full information, secure one at once from the head 

of your Purchasing or Sales Department. 


Bear in mind, the margin of profit is particularly attrac- 
tive not only to you but to your dealers as well. 


Propp Products Sold Only Thru the Jobber 


The M. PROPP COMPANY 


Manufacturers 
524-528 Broadway New York City 


LAMP AND FUBE TESTER SUPPORT THE MANUFACTURER WITH A JOBBER POLICY 





The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Beaver prizes for 
August, too 











Cat. B-5 
Double Duty, list 50c 





Cat. B-6 


Current Tap, in brown, 
green and black, list 50c 





Cat. QL-1 
Convenient convenience 
outlet in black and also 
white porcelain, QL-1. 





Cat. F-1 


heater plug 





Gripall switch 


Cat. F-6 
Famous Gripall Gripall heater 


plug armored 





ALESMEN entered in the July Jobber’s Salesman Prize 
Contest showed so much enthusiasm over the extra 
Beaver prizes that we've decided to repeat the idea in 

August. 


As you know, sales of Beaver wiring specialties count in 
your contest score for August. 


In addition to applying to your total score, all sales of Beaver 
products will be scored again, separately. Men who run up 
the biggest August scores on Beaver products will receive 
special Beaver prizes. High Beaver score brings you $25 
worth of Beaver merchandise, second highest brings you $15 
worth, and third highest brings you $10 worth. The Beaver 
merchandise is as good as cash, as your firm undoubtedly 
will be glad to buy it from you. 


You'll find it easy to get going on the Beaver line. Your 
customers know it, recognize its exclusive qualities. It is 


vigorously advertised to all the trade. 


Who’s going to get those Beaver special prizes? 


Beaver Machine & Tool Company 
Dept. J-8, 625 N. 3rd St., Newark, N. J. 





Cat. G-1 


Cat. K-1 


Most complete line 
of canopy switches 
on the market 


plug, still the Quality cord set with 
best on the armored gripall 
market heater plug 


Extension 
candle sockets 


a 


Cat. J-36 
Handle Cap Plugs 


{ 


Cat. J-35 
Handle Cap Plugs 





Fullline of flush receptacles 


<i 
a) TAS Q\ 


rT 


Full line of sign receptacles 


Feed thru switches three 

types composition and 

also nickelplated metal. 
Smallest made. 





Cat. L-52 


Full line of attach- Receptacle for 
ment plugsarmored __ wall lighting 
and standard fixtures 









The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 
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We Protect — 
Our Jobber Associates 


very Presto-Jr. Electric Vacuum Cleaner reaches the dealer’s counter 
through his regular wholesaler. All our advertising to the dealer in- 
forms him that his own jobber will supply Presto-Jr. All inquiries re- 
ceived direct from dealers are referred to the Presto-Jr. wholesaler in 
his immediate vicinity. You can tell your trade that Presto-Jr. is 


Endorsed 


oe gm \ >. A Fast Seller 


HOUSEKEEPING 


ma Came Offering Great 


GRR 


cormaao) Si PROFIT MARGIN 


ae mt a 
LOUSEKEEPING MACH 


Results will back up your statement. 
Dealers everywhere are reporting rap- 
idly increasing demand for this marvel- 
ous little device. Its many advantages 
are quickly recognized by the public. 
This close-ub af soe motor” \Ne are helping create even greater 


Presto-Jr. accomp lishes 


what no “‘attachments’”’ interest by 
can. Notsuction alone, but 
the searching, powerful 
brush action indispensable 


° e 
sn ate l Advert 

gicmin tee Korcefu vertising 
= —. “ % a —. 

omptete wi eet 0. 

bea nsnlated cord and d Ample Sales Hel 
an we hoy rr ly mple oales fLelps 
in 3 voltages, 32 volt, 110 


volt or 220 volt power. Fall housecleaning time is almost here. 
Be ready to supply your dealers’ re- 
quirements promptly. Get your orders 
in at once for an ample stock of Presto- 
Jr. Electric Vacuum Cleaners. Remem- 
ber, we sell only through legitimate 
Jobber-Dealer channels. 


METAL SPECIALTIES MFG. COMPANY 
338-352 North Kedzie Avenue, Chicago 


Presto 


Electric Vacuum Cleaner 


The products of this company are entered in the prize contest for this month. A $25 


( , 
izd will he awatded the salesman selling the greatest quantity during the month. 


















August, 


1927 THE JOBBER’S{A)/SALESMAN 






91 












“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Don’t Overlook BUSS Fuses 
as a Profit Maker for You 


--and they’re your best 
chance in the Contest 




















3 





65 to 600 Ampere BUSS Renewable Fuse 


inetiak L hat’s All! 


the prize contest for this month. A $25 





The products of this 


company are entered in 





ss Waen you sell BUSS Re- 


newable Fuses you are 
selling a high profit line that 
will pay you a big bonus. 
Not only that but you will 
find them easier to sell than 
any other fuse because the 
user can instantly see the 
superiority of their con- 
struction. 


BUSS Renewable Fuses are 
the very acme of simplicity. 
Just glance at the Cuts. 


Naturally they are approv- 
ed by the Underwriters 
Laboratories. 

BUSSMANN MEG. CO. 


ST. LOUIS, MO. 





+ 
> 


This contest gives you a chance to 
turn a real bonus builder intoa 
prize winner too. 
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To the— 


Salesmen 
of 
Distributors 
of 
WEBER 


DEPENDABLE 


WIRING 
DEVICES 


Here is your chance 
to corner a little ex- 
tra cash. It will 
come in handy this 
summer. “The Job- 
ber’s Salesman” will 
pay $25 to the sales- 
man of a Weber 
Distributor who 
sells the most 
Weber material this 
month. So peel off 
your coat, put a 
clean handkerchief 
and an order pad 
in your pocket and 
hop to it. Be sure 
that your sales 
manager has proper- 
ly entered you in 
the contest and 
keep an accurate 
record of your sales. 


Yours for more out- 
lets, 


Henry D. Sears. 





» Loggle Switches 


Have Come To Stay 


And WEBER Has The 
Only Complete Line 


FLUSH TOGGLE SWITCHES 


Sixteen different numbers, including lock switches 
and switches with luminous levers. All flush 
switches have brown levers. 








SURFACE TOGGLE SWITCHES 


Eighteen different numbers. 





SURFACE TOGGLE SWITCHES 


with porcelain covers, single pole and three point. 





SURFACE TOGGLE SWITCHES 


| with base for wood moulding; suitable also for use 
\ 8 in connection with numerous “Pipe Taplets” and 
— Nv. ae 





“When WEBER makes a switch, it’s a switch!” 


HENRY DBD. SEARS 


General Sales Agent 
8O BOYLSTON STREET 
Boston MASSACHUSETTS 





Fs EPENDABLE 
IRING L/EVICES 














The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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You carry the Electric Iron 


It sells for you because 
it has one good use 


You carry the Electric Toaster 


It sells for you because 
it has its single good use 


Morning 


Then carry the 
DAY-FAN CLEANER- The Hand-Sized Vacuum oi 


It sells for you because in every home it has several good uses $1845 


Sever4@imitimes a Day /_ 
1 
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Won ay-FAN FANS 


Not all fans perform alike—and you can 
prove it with Day-Fan Fans. Here you have 
a product with eight big selling points— 
Extra Air Delivery—Big Blades—Husky 
Motor—Heat Proof—Dirt Proof — Damp 
Proof—38 Years of Fan Experience—Eco- 
nomical. 

Not all fans have all these features and 
your customers know it. Write us for in- 
formation. 


DAY-FAN ELECTRIC COMPANY, DAYTON, OHIO 


For More Than 38 Years Manufacturers of High Grade Electrical Apparatus 


Z All vanniitl 











" 
i 
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_ The products of this company arer’entered in the-~prize contest for this month. A $25 
prize will be awarded thé salesman Selling—thé®greatest quantity during the month. 
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Cash in bigger in August 


than you did in July— 
The Wiremold Sales Promotion cam-] 
paign is working to build sales for youe 


The Wiremold Plan sells not only Wiremold, Wireduct, and 


Wireflex but all of the wiring supplies you handle. Wiremold 
means better lighting through adequate wiring. A $200.00 order 
of Wiremold conduit and fittings frequently carries with it a 
$750.00 order of wiring supplies. 

Put samples of Wiremold Conduit and Fittings in your kit. Just 
place them in the hands of the manager of every poorly lighted 
plant you visit. If you hammer the large industrials you can get 
the large Wiremold orders, one of the Wiremold prizes—perhaps 


WiREMOLD 
WIREDUCT WiREFLEX 


are all entered in the August Sales Contest. Get your share of 
the prizes as well as your share of the business that this sales 
promotion effort is creating. 

If you have not your samples of Wiremold, Wireflex and Wire- 
duct send for them today! 


THe Wiremord CompANy 


HARTFORD,CONN. 
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ZY 
These sales helps: 


25,000 reprints of article on 
Surface Wiring sent to large 
industrial plants. 

100,000 circulars for Jobbers 
distribution. 


40,000 Wiremold 
and Wiring Guides. 
Direct Mail Campaign 
coupled with industrial maga- 
zine advertising. 


Catalogs 


and, the following salesoffices are 
working in the field tothelp you. 
Call on them to help you ‘‘close 
the hard ones.’’ 


BOSTON, MASS. 

Edward Rigby, 10 High Street 
NEW YORK CITY 

The Wiremold Co., 58 W. 15th Street 
SYRACUSE, N. Y. 

H. M. Schofield, 935 Ackerman Avenue 
PHILADELPHIA, PA. 

E. E. Hedler, 250 N. 11th Street 
PITTSBURGH, PA. 

H. C. Moran, 11i2 Keystone Building 
ATLANTA, GA. 

H. C. Biglin, 138 Marietta Street 
CHICAGO, ILL. 

M. B. Austin & Co., 108-116 S. Desplaines 
DETROIT, MICH. 

R. J. Thorne, 4325 Commonwealth Ave. 
DALLAS, TEXAS 

Jenkins & Gunther, Santa Fe Building 
SAN FRANCISCO, CAL. 

Geo. A. Gray Co., 910 Howard Street 


The products of this company are entered in the prize contest. for this month. a a) 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Sterling Reflector 
No. 231 
For 100 Watt Type “A” 
Inside Frosted Lamps 


Sterling Reflector 
No. 233 
For 100 Watt Type “A” 
Inside Frosted Lamps 








‘Sterling Reflectors Nos. 231, 233 


The new Sterling Reflectors Nos. 231 and 233 for Inside Frosted 
Lamps give you a big advantage to increase your sales-score in August 
and help win the $25.00 cash prize in the Jobber’s Salesman contest. 


Your customers will welcome these two new Sterling Reflectors, because 
they mean extra sales and profits for them, too. Better control of light 
and greater efficiency is obtained with these Reflectors than is possible 
with Reflectors of the fluted, corrugated, or stippled types when Inside 
Frosted Lamps are involved. 


Send for copy of our big colored circular on Sterling Reflectors, 231 
and 233, also for other literature and information on the Sterling line. 


Reflector & Illuminating Co. 


ESTABLISHED 1912 
Manufacturers & Engineers 


1411 Jackson Blvd. CHICAGO, U.S. A. 





_— 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Another Splendid New Building Uses 


°Paranite for Protection 


“Ohey'll tell you out Los Angeles way that 
the new ROOSEVELT Building is the final syllable of 
the last word in modern building construction. And 
they’re just about right, too! 


So we are frankly proud of the fact that every foot of wire 
in this magnificent building—twelve stories and three base- 
ments—is PARANITE. Our compliments to Curlett & Beel- 
man, the Architects and engineers; and to the Newbery 
Electric Corporation, the Electragists. 





These modern-minded men know that there is a difference— 
a decided difference—in wire. And they are not content to 
risk their reputation on anything less than the best. 


Every roll of PARANITE rubber-covered insulated wire is 
backed by 37 years of experience and experiments. There is 
no better made anywhere—at any price. When you specify / 
PARANITE you really are buying protection. 
TI 
INDIANA RUBBER & INSULATED WIRE COMPANY fat 


JONESBORO, INDIANA De 


811 Marquette Bldg. 63 Vesey Street 
Chicago, Illinois New York City 
Western Representative 


H. F. Boardman Walter I. Ferguson & Company 
400 Hibernian Bldg., Los Angeles 208 Baltimore Bide. Kansas City, Mo. 


Warehouse stocks Dallas, Texas; Denver, Colorado 
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The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Three FRINK Diendiatts 


Marketed through legitimate jobbers only. Each embraces the high qualities 
of illumination and workmanship for which Frink has been noted since 1857. 
Gives a complete window lighting service. 











MULTILITE 





SILVERLITE SPOT-O-FLOD 











Multilite 


A CONTINUOUS trough reflector using reflectors built on the Silverlite principle, adaptable from 
60-watt to 200-watt lamps. Multilite reflectors come in units of 2 to 10 individual reflectors. 
They are wired and ready to install, eliminating cost of individual outlets. The unit construction gives 
far greater flexibility of light and color control and results in neater, more economical illumination. 
Described in our circular No. 79-B. 


Silverlite 


AY all-metal reflector susceptible to adjustment for filament foci for three different size lamps. This 
adjustment is made instantly because of the collapsible neck, and exclusive feature in Silverlite 
reflectors. No special holders are required. The reflectors fit the standard 31/4” holders used everywhere. 
Color screens can be attached without extra clamps, hooks, etc. Described in our circular No. 77. 


Spot-o-Flod 
A COMBINATION spot and flood light admitting of instant adjustment, without the use of tools, 
to any angle. The beam is controlled from a spot of 24 inches to flood of ten feet at a distance of 
10 ft. Color frame and screens come with each unit permit of individual color spot or flood of entire 
window. Described in circular No. 84. 


THE FRINK CO., Inc. 
Branches in All Principal Cities 10th Ave. and 24th St., New York 


The products of this comipany are entered in the prize contest for this month. A $25 





a 





prize will be awarded the salesman selling the greatest quantity during the month. 
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Insulators will win 
that prize for you 


(y= $25 prize is yours if you will push the sales of 


Hemingray insulators during August. 


Behind these products you will find a reputation for quality 
that is nation-wide. 


They are easy to sell. It simply rests with you to see how 
big a volume you can secure during the contest. Good luck 
and success to you. 


Their efficiency a They combine 
has been established the qualities of 


“o pee sine of durability, uniform- 
) satisfac- 

5 ee ee ity and low cost. 
tory service. 


Hemingray insulators are particularly suitable for all low and 
medium voltage lines ranging from 2300 to 15000 volts. 


They are immediately available for prompt shipment. 


ee eS eee 
HEMINGRAY GLASS COMPANY 


MUNCIE--IND. 
































The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman sellina the areatest quantity during the month. 
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In August, too, Prizes for the 
Sale of Square D Products 


August starts the second half of 
“The Jobber’s Salesman” Summer 
Sales Contest. To the jobber’s sales- 
man who sells the most Square D 
products in August there will be a 
cash prize of $25, with merchandise 


awards for others who push Square | 


D sales during the month, 

The entire Square D line is in- 
cluded under the terms of this con- 
test. Any sale of any Square D prod- 
uct by a jobber’s salesman who has 
been duly entered as a contestant by 
his sales manager will count to his 


credit. 


Are you taking full advantage of | 


this opportunity to put the Square D 
reputation to work for you, with 
prizes as a special reward? The 
Square D line is widely advertised, 
is everywhere favorably known— 
sales concentration on it is sure to 
bring results. 


A complete line of Square D 
switches is available to electrical job- 
bers—not only the domestic safety 
switch, but disconnect switches and 
other types for infrequent operation; 
switches for general industrial use; 
meter service switches, etc. 


There is likewise a large and grow- 
ing market for Square D power pan- 
els, convertible for 30-, 60- or 100- 
ampere fuses—a feature that in- 
stantly appeals to those responsible 
for electrical installations. 


And in connection with industrial 
sales, don’t forget the Square D Test- 
Jack panel, a standard convertible 
power panel with special features 
which permit plugging in to any cir- 


cuit without opening the panel door, | 


stopping machines or breaking the 
circuit in question. This Test-Jack 
feature is invaluable for current test- 
ing or for checking power factor. 


A tremendous market is also open 
for the Square-Duct wiring trough— 
the new method of carrying branch 
circuit and feeder wires. Square- 


Duct saves time and money in both | 


material and labor, and has an im- 
tense variety of applications. 


Make sure you are entered in the 
contest, for the July prizes are dup- 
licated in August. Push Square D 
and win a prize. Sell a leader—be a 


leader. ( Adv.) 
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~it’s a NAME 
that people buy 


Take inventory of the equipment of any factory or of 
the stock of any store! Makea list of things you wear or 
eat or use in your home! 


Names! Names! Names! Advertising, perhaps, has 
made them famous, but true quality and honest value 
have kept them entrenched in public favor. 


So it is with Square D — widely advertised in print for 
many years, but likewise kept before the public eye by 
the trade mark on more than 4,500,000 installations 
which have stood the acid test of time. 


People buy Square D by name because the Square D 
symbol has always meant quality and dependability, 
rightly priced. This earned confidence, which brought 
leadership to Square D in the Safety Switch industry, 
has naturally been extended to all Square D products— 
power panels, industrial switches, testers and other 
electrical control devices. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. 112 
BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 
Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis 


SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 











| 


ELECTRICAL EQUIPMENT 











| 





The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Circle T 


is in the contest again this year. 


There is a prize for all those who turn in a record. 

The cash prize augmented by @ to $50.00 will be awarded to the Jobber’s salesman 
who turns in the largest amount of orders in dollars and cents for Trumbull products 
during the month of August. 

Just as a suggestion, why not hit hard on some of the fast moving material which is 
in demand by those who know it. It is up to you to make these products known to 
those who have never had them brought to their attention. 


Here are a few suggestions! 


1. The old reliable, 4. Tumbler Switches. Page 27, 
but constantly im- Bulletin No. 7. 
proved type “A” line 2 Pole, 250 Volts, Flush or Sur- 
of Safety Switches, face mounting. 
having “quick make” 3 Pole, 600 Volts, Surface Type. 
and “quick break” For starting small motors or con- 
mechanism with inter- trolling heavy duty lighting cir- 
locking feature, listed cuits. 
and illustrated on pages 
12, 13, 14 and 15 of Tumbler Type 
Bulletin No. 7. 3 Pole 
Do not forget the 
“Snuf-Arc” is an exclu- 
sive feature and a won- 5. “E,W.” Switch. No. 
derful sales help on 600 5790. New Page 32, 
Volt Switches. Bulletin No. 7. 
2 .Pole, ‘e Blade, 
’ Single Fuse, Midget size, 
- 2eee .**e"" low in price. 
Switches, punched clip 
construction, “Quick 
Break.” See pages 46 
and 47 of Bulletin 
mp. 7. 
Can be furnished with 
neutral strap—now in 
wide demand. 6. Kappa Motor Start- 
ing Switch. No. 13644. 
New Page 52, Bulletin 
3. “R.M.” Type No. 7. 
Motor Starting 2 Pole, for use with pro- 
Switches. Pages tective cutout for starting 
22 and 23 of Bul- single phase motors. 
letin No. 7. 
Three Types 
1. Fusible (and 
No-Fuse). 
2. Short circuits 


fuses when 7. Residence Panel 


starting motor. Boards. Pa 
( ge 97 of Bulle- 
. For use with tin No. 7. 


orga Cut- 4 to 12 Circuits, Single 
: and Double Fusing. No. 
Note: The Two 3104—4 Circuit and No. 
Position Type is 3206—6 Circuit Panels are 
now made for of new design. 
“R. M.” Type 600 Volts. No. 104 


lf you will drop us a card we will be glad to send you information supplementing 
that given in Bulletin No. 7 on Switches in which you are interested. 


The Trumbull Electric Mfg. Co. 


New York Plainville, Conn. Chicago 


Boston San Francisco Philadelphia 
Jacksonville Atlanta Cincinnati 











The products of this company are entered in the prize cuntest for, this month. A $25 
prize will be awarded the salesman selling the greatest quantity durthg the month. 
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A Twenty-Five Dollar Prize— 
0) AD 


is waiting for the Jobber’s Sales- | 
man who sells the most Durabilt 
Products during August. | 


Everybody starts at scratch, so 
let’s go. You know how good Dur- 
abilt Products are. Your trade 
knows, too. They’ve been using 
them for years. Talk up the line 
and watch your sales figures climb. 


Who'll 

get 

0 the 
Money 

this 











— 











.+ DURABILT | 


PRODUCTS 


TUBULAR WOVEN FABRIC COMPANY :: PAWTUCKET, R. I. 





The products of this company. are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Sell the Complete Belden Line 
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Is complete 

Appeals to dealers 
Is packed in cartons 
Assures Big Sales 

Is well advertised 
Deliveries are good 


The time is ripe for big 
orders—LET’S GO! 


Belden Manufacturing Company 
2324-A S. Western Ave. Chicago, Ill. 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Price 
$10.00 Net 


See > 
ay 


that Reel 33. 


: 7 HAT’S the Hykon Double Unit 
Reel which is not only the greatest 
labor saver with which you can fur- 
nish your contractors, but also it is a 
ost profitable line for you to handle. 
rhe Hykon Double Unit Reel pulls 
wires No. 8 and smaller from the Reel 
either off top or bottom of roll— 
into conduit or in knob and tube work 
without tangle or  snarls—without 
the trouble and loss of time—straight- 
ening out wire. No twisting, buckling 
r binding. 


And the 
New Hykon 
Boring 
Machine 

















Price $25.00 Net 
T= Hykon Boring Machine is not | 


new. It has been the standard for 
ten years. It is from two to four 
times as fast as any other on the mar- 
ket and much easier to operate. One 


isy pull of the. strap and the bit 
volves five times. Adjustable to 
3% ft. 


Write for prices and discounts. You | 


vill find the margin of profit most at- 
active. 


“Ask the Men that use them”’ 


The Hykon Mfg. Co. 


Ohio 


Alliance 


~fyKon_— 


PRODUCTS 








| anthem of injured innocence. 


Guilty Or Not Guilty 


(Continued from page 14) 
ness and restore peace, is surely 100% 
loyalty. 
An actual instance of this sort took 
place recently. A jobber’s salesman, 


accompanied by his sales manager, 
walked in on a customer at the psy- 
chological moment—when he was in 


the midst of a tirade against their 


house. This man, unlike most modest 
business people, was accustomed to 
public speaking, and when he recog- 
nized the salesman, he stepped on the 
gas, rising to new heights of slander. 

By the time the “Persecuting At- 
torney” ran out of wind, the sales 
manager was running a temperature; 
his goat was backing up and shaking 
its horns wickedly. Now the sales- 
man knew this customer well, and had 
his regular dose of sweet-oil ready in 
But, before he 


the sales manager 


the spoon. could in- 


gerabbed 


tervene, g 
the floor and, needless to say, his de- 
fense was a classic. It was a pealing 
Into it 
were blended the clarion challenge of 
Patrick Henry, the subtle pathos of 
Clarence Darrow and the pitiless sar- 
casm of Cataline hurling defiance in 
the teeth of the Roman Senate. 

It was magnificent, but it was not 
salesmanship. Yet the sales manager 


was highly pleased with himself. 
After they had arisen from the side- 
walk, dusted themselves off and fished 
their brief-cases out of the gutter, he 
“Well, anyhow, I 


old boll-weevil 


said triumphantly: 
told that 
about cotton, didn’t I?” 


something 
“Yes,” re- 
plied the salesman sadly, “and what 
did it get us? We lost his business 
and I got a nice shiner to explain. 
That bird has talked like that since he 
was a wireman’s helper, but he always 
came across with the order just the 
same. Now it will be a long time 
before he puts his John Hancock on 
Why the hell 


couldn't you yes him along till we got 


one of my meal-tickets. 


his order and then tell him that stuff 
in a letter?” 

Yes, the salesman is on trial every 
day. To win verdicts he must have a 
deep knowledge of human nature. He 
must be logical or illogical, hard- 
boiled or meek, brutally frank or slyiy 
diplomatic, according to the mental 
slant of each Judge Customer. His 
success and that of his house depend 
on his personality and strategy. 

May the verdict always be “Not 
Guilty.” 








Just a few 
of them — 


“Youngstown- 
Buckeye”’ 
Installations 


General Motors Bldg., New 
York 

New Stevens Hotel, Chicago 

Salmon Tower Bldg., New 
York 

Roxy Theatre, New York 

New Statler Hotel, Boston 


The Breakers Hotel, Palm 
Beach 
Park Central Apartment 


Hotel, New York 
Detroit-Leland 

Detroit 

Ohio Bell Telephone 
Cleveland 

Nassau Bank Bldg., Brooklyn 

Hilltop Manor Apartments, 
Washington 

The Jonathan 
Angeles 

Marott Hotel, Indianapolis 

New Masonic Temple, New 
Orleans 

Hotel Orndorff, El Paso 


New Hotel, 


Bldg., 


Club, Los 


Lefcourt-State Bldg., New 
York 
The New Perrine Bldg., 


Oklahoma City 

Balboa Theatre, San Diego 

Mission Beach Bath House, 
San Diego 

Robinson’s Department 
Store, Los Angeles 

Textile Center Bldg., San 
Francisco 

Ambassador Theatre and Of- 
fice Bldg., St. Louis 

Municipal Market, St. Louis 

Windermere Apartment 
Hotel, New York 

Oliver Cromwell Bldg., New 
York 

U. S. Mint, San Francisco 

Book-Cadillac Hotel, Detroit 

3iltmore Hotel, Los Angeles 


Temple of The Scottish Rite, 
Washington 

Union Trust Bldg., Cleveland 

Federal Bank 
City 


Bldg., Kansas 





The Youngstown Sheet 


and Tube Company 


Youngstown, Ohio 
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McGraw’s Radio Conference 
Manager H., H. Morehouse, of the 
MeGraw Electric Appliance Co., St. 
Louis, Mo., staged a sales meeting on 
Friday and Saturday, July 8 and 9, 
The 


purpose was to make careful prepara- 


all salesmen attending. main 
tion for the coming big radio season. 
Policies were outlined, methods dis- 
cussed and plans made to get an un- 
usually early start. 
Incidentally, Mr. 
nounced the appointment of his com- 
distributors of 


Morehouse _ an- 


pany as_ exclusive 
Freed-Eisemann products in St. Louis. 
Another new line recently acquired is 
the “Phileo” socket power. 

In the matter of catalogs, McGraw 
is stepping high, wide and handsome. 
The latest edition of the company’s 
official price bulletin was much im- 
proved by the personal attention of 
Messrs. Morehouse and Borntraeger. 
It is of generous size, 814 by 11 ins., 
contains 54 pages, and the arrange- 
is the kind that leads the cus- 
tomer from the beginning of a wiring 


ment 


job on through the closely related 
items to the specialties and appli- 
ances. It is on fine paper and hand- 
some in appearance. 

Not to be outdone, John Boos, ra- 


dio manager, is compiling a separate 
radio catalog which will do ample 
justice to the complete lines carried. 
This will come out in August. 


* * * 


Suggestions on Power Unit 
Servicing 

One of the manufacturers of rec- 
tifying units has these practical sug- 
gestions to make regarding power 
units. 

Testing: 
ty of broken 
short-circuited 
ponents should be tested before as- 
The test may be made with 


To prevent the possibili- 


down condensers and 


resistors, these com- 
sembly. 
a telephone receiver and dry cell, con- 
nected in series, with the two free 
leads touched to condenser or resis- 
tor terminals. A good condenser will 
give a fairly loud click the first few 
times the test terminals are applied, 
after which the click will grow faint- 
er. In the smaller capacities, the click 
is soon rendered inaudible. Short-cir- 
cuited condensers will be detected by 
a loud click time the test ter- 
minals are applied. Short-circuited 


each 
resistors will provide an excessively 
loud click, which may be as loud as 
when the test terminals are touched 


together. In the case of a shorted 
variable resistor, the click will re 
main excessively loud at all settings 
Some tubes, in conjunction with 
their associated equipment, are caja 
ble of delivering a high-voltage, wit, 
enough power to give a disagreeable 
shock. Therefore, when working on 
the B-power unit or the radio receiver 
to which it is connected, the 110-yolt 
current should first be disconnected 
It is also good practice to discharg 
the condensers by shorting the ter 
minals of the B-power unit after tle 
110-volt supply been 
nected. In this way there is no dan 


has discon 
ger of shock. 

Do not overload the tube. An ex 
cessive transformer voltage or a shir! 
circuited resistor or condenser will 
materially shorten the life by impos 
ing the wear and tear of months upon 
the tube in as many minutes. Ther 
is little danger of applying an exces 
sive output load under normal operat 
ing conditions, since a good rectifying 
tube of proper capacity will safely 
operate a radio receiver with as man) 
as 12 tubes, including a large power 
tube, provided the proper C-batter) 
grid bias is employed. 

Always light the filaments of the 





During the R. M. A. Trade Show recently held in Chicago, 
Cunningham, Inc., were particularly thoughtful of their 
distributors and among other things gave them a banquet at 
Among the many distributors at this affair 
there were a number of well-known electrical jobbers some of 
Spiegel, protective Elec- 
trical Supply Co., Ft. Wayne, Ind.; (2) Max L. Haas, Haas 
Electric Sales Co., Cleveland; (3) Arthur Alter, Harry Alter, — F. 


E. T. 
the Palmer House. 


whom are presented above: (1) A. C. 


land; 


Inc., Chicago; ((4) Arthur H. Burdick, Metropolitan Electrica! 
Supply Co., Chicago; (5) F. A. Wiebe, Brown & Hall Supply Co., 
St. Louis; (6) I. Goldhammer, Haas Electric Sales Co., Cleve 
(7) Sol. Mandel, Metropolitan Electrical Supply Co. 
Chicago; (8) Harry Alter, Harry Alter, Inc., Chicago; (9) 
Kugene Rumsey, Rumsey Electrical Supply Co., Philadelphia: 
(10) Jack Brindley, W. A. Roosevelt Co., La Crosse, Wis.; (1!) 
S. Hornung, Sampson Electric Co., Chicago. 
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J TUBES 


are built in one of the 


greatest radio research 


laboratories the world 
has ever known— 


. very process and material used in thei 
Since 1915-- manufacture has been developed or passed 
the exacting tests of this world-renowned 

research organization. That is the secret 


Standard for All Sets of the in-built quality of Cunningham Radio 


Tubes. 


The prestige of Cunningham Radio Tubes, 
based on their recognized high quality, has 
been enhanced by a consistent, advertising 
and merchandising campaign, faithfully ad 
hered to throughout the years of develop 
ment and growth. This prestige is the 
consumer's guarantee of quality merchan 
dise and the dealer's and jobber’s assurance 
of quantity sales, honest profit with con 
sumer satisfaction. 


This is another Cunningham vear. 


E. T. CUNNINGHAM, Inc. 


New York Chicago San Francisco 
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When the 
Greatest 


Re} Show in 
‘ll History thrills \S, 
vy theWorld 












“Nous 


prvorres el 











Prices slightly higher 
west of the 
Rocky Mountains 
















| The | BAN DBOX 


6 tube Receiver 


a »wn frosted: Crystalline finish 
Bronze Esc 


*55 














These approved cabinets have been selected 
by Powel Crosley, Jr., as ideal consoles, 
acoustically and mechanically, for the in- 
stallation of the Crosley “B AN DBOX”. 
Genuine Musicones built in. Crosley deal- 
ers secure them from their jobbers through 
H. T ROBERTS CO., 
914 S. Michigan Ave., Chicago, Ill 
Sales Agents for 
Approved Console Factories: 

SHOWERS BROTHERS COMPANY 

THE WOLF MFG INDUSTRIES 
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IMPROVED MUSICON!S 


Although Musicones impr 


the reception of any radi 
they are perfect athnitic 


finish, beauty and repr 


tuctive effectiveness for Cr 


ley Radios. A new mid 


built in the form of a Coli 


Tilt-Table with brown ma 
hogany finish, stands 3 {cet 


high. Price $27.50. 


16-Inch Super Musico: 
(As pictured with Band! 
$12.75 


12-Inch Ultra Musicone 
$9.75 
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The ‘‘BANDBOX’’—a phenomenal Crosley radio receiver for the complete 
enjoyment of the 1927-28 Radio Season! 


] 


| 
| 


t court decisions which clarified 
io patent situation have paved 
y for, still greater Crosley 


i 
hs 


completely available to Cros- 
ind amplifying Crosley suprem- 

fullest measure, are the enor- 
resources, great discoveries and 
embodied in patents of 


e Crosley Radio Corporation. 
» Radio Corp. of America. 

f ; Wealiumamas Co. 

e General Electric Co. 

e American Telephone & Tele- 

} h Co. 

e Hazeltine Corporation. 

e Latour Corporation. 


which Crosley is now licensed 
nulacture, 


ire the seven big things which 
nt radio’s greatest advance- 
brought together by Crosley 
mbined with the experience, 
production method and leader- 
f the Crosley organization. 
mder a waiting radio world 
unces the “Bandbox” at the 
cedented | rice of $55, Crosley’s 
1ount achievement. 


Bandbox is Shielded 


Radio coils are surrounded 
by magnetic fields simi- 
lar in every respect to the 
magnetic field around the 
S) earth that moves the 
- necdle of a compass but 
d radio coils these fields make 
nees of themselves by feeding 
on each other. Heretofore it 
een customary to 

ineficient coils 
inefhcient fields to J 
nt such feeding .* 

The Crosley 
ibox incorporates 


alata 


315 


er shields around each coil to 


nt such feeding back. The 
consequently can be made and 


are very much more effi- 
cient. The amplification 
of the receiver is, there- 
fore, much higher—the 
sensitivity is greatly in- 
- creased. Condensers are 
also completely shielded from each 
other in separate metal compart- 


ments. Hitherto, only : 
orl 





Heenegenenevegengornnt 


high priced sets have 
enjoyed this super 
radio advantage. 


There Is No Oscillation 


The Bandbox employs 
completely balanced or 
neutralized radio fre- 
quency stages to pre- 





vent oscillation, instead of the com- 
mon form of losser method. More 
costly, to be sure, but extremely 
necessary in achieving such results 
as are obtained by this marvel of 
radio reception. 


For Sharpness--The Acuminators 


sandbox” acuminat- \ eel 
ors enable “fishers” for ~~ 
distant stations to 
bring them indoud and < 

clear. As powerful telescopes mag- 
nify distant scenes, acuminators in- 
crease the volume of far-a-way signals 
so they seem like local programs. 


Volume Control 


a This is another big “Band- 
‘ a. box” feature which permits 


bo ll full brass band power for 


lance 


those who want their 
js notes strong and loud. For 
ie others, it cuts volume down 
to a soft and gentle 
murmur, without dis- , = 
tortion. 


Wa 
| 


Illuminated Dial 


A Master Station Selector has an 
illuminated dial for easy reading in 
shadowy corners.- A single knob 


permits full tuning for 
ordinary reception of local, Sp 
nearby and super-powered 
stations. 


Installation Simplified 


; A woven cable, con- 
if taining vari-colored 
oO rubber covered leads 
7 makes installation and 
hook-up easy for the veriest novice. 
No waiting for the radio service man 
should the batteries be changed. 


> 


Easily Adapted to Consoles 
Simply remove screws 

in escutcheon and in YY ~ SL x) 
base of set. Lift off ~~ — 
metal case. Chassis now stands 
ready for installation in console cab- 
inet. Grecing in console cabinet 
permits control shafts to protrude. 
Escutcheon screws in place and — 
Presto! the console radio is complete. 


For AC Operation a special Band- 


box is ay ailable at $65.0 ired Spec l lly 


for use with the Crosley Power Con- 
verter at $00. This special Bandbox 
utilizes the new R.C.A. AC ran 
which have made the operation of ra- 


dio receivers direct from house current 
so simple,- efficient and dependable. 
The first threé tubes em- 

ployed in the A C model are 

UX 226. These go into the 
radio frequency sockets. The ‘4 
detector tube is UY 227, with ‘A 





Crosley Radio 


is heensed 


Ree 


Crosley recommends the use of five 
power tube, or Cunn smn BY 
standard tube prices, with ¢ac 


indirectly heated emitter. 
Another UX 226 is used in _¢ 
the first audio stage. Raw ( (7 
A C current heats the fila- |{5/ 


ment of all UX 226 tubes. ey 
Power tube UX I71 is in the ‘ww 
last audio socket. This 
makes the “‘dog houses” 
rumble sonorously and 
the bass drums deeply 
boom. 





The Power Converter 


The power converter 
which smooths the al- 
ternating current is a 
marvel of engineering 
ingenuity. Only half 
J \ the size of an ordinary 

a “A” storage battery, 
it sup plies the required 
A, B and C currents, 


without hum. Fin- 
eo fA: shed in brown frosted 
om — lline. 


(ay 
here are models for 
2 and 60 cycle cur- 


rent. A snap switch shuts down the 
set and power converter completely. 











Price of Power Converter—$60 


You owe it to yourself to see the 
“Bandbox” and listen to its remark- 
able performance. If you cannot 
easily locate the nearest Crosley 
dealer, his name and address will be 
supplied on request. Write Dept. 64 
Suppiled on request. t Jept. . 


THE CROSLEY 
RADIO 
per siya CORPORATION 
Radw Amateur, Powel Crosley, 
Experimental Jr., Pre 
and Br adic ast Cincinnate O. 
cpu 


201-A Radi trons and one UX17 é 
1 hich are fu ved 
Bandbox. While R ar tron UX-I t 





is 18U—volt tube, it gives a auaal r perturmance for 135-volt “B” batteries, 
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Greatest |.) Py Np fe oe ear 
Show in |. 2" "s iol eR 
History thrills (6,40 : 
the World 





IMPROVED MUSICON!S 
Prices slightly higher 


west of the 4 © Be -_ Although Musicones impr 
Rocky Mountains 4 phy ; . <. the reception of any radi 
, ms : they are perfect athnitic 

finish, beauty and repro- 
tuctive effectiveness for Cr 
ley Radios. A new mid 
built in the form of a Coli 
Tilt-Table with brown m 
hogany finish, stands 3 feet 
high. Price $27.50. 


16-Inch Super Musicon 
(As pictured with Bandb»x) 
$12.75 


12-Inch Ultra Musicone 
$9.75 


=| Jhe BANDBOX $55 


A 6 tube Receiver 


Brown frosted: Crystalline finish- 
sror tcheon. 


These approved cabinets have been selected 
by Powel Crosley, Jr., as ideal consoles, 
acoustically and mechanically, for the in- 
stallation of the Crosley “BANDBOX”. 
Genuine Musicones built in. Crosley deal- 
ers secure them from their jobbers through 
H. T ROBERTS CO., 
914 S. Michigan Ave., Chicago, IIl 
Sales Agents for 
Approved Console Factories: 

SHOWERS BROTHERS COMPANY 

THE WOLF MFG INDUSTRIES 
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The ‘‘BANDBOX’’—a phenomenal Crosley radio receiver for the complete 
enjoyment of the 1927-28 Radio Season! 


\ t court decisions which clarified 
io patent situation have paved 
vay for, still greater Crosley 


nhe 


completely available to Cros- 

id amplifying Crosley suprem- 

fullest measure, are the enor- 
resources, great discoveries and 
embodied in patents of 


e Crosley Radio Corporation. 

e Radio Corp. of America. 

e Westinghouse Co. 

e General Electric Co. 
\merican Telephone & Tele- 

iph Co. 

he Hazeltine Corporation. 

lhe Latour Corporation. 


which Crosley is now licensed 
nutacture. 


ire the seven big things which 
nt radio’s greatest advance- 
brought together by Crosley 
om bined with the expe rie nce, 
roduction method and leader- 
of the Crosley organization. 
onder a waiting radio world 
unces the “Bandbox” at the 
cedented price of $55, Crosley’s 
yunt achievement. 


The Bandbox is Shielded 


Radio coils are surrounded 
by magnetic fields simi- 
lar in every respect to the 
magnetic field around the 
carth that moves the 
= needle of a compass but 
d radio coils these fields make 
nees of themselves by feeding 
on each other. Heretofore it 
been Customary to 
inefhcient coils " 
inefhicient fields to J 
nt such feeding .* 
The Crosley 
ibox incorporates 
shields around each coil to 
nt such back. The 
consequently can be made and 


| 


| 


— gata 


| 


1315 


feeding 


are very much more effi- 
cient. The amplification 
of the receiver is, there- 
fore, much higher—the 
sensitivity is greatly in- 
creased. Condensers are 
also completely shielded from each 
other in separate metal compart- 
ments. Hitherto, only 
high priced sets have 
iatoved this super [— » vl 


radio advantage. 





There Is No Oscillation 


The Bandbox employs 
completely balanced or 
I@ neutralized radio fre- 
* quency stages to pre- 
vent oscillation, instead of the com- 
mon form of losser method. More 
costly, to be sure, but extremely 
in achieving such results 
this marvel of 





necessary 
as are obtained by 
radio reception. 


For Sharpness--The Acuminators 


‘ Sandbox” acuminat= a 
ors enable “fishers” for — 
distant stations to 
bring them indoud and 
clear. As powerful telescopes mag- 
nify ¢ listant scenes, 
crease the volume of far-a-way signals 
so they seem like local programs. 


-y 


acuminators in- 


Volume Control 
a This is another big “*Band- 
<¢m™m_. box’’ feature which permits 
— 
YA full brass band power for 
. those who want their dance 
js notes strong and loud. For 
ie others, it cuts volume down 
to a soft and gentle 
murmur, without dis- _ i 
tortion. 


LL | 


Illuminated Dial 


A Master Station Selector has an 
illuminated dial for easy reading in 
shadowy corners.- A single knob 


permits full tuning for 
ordinary reception of local, 
nearby and super-powered 
stations. 


ee? 





Installation Simplified 


A woven cable, con- 
taining vari-colored 
rubber covered leads 
makes installation and 
hook-up easy for the veriest novice. 
No waiting for the radio service man, 
should the batteries be changed. 





Easily Adapted to Consoles 
Simply remove screws ] 

in escutcheon and in” \y * <p 
base of set. Lift off D-H 
metal case. Chassis now stands 
ready for installation in console cab- 
inet. Opening in console cabinet 
permits control shafts to protrude. 
Escutcheon screws in place and — 


Presto! the console radio is complete. 


For AC Operation a special Ban 
box 1s av ailable at $65, wired Spec ially 
for use with the Crosley Power Con- 
verter at $00. This special Bandbox 
R.C.A. AC tubc 

» the operation of ra- 
dio receivers direct from house current 


utilizes the new 
which have mac 


so simple,-eficient and dependable. 
The first three tubes em- 
ployed in the A C model are 
UX 226. These go into the le 
radio frequency sockets. The ‘+ 
detector tube is UY 227, with ‘ot 


Crosley Radio 


Reception 

Crosley recommends the use of five 
power tube, or C ey @ | 
standard tube prices, with each 
as 18U-volt tube, it gives a superwr pe 


indirectly heated emitter. 
Another UX 226 is used in 
the first audio stage. Raw f 
A C current heats the fila- \f 
ment of all UX 226 tubes. lay) 
Power tube UX 171 is in the Ss 
last audio socket. This 
makes the “dog houses” 
rumble sonorously and 
the bass drums deeply 
boom. 





The Power Converter 


The power converter 
which smooths the al- 
ternating current is a 
marvel of engineering 
ingenuity. Only half 
J\ the size of an ordinary 
eo “A” storage battery, 
it supplies the required 
A, B and C currents, 
without hum. Fin- 
o ta: shed in brown frosted 

Sa ke stalline. — 
icre are models or 
25 and 60 cycle cur- 
rent. A snap switch 
set and power converter completely. 











shuts down the 


Price of Power Converter—$60 


You owe it to yourself to see the 
“Bandbox” and listen to its remark- 
able performance. If you cannot 
locate the nearest Crosley 
; will be 


easily 
dealer, his name and addre 
upplied on request. Write Dept. 64. 


THE CRO! LEY 
CORPORATION 
Powel Crosley, 
Ir., Pre 
Cincinnate O. 


201-A Radiotrons nt oe 
valents which are i at 
Band x. While Rad oct X-17i 
aance for 135-volt “B” batteries, 
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New Radio Products, Illustrated 





The Aristocrat Corp. of America, 
115 W. 23rd St., New York is manu- 
facturing the speaker shown above. 
It is a combination of lamp and sil- 
ver-toned loud speaker. ‘The shade 
casts through its crackle-parchment a 
soft light. It is furnished complete 
with 20 feet of silk radio cord and 8 
feet of lamp cord. The bowl is made 
of “Fulper” pottery. 


The Sonatron Tube Co., 108 W. 
Lake St., Chicago, has announced its 
new type 216-B_ half-wave rectifier 
for “B” eliminators. Its filament 
voltage is 6 to 8 volts—7.5 average; 
filament amperage 1.25; A. C. input, 
550 volts (RMS), and D. C. output, 
65 mils. 














The All-American Radio Corp., 

















The Amoroso Mfg. Co., Boston, 
Mass., is manufacturing the aerial kit 
shown above. It-contains all the nec- 
essary parts needed in constructing 
an aerial. It is furnished in two 
types,—A and B. The “Nifty” ground 


clamp also made by this company re- 
quires no tools or solder. It is made 
of tinned copper and brass and is ad- 
‘justable from ¥/, to 118 inches. The 
thumb screw bores to a positive con- 
tact. 


The “A & B” socket power unit il- 
lustrated is made by the Acme Elec. 
& Mfg. Co. 1444 Hamilton Ave., 
Cleveland, O. The type AB-1 has a 
“B” power supply of 40 mills at 150 
volts and wili handle 6 to 8 tube 
sets and Radiolas. It consists of a 
six volt 40 amp. hour storage bat- 
tery; “B” power supply unit; two 
rate trickle charger and automatic 
central switch enclosed in an attrac- 
tive lacquered case. Bulbs, cords, 
and sockets included. The type AB-2 
is similar except that it is recom- 
mended for any number of tubes, has 
the BE-60 eliminator and three con- 
trols. 


Chicago is manufacturing the new 
reproducer shown above. The trans- 
former-like case at the lower left 
contains the filter. All metal case 
and unit adjustment screw are addi- 
tional features. 


— 
‘Y 





The Vesta Battery Corp., 2100 In- 
diana Ave., Chicago, announce a dry 
trickle charger, under the Vertrex 
patents. The operation of this charg- 
er rectifies through the medium of 
two dissimilar metals, the elements 
being aluminum and copper sulphite 
discs. The low charging rate is .5 
and the high 11, ampere. It uses the 
full wave for rectification. 











Here is illus- 
trated the meth- 
od of basement 
installation of 
the motor gen- 
erator set 
designed to 
eliminate all ra- 
dio batteries. 
It is manufac- 
tured by the 
Day-Fan_ Elec- 
tric Co., Day- 
ton, O. 


ae 
AB VATE 1} Mi Ae 


POWER CABLE = 
To RADIO GET —— 


GAOCVNOD wIRE—e 
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CAT. NO.4a50 


BAT. — BAT. 












$13.50 FRANCE oe 


{without relay switch 
ir5 volt 50-60 Cycle 


{25 Cycle $1.50 Add’l.} 


AC Vous 1I5 50-60CycLES 


FOR 6 VOLT BATTERY 


[AC.inpuT-warts] 12 | 15 [ae 


[D.C OUTPUT-AMPS | 22 [341i 


THE FRANCE MANUFACTURING Co. 
CLEVELAND OHIO 
Y AMP. MADE IN U.S.A, 4 AM 












P. 


WO Models—one sf relay switch, the _ sets. Setowners say it is right. Whoknows better? 


other without. A dry disc rectifier. 





Life? A common report, “Five thousand hours 
France believes in three speeds. A single speed and still going strong”—anything less 
will meetsome conditions; two,most conditions sounds ridiculous. 


but three will meet all—14 — 34 and ; 

114 amperes. Flexible! Three speeds! Meets all 
demands regardless of number of 

tubes, long hours of reception and 

capacity of battery. A battery 

simply can’t go down. 


Not a sensational new discovery. 
Just new to the trade. 


Not an experiment. Released after 
more than two years exhaustive 
research. Laboratory tests are more 


Jobbers — it is a proven product. 
than satisfactory. 


Standard discounts. Deliveries 
Several thousand inactualserviceon France Automatic Trickler August 15th, Samples now. 
with relay switch 


THE FRANCE MANUFACTURING COMPANY .: 10323 Berea Rd., Cleveland, Ohio 


Since 1913 manufacturcrs of highest grade battery charging equipment 


AA. 















aa 
vy, 


















115 volt 50-60 Cycle 


| 
{with relay switch} | 
{25 Cycle $1.50 Add’|} 
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New Radio Products, Illustrated 





The Valley “A” socket power elit 
inates the wet storage battery. | 
requires no charging and connects d 
rectly to the house lighting circui! 
It will operate the radio set ani 
all other accessories from one switc! 
It provides power for any radio r 
gardless of size. This unit emplo 
a stout metal Raytheon cartridge. |t 
is a new principle of “A” Socket 
Power and_ delivers permanent, 
steady, uniform current. The Valle) 
Electric Co., St. Louis, are the manu 
facturers. 


Announcement is made by Grigsby-Grunow-Hinds Co., Chicago, 
of its new models for 1927-28. The “Majestic A” current supply is 
a dry unit having no acids or liquids. It has an output of 2% 
amp. at 6 volts. It has a regulating voltage rheostat and a cutout 
to prevent excessive voltage. A new type “Majestic B” has been 
placed on the market. Left (above) it is illustrated. On the right 
(above) is the “A” and “B” connected together to furnish com- 
plete “A” and “B” current supply. On the left is the “Majestic 
Super-Power B” rectifier tube which is standard equipment on each 
“Majestic” unit. 











The No. 1031-R radio motor-gen- 
erator set, manufactured by the Bo- 
dine Electric Co., 2254 W. Ohio St., 
Chicago, is designed to furnish 60 
cycle alternating current for the op- 
eration of A. C. radio sets and de- 
vices in localities where only direct 
current is available. The machine 
consists of a direct current motor 
coupled directly to a 60 cycle alter- The Utah “Standard” is furnished 
nating generator. The output of the with a 12 in. horn. The “Junior” has 
generator is 250 watt which is ample an 11 in. horn. The Utah Radio 
to operate any radio set or any radio Products Co., Chicago, are the manu 
and phonograph combination. facturers. 














The Central Radio Laboratories, 16 
Keefe Ave., Milwaukee, Wis., has an- 
nounced its new “Centralab” poten- 
. rt lod $ sc ~ 

This is one of the four models, all Cometer. The 175 ohm unit is used 
cones, announced by the Boudette ad argv tye — pp Fg 
Mfg ‘Co Chelsea, Mass. It is called = ‘A-B-C * alatoa! circuits ; the 250 
Pp rien derma eee a ohm unit will provide two variable 
the “Senior” and is for table use and taps for 67 volts, and intermediate 
is also availaple in wall _and floor- voltage in “B” output of the new 
standard designs. There is also the Raytheon “A-B-C” power circuit; the 
Junior Model. Each incorporates the 2,000 ohm unit provides two variable 

Sonochorde” actuating unit, with “C” biases in “B” power circuits, and 
wine red colored fronts of silk, pro- two 6,000 ohm units connected in se- 
tected backs and mahogany finish ries across the output of a “B” filter, 
frames, provide four variable output voltage 
taps. 
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the Right “B” Socket Power 


RACTICALLY every set has its 
own particular “B” power re- 
quirements. Unless these are met 
exactly, the radio owner will not 
get full benefit of improved tone 
quality from Light-Socket power. 


No matter what set a Sterling 
Power Unit is operating, positive 
adjustment enables every tube to 
receive its correct voltage. The 
low voltage of peanut tubes, the 
heavy drain pulled by the 112 
and 171 Power tubes—all are 
accommodated to a nicety by 
Sterling Power Units. 


Sterling Power Units employ 
the Raytheon BH tube. These 
units are priced from $28.50 to 
$53.50 — a model for every class 
of trade. Model RT-41 is ex- 
pressly designed for Radiolas. 
It uses UX213 type tube and is 
priced at $27.00. 


Decide now to handle the 
Power Unit line that really does 
fulfill its promise for profitable 
sales without comeback, without 
after-sales servicing. 


A post card to us will bring 
you trade information. 














THE STERLING MANUFACTURING CO., 2831 Prospect Ave., Cleveland, Ohio 


terling “BRB” Power Units 


R-81 “‘B” Power 


for 3 to 8 tube sets in- 
cluding power tube. 
Output at 35 mils. is 
150 volts. All three 
voltages Detector, 
Medium and High are 
adjustable within 
wide limits. On and 
Off switch. List Price: 
including Raytheon 
BH tube, $28.50. 








AISREN IRIE 





RT-41 “*B”’ Power 


for Radiolas and sets 
usingupto 5 large 
tubes. tput at 25 
mils. is 130 volts. De- 
tector, Medium and 
High voltages adjust- 
able within wide 
limits. List Price: in- 
cluding UX 213 tube 
27.00. 


R-97 “B-C”’ Power —the Extra Heavy Duty Model, $53.50 complete. 








R-98 **B-C”’ Power 


A Universal “‘B-C”’ model 
for high class sets. Will 
not hum at 100 mils. 
Has four “B+”’ voltages, 
two of which are inde- 
pendently variable. All 
four voltages are var- 
iable through primary 
control. Variable High 
“C’’ voltage. On and Off 
switch. List Price: includ- 
ing BH Raytheon tube, 
$38.00. 
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The New Trimm 
Cones are Going 
Over Big! 





No. 38 






No. 28 Concerto 
Concerto Grande 
14” Cone §& 17” Cone 
A Speaker A Big Value 

Ve at 


Sensation at Yj 
\ A Medium Price 


‘16.00 


Get these new cones to your dealers quickly. They are going big 
right now and they have only been out a few weeks. They bring 
to radio entertainment a new standard of enjoyment. Built on 
the balanced armature principle. Particularly well adapted for 
operation with semi-power and power tubes. Will take the high- 
er voltages and maximum amplification without blasting or dis- 
tortion and reproduce with utmost fidelity the high notes as well 
as the low. 

The edge of the cone is fully protected. The unit is ruggedly 
built, of ample proportions, and all parts are rust-proofed before 
assembly. The unit is equipped with handy handle, and the cone 
may be used upright on the ornamental base, suspended from 
the wall, inserted in velvet or tapestry picture frame or installed 
in console. 





You can tell your dealers that Trimm 
Quality Reproducers have always made 
money for them. Trimm Horns and 
Headsets have been well known for cus- 
tomer satisfaction, quick turn-over and 
sustained profits. Write today for full 
information. 


TRIMM 


RADIO MANUFACTURING 





COMPANY, 

a 847 W Harrison St. 
Rear View Showing CHIGAGO 
Handy Handle a... a 





Cones, Horns, Headsets, Phonodapters, Units 





_ the B-power unit is safely dissipat: 





receiver before turning on the B- 
power, and turn off the B-power }.- 
fore turning off the filaments. |; j, 
only when the receiver tube filam): 
are turned on that the energy from 


1. 
Otherwise, added strain is throw), oy 
the B-power unit as well as on the 
receiver tubes, resulting in shortening 
the life of the equipment, and ¢\«1 
causing serious breakdown. An auito- 
matic relay switch may be used for 
shutting off B-power supply and ti|a- 
ment current in a safe manner. 

There are few elements to caus 
trouble in the radio power unit. Mor 
often the trouble is to be found in t}y 
associated receiver. However, whien 
genuine trouble does develop, it may 
be readily located and remedied. 

If the cause, through a process of 
elimination, is found to be in the radio 
power unit, then the following sug 
gestions may be considered. How 
ever, as often as not the trouble is 
primarily in the receiver itself, or in 
the wiring between receiver and b- 
power supply. Sometimes when a B 


power unit is connected to a receiver 
where the grids of the amplifying 
tubes are not biased with a C-batter) 
the high voltage may soon paralyze 
the tubes. This may be remedied by) 
inserting proper values of C-batter) 
for each tube. 

No voltage at given tap: The log 
ical place to begin the hunt for trou 
ble in a radio power unit is at thi 
resistor bank and then work back 
wards through the filter, rectifier tub 
and finally the transformer. It is as 
sumed, of course, that the 110-volt a! 
ternating current is known to be flow 
ing through the transformer, and thiat 


| the rectifier tube is not visibly dam 


| aged in any way. 


An open-circuited or burnt-out r 
sistor will result in no voltage from 
the tap in controls. If the 10,000 
ohm fixed resistor becomes open, i! 
the case of the B-power unit, the d 
tector voltage will immediately in 
crease so that in the tuned radio- 
frequency receiver the signal strengt!! 
will be greatly diminished, while in 
the regenerative receiver there will |» 
constant oscillation. 

The simplest method to locat 
defective resistor is by means ot 
high-resistance voltmeter, connected 
to each tap in turn. In fact, this 
device is essential in adjusting } 
power voltages to any receiver, |! 
place of the cut-and-try method. !» 
the absence of this device, a 15-watt. 









\ 
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everything to assure profits 


—highest quality in the tubes. 
—made in our own plant, America’s 
largest devoted exclusively to radio 
tubes. 





Registered Trade 
Mark, symbolic of 


pray rege gery” 
ability of Gold 
Seal Radio Tubes 


Gold Seal 


Radio Tubes 


ALL STANDARD TYPES 


GOLD SEAL ELECTRICAL Co. 


—with a guarantee that really protects 
the jobber ahd dealer. | 


—backed by aggressive national adver- 
ising, effective displays and aids to 
ic attention. 


om 


(dt) 





B INCORPORATED Type GSX-201a 
) VE Type GSX-171 Type GSX-213—Rectifiertube, The populargeneralpur- 
250 PARK A NUE, NEW YORK High powertubesforuse designed to accomplish full posetype,for amplifieror 
Jobbers—some valuable territory still open. inlast stageofaudioam- waverectificationofalternat- detector. Long life and 
1) Write for details of our attractive proposition. plificationgiveincreased ing current (a.c.) to direct high efficiency. 


volume. List price $4.50 current (d.c.) List price $5.00 List price $1.75 ® 
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No. 100 
Standard 
for 
RCA 
Model 
No. 100 
Speaker 


List 
$10.50 


Pat. applied for 





Metropolitan & Morgan Aves. 


Works: Robt. Findlay Mfg. Co. 


No. One 
of the 

Big 

—and here’s your story 


to radio dealers about it. 


HERE are approximately 400,000 RCA 

Model 100 speakers in the homes of the 
public. Every possessor of one of these speak- 
ers will enthusiastically greet the opportunity of 
mounting it on the Wahle radio loud speaker 
standard, especially designed for the purpose, as 
illustrated. 


in 


You have a splendid message to all authorized 
RCA dealers. Their interest in and acceptance 
of Wahle Loud Speaker Standards were proven 
at the recent Radio Trade Show in Chicago. 
We will furnish your dealers with the necessary 
literature to help them get this business. Ask 
your radio manager for further information. 
See messages 2 and 3 on pages 126 and 140 


ALBERT WAHLE COMPANY 


INCORPORATED 
Brooklyn, N. Y. 


Radio 
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Come to the Convention of the 
Electrical Supply Jobbers Association 


We'd like to have you at the Book-Cadillac Hotel. We'll surely do 
our utmost to make your visit pleasant, interesting, comfortable. 
Wire us or write us now and tell us the kind of a room you want, 
and we'll reserve it for you. There are 1200 rooms all with bath, 
all are outside, and 560 are priced at 4 and 5 dollars a day. Make 
the Book-Cadillac Hotel your home. We'll surely welcome you. 


BOOK-CADILLAC BOTEE VOMraANnyY 


Roy Carruthers, President 
DETROIT 











220-volt incandescent lamp ma 
employed. It should glow a du! 
on the full output and on the int: 
diate tap of the B-power unit. 

lights equally bright on the det. 
tap, it is an indication of an op. 
defective 10,000 ohm fixed resisto 

If the tap voltages are found |. }, 
satisfactory, and the receiver 
does not operate well, the troub|: 
be due to an open or an omitted 
pass condenser. A short-circuited 
pass condenser will act the sam: 
short-circuited resistor. 

No voltage at all terminals: | '\\\; 
condition can be caused by an oj). 
circuit in the wiring, transforner, 
choke coils or by a broken-down filter 
condenser. 

With power disconnected from ||) 
B-power unit and the rectifying til 
removed, a click should be heard in 
the testing telephone when connected 
in series with battery between plat: 
terminal of rectifier socket and th 
+B of the power unit. A click 
should also be heard between either 
filament terminal of the rectifier sock 
et and the —B of the B-power uwnit 
These clicks should be of equal 
strength. If one filament terminal 
gives a much louder click than tli 
other, it generally indicates a detec 
tive buffer condenser. If no click is 
heard on either filament terminal, thie 
the transformer secondary is open 
circuited, or the center tap of tli 
transformer does not connect to tl 
—B side as it should. 

The circuit continuity of the trans 
former itself may be tested by thi 
click between the two filament ter 


| minals of the rectifier socket, wit! 
_tube removed. 
| secondary tests O. K. on the for 
going procedure, there must of neces 
| sity be an open circuit in the - 3 


lead. 


If the transformer 


A short-circuit in the secondary «1 


| the transformer can be most easil\ 
| checked by connecting a 25-watt, 11!) 

| volt lamp in series with the primar) 

| The current is now turned on in t!i' 
| usual way, but with the rectifier or 
| Raytheon tube 
_ socket. The incandescent lamp should 
| glow dull, if at all. 
| either the transformer secondary 


removed from tii 
If it glows brig! 


one of the .1 mfd. condensers is bros 


en down. With the lamp still in '\« 


| primary, the rectifier tube is inser!’ 


in its socket. If the secondary cv! 


| nections are O. K., and the rectifying 


tube is operative, the lamp will © 


| crease in brilliancy. 
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The HANDWRITING on the wall-- 


-ADLER-ROYAL 


RADIO | 
CABINETS 






























HE PUBLIC no longer buys radio as 
RADIO. Astute merchants concede 
the fact. It is no longer a novelty and 


the unattractive box and clutter of ac- 
cessories will not suffice. 

Radio has taken its place in the house- 
hold scheme, definitely, as MUSIC, 
with the Piano—Ergo, as Furniture 
and the design and craftsmanship must 
enhance the ensemble. 


Cabinet work by Adler-Royal adds a 





definite sales appeal, all its own, to 

whatever receiving set you may in- 

stall. Give your dealers the advantage 

of the sales-help in this distinguishing 

2 Raat il ia mark “Cabinet Work by ADLER- 
new line of exceptionally beauti- ” 

ful stock models by a nationally ROYAL. 

famous designer are now available 

to distributors at surprisingly mod- 


erate prices. Write today for pho- 
tographs. 








Special 
to Radio 
Manufacturers 


We specialize in 


ir ) I designing and ex- 
the ) Dp i> R ecuting exclusive 
\ cabinets for 
) Radio Set Manu- 


facturers. Write 


\ Manufa C t ur ing Co. us about your 


) Incorporated needs. 
( 





THE HOME OF 


KENTUCKY wmenmeen 


LOUISVILLE 
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Th HANDY 


— Automatic 


CHARGER 


This Fall you will find your customers asking for a dependable 
charger that is simple to operate—one that has no switches 
to throw or connections to change—one that can be hooked 
up and forgotten—a charger that operates automatically. 
Sell them a Handy. The new Handy “A” Type Charger 
is what they want. It is permanently hooked up to the 
set. When the set is turned on the Handy is off. When 
the set is off the Handy replenishes the “A” battery 
strength at a 2 to 2) ampere rate, turning itself off 
automatically when the full “A” battery strength 
is reached. In the same manner the “B” power 
supply is controlled from the radio filament 
switch by means of a series automatic relay 
which is a part of the Handy “A” TypeCharg- 
er. Raytheon or Tungar type rectifiers are 
employed. In its new green Krakle case, the 


Handy is an accessory whose beauty is 
only equalled by its ability to furnish dependable, 
automatic charging service. Write for literature. 








i 
7 


COMPLETE 


Handy Full Automatic Switch 

For those who have a charger, battery, “‘B”’ 
power unit and set, this separate Potential and 
Series Relay gives complete automatic control. 
Automatically connects charger to battery and 
shuts off charger 
when full “A” bat- 
tery strength is reach- 
ed. Also automatically 





turns “B™ power unit on or 
off as the set is turned on or 
off. A big seller to nearly all 
set owners. Ask jobber or 





write now for literature.7 777+ 


4 


INTERSTATE ELECTRIC COMPANY 
4353 Duncan Ave. _St. Louis, Mo. 











Testing the Rectifying Tube:  j 
good tubes are thoroughly tested )¢ 
aged at the factory under full :ateg 
load before being packed and shi) 
Thus it can be depended upo to 
function properly. It should provid 
satisfactory service for about a \ear 
of normal use. After serving nearly 
its full life, the voltage output pre 


| viously maintained at a uniform |iigh 
level, begins to drop off. When sc) 
| condition takes place, the voltage con 


trols can often be adjusted to bring 
up the voltage, and many weeks or 
months of reception enjoyed befor 
the tube finally has to be discarded 

If the tube gets warm when the B 
power unit is in operation, it is sut 
ficient indication that the rectitier 
tube is operating. If there is any 


| doubt about its proper functioning, 
| the simplest check is to replace it 


with a new tube and note the results 
with the radio receiver left unchanged 
for a fair comparison. 

Excessive hum: This condition 
may be caused by an incorrect con 
nection in the filter circuit, such as a 
condenser by-passing a choke coil. 
The hum should increase when either 
choke coil is short-circuited, in turn. 
If the hum does not increase, the cir 
cuit connections to that choke coil 
should be checked, and if found cor- 
rect, then the choke coil should b 


| replaced by another of similar char 
| acteristics. Make sure that one sid 
| of the A-battery is grounded. 


* * * 


Change of Name 


The Fox Electric Supply Co. is now 


the new name for the Elgin Radio 


Corp., located at 67 N. State St., E! 


| gin, Ill. The company’s plans call 


for enlarged stocks of electrical and 


| radio supplies. They distribute in th: 
| Northern Illinois‘territory. While in 


their fifth year of radio distributing. 
electrical supplies have been handled 
only a little over a year. 


* * 


Lets All Die Poor 


(Continued from Page 10) 


| other items in your catalog. But 


there are a lot of these others to 
choose from. The big idea, as I se 
it, is this: 

When business slacks” off and 
results in a price war, you have tw: 
courses open—either switch to tli 
good-profit specialties, or prepare | 
die poor. 
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Apex Achievements 
Create a Real Sensation —~— 


The marvelous performance of the 
new Apex Technidyne circuit has 
created a new standard of perfec- 
tion in broadcast reception. That 
in itself is sensational, but— 


Apex has achieved more;A pexhas 
housed this incomparable circuit 
in Plymouth cabinets, which for 
beauty of design, quality of mate- 
rials and craftsmanship arewithout 
a peer in the radio field. The whole 
world of radio is talking about the 
extraordinary qualities of Apex. 








There is no 
other Radio 
The Troubadour like it! 


9-Tube Technidyne , 
(Internal Loop Operated) 


™ 


ivers é | h : d di 
Nene . § Technidyne Radio 
1927-1928 | 

tamed abe) abe Receivers se ceiving the 
dyne,loop operated console. Com- ae pex Bul- 


are exceptional sellers becausethey _, pant Gay Tan, — letins regu- 
Wis AUBIN, = gt larly? 





ple an Or ee 
akes $295.00 || 
speaker. List Brice $295.00 | give the bryer exceptional value in 
Apex Minstrel both performance and appearance. —Glad to 


7-Tube Technidyne, ante ‘ 
Ky ted, co onsole typ. = Cents aah A pex quality never v: aries. Unswerv- put you - 
our madatt- 


A P erless yne speaker. o ) . I 
ine gual ing — rmity in — ~ rd 098 
, istril ution is a guarantee Of Satisfac- ’ Just drop a 
Apes Corsair tion to the Job sber, Dealer and ultimate ® Fa 8 Ce so 
ahs ¥ Eger chn wee paureDuaeRe owner of an Apex Receiver. Apex Radio 
List Price » «$170.00 is sold only through the legitimate Jobber- 
Th Milan Dealer trade chz annels. 
e Mi 
-6-Tube fu thy ai elded,s ingle Write today for complete descriptive 
dial earch, comane S¥p6 Pe — literature and price information on 


con ler’ qu d. : . : 
erated. List Pri sone $135. 00 this profitable line. 


. oft suse | A DRX ELECTRIC MFG. COMPANY 


vated. List Price . . * $80.00 
oll 1416 West 59th Street 33 3 Chicago, U. S. A. 
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Arrow Receptacles and Connectors 
for Radio Sets and Power Units’ 


In the receptacle part of No. 
8294 the prongs are protected 
by recessed mounting. The 
plug is the live end. Hole re- 
quired 1 inch. 


The receptacle part of No. 
8295 is flush and is intended 
for the live end of the circuit. 
Hole required 1 inch. 


No. 8232 is a small flush receptacle for use with 
power units. The receptacle is of double T slot 
construction to take standard tandem or parallel 
blade caps. Hole required is 11s inches. 


No. 8232 


The small size and the load capacity (10 A.-250 V.) of these devices will 
recommend them to manufacturers of radio sets and power units. 


2 THE ARROW ELECTRIC COMPANY 
{ \ HARTFORD, CONNECTICUT 


“a G { ~~ ZF eaer! A 

: \ imi ) ) ' 
Nc of - \ a af / } v A 
a Wel il \ jm ii 
Ss) =) X a \ 




















The complete line of V Viring Devices 











“Makes a Good ‘B’ Elimi- 
nator—BETTER” 


Gas Filled Rectifier 


(NO FILAMENT) 
TYPE D-G 


Maximum V olts—300 
Maximum Cur.—85 M-A 

Long Life without decrease in output is as- 
sured if these values are not exceeded. 
Easy Filtration. Less strain on Filter con- 
densers and smoother output with less 
Hum or Ripple. 

These tubes are tested in a Standard recti- 
fying circuit using well designed parts. The 
unit is connected to a ripple test position, 
and tube checked both by phones and ob- 
served on an oscillograph, insuring a per- 
fect tube which will give excellent results 
in well designed and constructed untts. 


Price $5.00 


Write for Data Sheet 


C.E. MFG. CO., Inc. 


Providence, R. I. U.S.A. 
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Philip H. Stearns Loses Wife 

On June 25, Mrs. Philip H. Ste crn. 
wife of the purchasing agent 0: the 
John S. Maxson Co., Homer, Ny. 
passed away. Mr. Stearns is lef 
with the responsibility of caring fo; 
two small children, a son seven \vars 
of age and a daughter six months od. 

* *& 


Building Man-Power 


(Continued from Page 6) 


ing what the other fellow gets. li 
really doesn’t care who knows whiai 
who gets. In fact, if anything, he en- 
courages comparisons ! 

“Instead of this causing dissention 
on the part of some employees, be- 
cause they are not getting paid as well 
as others,” declares Rives, “it really 
creates stronger determination to be 
of better service to the company; for 
when a man or woman sees that a per 
son who works by his or her side is 
drawing a higher salary than he or 
she, the tendency is to strive to be 
worth as much to the company as the 
person who does draw the higlier 
salary. The very fact that there are 
no set standards for salaries proves 
to employees that they are being paid 
what they are worth and that when 
they increase their worth to the com- 
pany there are no bound rules to hold 
them back from a salary increase.’ 

No employee under Mr. Rives has 
ever asked for a raise in salary; and 
few persons who start work for him 
ask what their salary will be. 

Recently a manufacturer’s sales 
man made his first call at the offices of 
The Electric Corporation in Portland 
and asked a stocky, sandy-haired fel- 
low who was diligently scrubbing 
some vagrant fresh paint off the door 
facing where the manager was. 

“This is his office,’ the scrubber 
replied. “Go right in and have 4 
seat. He'll be in any minute now. 
The fellow with the bucket, rag and 
scrub-brush soon finished his task, 
went to the rear of the plant, washed 
his hands and came back to assume 
his role as manager. Rives wanted 
that splotch of paint off the door fac- 
ing, there was no one around who 
he would ask to remove it, so he did 
it himself. 

That is his policy all the way 
through in the handling of employees 
He never asks a man or a woman to 
do a thing that he is not willing te 
do himself; if the job is too “lowly 
for him to do, it is too lowly for an) 
employee to do. That spirit has won 
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be dG 
: : (io OMPLETELY revolutionizing present day cae 


is TowER offers these five new, brilliantly conceived and 
executed cones. Select no speaker until ~-ou see them! 


er feu No matter what design 
We, meets your fancy—-sail- 
Nn | 4 ing ship or medieval 
we TI ¢ “a castle, popular drum or 
' dN ieee = octagonal cone — there’s 
Id Semen, «62 TOWER Speaker of 
47 highest quality to delight 
4 both the eye and ear. 
m ma ea Your Trade Can Make Money 


, 50 with Tower. Why not start 
: : MODEL ‘28° uy vm Now! Adventurer 


of : Suggestive of the days . TOWER MFG. CORP. A genuine sailing ship model 


alry with elaborate ; ee . 
tl d * : ie 124 Brookli A Bo cast in bas-relief with bright 
ee ee eee eee ae TOGREES SLVE., ston natural colorings. Armature unit. 


‘| Superb volume and tone quality. WEST OF DES MOINES, IA., $10.50 








mn 


New inaedaed $ 15~ 


7 | Castle Cone The most amazing cone on the Meisterginger 


, A creative work of art finished market! A fine old Prrate SHIP America’s most beautiful cone! 
.. in two-toned bronze. £mploys with exceptional reproducing Both a wall and table model with 
S == powerful new type armature unit qualities. The utmost in eye new armature type unit fo 








to z= for power tube amplification. and ear value. power tubes. Mahogany fin- 


r 
Le OF DES MOINES, 1A., $10.50 WEST OF DES MOINES, IA., $8.75 ished frame. Art Metal Base. i 
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Cuan Two Million Tower Products now in use/ 
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Bradleyohm-E 


PERFECT VARIABLE RESISTOR 


This oversize variable resistor 
is used as standard equipment 
for accurate plate voltage con- 
trol by leading B-Eliminator 
manufacturers. The scientifi- 
cally-treated discs in Bradley- 
ohm-E provide stepless, noise- 
less plate voltage control, and 
the setting will be maintained 
indefinitely. Order a stock of 
Bradleyohm-E,—today! 


Bradleyunit:A 


PERFECT FIXED RESISTOR 


“se ee Be 


is package contains 
$ Bradleyunits 
soo a 


This solid, molded fixed resistor 
has no glass or hermetic seal- 
ing in its construction. It is a 
solid unit, molded and heat- 
treated under high pressure, that 
is not affected by temperature, 
moisture and age. The end caps 
are silver-plated, and can be 
soldered without affecting the 
accuracy of the Bradleyunit. By 
all means, sell Bradleyunit-A 
when you have a call for a 
fixed resistor in radio hookups. 


SEND FOR BULLETINS 
TODAY! 


Allen-Bradley Co. 


ELECTRIC CONTROLLING APPARATUS 


Seles Offices: 


492 Clinton Street Milwaukee, Wis. 





| dence. 
| men; 
| regardless of where he works, knows 
'that he is welcome in the Rives home 


| tion or previous arrangement. 
/man who fires the boiler and keeps 
| the warehouse in order has followed 
| Albert Rives around from one firm to 


| less. 


| Rives is the manager. 


| ing to do. 


the whole-hearted admiration of the 


force. 


Mr. 


Rives has found that it is 


| possible to be one of the “gang’’ with- 
/out losing their respect and _ confi- 


He plays golf with his sales- 


every person on the _ force, 


| at any time without a special invita- 


The 


| another for years; he is one of the 


lowest-paid men on the roll, but he 
and Rives are real friends neverthe- 
The Rives 


golf course in the yard of the home 


private nine-hole 


| is a sort of community meeting place 


for employees of the firm. They are 
given to understand that the manager 
is always at their service in personal 
matters whenever advice or help is 
needed, 

It takes but a few minutes observa- 
tion about the plant to realize that 
He is treated 


| with a great deal more than the usual 
| respect, even though many call him 
| Al. 
| he has never permitted the business to 
| get beyond his control; he has al- 


That condition is true because 


ways known exactly what he was try- 
He never orders anyone 
to do something that he does not him- 


| self know how to do. 


Credits and Collecticns 


(Continued from Page 8) 


dise purchased, adjustments, mer |), 
dise repossessed, discounts al] wed, 
interest earned, merchandise reti ned. 
trade-ins, expense, consigned, vor her, 
sales, merchandise replacement. |’) 
reader will remember that the stat, 
ment covers both the retail and wi\o), 
sale departments. 

today is itemized 


with respect to cash sales, miscel|ane- 


Cash _ received 
ous cash, down payments, instalment 
payments, received account 30 days, 
received account. wholesale, consigned 
accounts. For each of these there ix 
a column for the number of transac 
tions. 

Against total cash, there is compar 
ison of cash in drawer and a stat 
ment of over-short. 


In all industry movements the com 
Its in 
example, is 


pany has been progressive. 


stalment business, for 
conducted along lines, in respect to 
collections, which have received na 
Over 90% of in 


stalment accounts are paid out within 


tional recognition. 


the payment schedule period. 





Peabody to Enlarge 
The Peabody Electric Co., Okla- 
homa City, Okla., is planning on en- 
larging its Tulsa warehouse by tli 
addition of 2000 square feet. 














The sixth annual Northwest Radio 


& Electrical Show 


will be held in the new 








Minneapolis Three Million Dollar municipal auditorium the week of September 26 t¢ 


October 1, 1927. Over 90% of the floor space on the main floor at the auditorium has 
already been sold to radio and electrical concerns, according to H. H. Reinhard. 
president of the board of directors in charge of the show. Above are the director 
of the show. Seated left to right: W. E. Stephenson, Sterling Electric Co.; H. H 
Reinhard, Reinhard Brothers Co. Standing left to right: H. H. Cory, show mana 
ger; T. W. Findley, Findley Electric Co.; R. M. Laird, Laird Electric Co.; ©. / 
Parker, Western Motor Supply Co. 
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emote Lontrol—a Kadio Nevolution 
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d, 

¥ 
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i 
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ed The New Thermiodyne RE 


MOTE CONTROL Radio Tun- 
ing Unit enables the owner to 
shift stations and tune volume at 
will, at a distance from his set, | 


ft The New REMOTE CON- 
ae- TROL Radio Tuning Unit 


is the “something new” 





: that radio editors are writ without getting out of his easy | 
4 ing about, set Owners are chair. Just the thing for invalids 
: ready to take on and radio and shut-ins. 
” dealers will find among this Easily attached to any single dial 
in at : : receiving set, simply by removing 
rear's fast selling items. mt Bye, 

- ” 8 the dial and attaching adapter 
to Radio editors and reporters plate as furnished with unit and 
7 at the big Chicago Trade hooking up connection with set 
. : . ee terminal. 

in Show called it a “Lazy : 


ft Ever Invented to Con- 
Arm Reach. trol Radio Reception 


at a Distance. 


hin Man’s” device or referred First and Only Suc- LONG DISTANCE 
to it as the “Radio Long cessful Practical Device A e 





$18 ee ery er 


Hard pan radio value. No furniture or cabinet features. 
but sturdy, high 
power, go-getting 
radio_ reception 


Ja- Mechanical Remote Control Unit................ 


en- Electrical Remote Control Unit.................. $60 
the 





e Without doubt the 
= best set value on 
the market today 
Same hook-up in 
every detail as 
wonderful T A 7 
Trade Mark Reg. U. S. Pat. Off. outfit. 


New Thermiodyne T.A. 7 Deice. $130 


Improved construction and re- 
finement of characteristics make this the 


High quality and popular priced. Sells itself on demon- 
stration. Nothing like it in its class. Exceptionally fine 










electro-magnetic reproducing unit. Extremely sensitive overseeing ‘caamele of Power tnd 
, throughout entire vo- Quality in today’s radio reception 

cal and _ instrumental XV Century all-metal Spanish 

xis : ll floating Treasure Chest cabinet, individually, 

Agena Full ¢ wrk, doubly and totally shielded. Poly: 

18 inch cone or mols- chrome gold and pastel stipple finish 

ture proof fabric—not Price mee ease SEED 


paper. Art metal Wrought Iron Console to match 


frame with ornamental aoe. Phang me a Per 

_ . ° ermiodgyne oOpeaker 1e nest 

4 meer and 2 heorestg reproducer we have ever turned 

® design, in polychrome out. Price............ Raintree 

i gold stipple finish. Complete Assembly ..--$250 

8 PP All Prices quoted List, f. 0. b 

List Price a Ge Factory, Poughkeepsie, N.Y. Tubes 

é , and Accessories excepted unless 
(West of Rockies $18) Otherwise Quoted 


Algonquin Radio Products will be backed up by 
Extensive Advertising this 1927-28 Radio Season 
Liberal Discounts, Acceptable Terms and Exclusive 
Territory to Radio Merchants of High Community 
Standing and Responsible Financial Rating 


ALGONQUIN ELECTRIC Ar Inc. LEO POTTER, 


President 





new 
6 to 
has 


ard, 





‘tors 


H Makers of Algonquin Speakers and New Thermiodyne Receivers 


245 Fifth Avenue, New York City 
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Tubes 


A Tube for 
Every Radio Need 


CaBLeE Suppry Cot 


MANUFACTURERS 
EXECUTIVE OFFicEesS 


31 Union Square, New York 

















Future of the Radio Tube 


James W. Duff, who is president 
of the Gold Seal Electrical Co., Inc. 
calls the radio tube the “Dark Horse 
of the Radio Industry.” While other 
parts and accessories of radio have 
come and gone and still others have 


become component parts of the radio 
'set and only sold once as “original 


equipment,” he holds up tubes as the 
one prime accessory that comes under 


| thea head of replacement merchandise, 


and gives reasons why he believes 
they will continue to hold this position 
indefinitely. 

“First, there was no radio industry 
until the tube was developed, and it is 
still the essential feature; second, be- 
cause the tube has a limited life and 
must be replaced at intervals. 

“There are other reasons, too—the 
tendency toward sets of six or more 
tubes instead of the conventional five, 


'and the tendency to use the newer 


special purpose tubes which are more 
expensive. 

“Right here it is natural to inquire 
about the possibilities of the radio 
tube being eliminated, just as is hap- 
pening to some of the other acces- 
sories. 

“It is a fair question, to be frankly 
answered. The possibilities are about 
equal to those of the ordinary electric 
light bulb being replaced by some 
other device. 

“A little history will make this 
clearer. 

“Radio, as a principle, is no new 
thing. Scientists had been experi- 
menting with it since the 60s, when 
Clerk Maxwell, Heinrich Hertz and 
others described the radio waves. 

“In 1896, Marconi adapted it to 
“wireless” telegraphy and by 1902 
practically all countries required its 
installation on passenger vessels. 

“But it had no popular appeal. It 
could merely transmit the dots and 
dashes of the telegraph code—not of 
interest to the general public, not the 
basis of an industry. 

“It was not until Fleming invented 
and DeForest perfected the audion— 
the “radio tube’”—which is capable of 
transmitting and receiving music and 
human speech, that radio broadcasting 
became possible. 

“The tube is the heart and soul of 
the radio receiver. Its action is the 
basis of the system—the other parts 
of the set are but accessories to aid it. 
It is what makes “broadcasting”’ prac- 
ticable. 


lels 


Che 


“The situation curiously par 
that of the electric light bulb. 
original electric light was the 
light” whose usefulness was pr ti- 
cally limited to street lighting. 
marvellous growth of electric lig! 
in the past 40 years was made } 
ble by the invention of the inca; 
cent bulb—safe, convenient, reli 
cheap, automatic and fool-proof. 

“There have been many impr.) 
ments in the. electric light bulb, and 
there will undoubtedly be more. {}, 
these are changes in detail, noi in 
principle. The principle of a glass 
container, exhausted of air, and mack 
to glow by the action of electric cur- 
rent on its contents (gas or filameit), 
is permanent. 

“So with the radio tube. There 
have been vast improvements and 
there will be more. Various special 
purpose tubes are now being made and 
marketed—more are in course of de- 
velopment. There will undoubtedly 
be tubes which can be operated on 
ordinary house lighting current, doing 
away. with both batteries and elimin- 
ators. 

“The point is that there will still 
be tubes and that the same factory 
equipment can be used with slight 
modifications to produce them. 

“As far as science and engineering 
can foresee, the radio tube is here to 
stay as long as radio continues. 

“The basic patents have expired. 
There is no monopoly. Success in 
radio tube manufacturing now is 4 
matter of quality production and ag- 
gressive merchandising. 

“And the future of the tube indus- 
try is particularly bright. It has been 
mentioned that the latest sets offered 
use six or more tubes as compared 
with the average of five last year. 
This alone would indicate a 20% in- 
crease in consumption. 

“The average life of a radio tube is 
1,000 hours—same as an electric light 
bulb. As broadcasting improves, radio 
sets are used more. In thousands of 
homes they are operated an average 
of 10 hours a day. 

“At 10 hours a day, the average 
life of the tube is about 100 days. 
Tubes are easily broken or destroyed 
by rough handling. 

“Every person who operates a radio 
set must keep on buying tubes again 
and again. That is the important 
factor in the tube manufacturing |: 
dustry as a basis for investment. 

“For it is repeat orders that count. 
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“ ” bs . e 
The Famous Acme “A & B” Socket Power Unit What Acme is Doing Now! 
. “94° - 
“B” Power Supply capacity 40 milliamperes at 150 
volts. Type ~— led f We are giving the Trade this Fall the most complete 
er OF Profit Making Proposition we have ever offered. 
six and eight tube : : : ig : 
sets and radiolas. Acme Sales tripled this year—3 times the volume of 
Consists of a stand- a year ago— 
. _ y . : . ° | 
ard high-grade — Why not cash in on this popular line? 
volt storage Dat- Put in Acme Power Equipment and grow with us. 
tery, capacity 40 | 
ampere hours, also 
an Acme BE-40 Acme Power Units mean real profits | 
“B” Power Supply ' 
Unit, the Acme for you. And they are easy to sell! | 
Two-Rate Trickle 
| Charger and the Consider These Facts! | 
 eAcme Automatic ps | 
: Control Switch, en- 1. There will be more Acme advertising in Maga 
closed in an attrac- zines and Newspapers than ever before. 
tive lacquered case. 2. You are invited to share in the sales which this 
3ulbs, cord and immense nation wide campaign will produce 
socket included. Automatic in operation, controlled : * a dtaieronpiemae 7 
by switch at set. This unit is made with one external 3. You will be supported by Window Trims—Fold- 
control placed in primary side with fixed internal re- ers—Direct Mail Literature and similar helps. 
; sistors. List price complete, ready to operate. .$67.50 4. Back of this there is an attractive trade discount 
East of the Rockies. St 8 TNS 
” : ees, 
Acme “A & B” Socket Power Unit 
“B” Power Supply capacity 60 milliamperes at 18) Our Factory is already working over- 
volts. Type AB-2-R ti — ; A - Sold : . 
Recommended for any number of tubes. Includes ime on Vealers an oO ers orders. 
the same equipment as the AB-1, except the BE-60 ie ’ 
eliminator is used and is supplied with three controls, This is why! 
y one external and two internal. List price, complete, Acme Power Equipment is designed by pioneer engi- 
ready Ge ter bans ac kas cree daelemeles $72.50 yk names 
East of the Rockies. neers in the Radio Field. Men who know how to 
build Power Equipment that gives universal satisfac- 
e sR” : 
| Acm: Universal “B” Power ae 
: Supply Units This is known by every dealer now handling Acme 
. BE-40 for six and eight tube sets Power Equipment. 
with power — —— 40 Acme Radio Products are sold at popular prices and 
m.a. at 150 volts. Complete Bion a eae 
with ORS, 85 mill. tube at vey fully guaranteed. : ; 
ee etae.. We Each Acme Unit is compact and attractive. It gives 
E-60 for any number of tubes, surprising power and maintains its ability to do s« 
n including power tubes. Capacity The need for this equipment exists with every sect 
d wae at _180 volts Complete owner. You have but to cash in on it. 
vith QRS, 85 mill. tube at ; 
d ale = eee ee _. .. $39.50 Leading Jobbers everywhere sell the Acme Lin If 
7 Prices are for East of the your Jobber cannot give you immediate service, writ 
Rockies. se 
. 1S. 
Other Acme Products include: ORDER EARLY—Send for our new 
| Acme “A” Power Unit, furnished with or without Six 
volt A battery and tube, Sales Plan TODAY 
it \cme Automatic Control Switch, ale a ae 1 B ee 
™ \cme Two-Rate Trickle Charger, Philadel an Clic ” Ml ; +e ‘Ss 
Acme Trickle Charger with Automatic Relay, 2 ee tach ee ee 
vf Acme Universal Charger : Louis, Atlanta, Des Moines, San Francisco, Los An- 
re ' M ae —_ celes, Fort Worth, Toronto, Canada. 
Mail this coupon today. 
See our advertisement in 
- Ed Acme Electric & Mfg. Co. Jobber’s Salesman June issu 
amulton venue, age 93 Tuly issue page 139 
Cleveland, Ohio ee eee ee 
g: Send us the details at once of your special Jobbers’ Sales Plan. 101 further insormation Of 
d Acme Equipment. 
_— Established since 1917. 
Naina cs 0 ese Vi acud onsen trek Co ewidueer cea aden adword v wate tia ‘tie lene ‘nimi 
10 pe ee hoe oe rag «4 BRU hie eee Ri facturing experience. 
THE ACME ELECTRIC and MANUFACTURING COMPANY. 
‘* 
1446 Hamilton Avenue Cleveland, Ohio 
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_ Sentinel 


—_= Completely Automatic. Re 


SABC. Power Units 


SIF 


OUR factors contribute to the outstanding success of Sen- 

tinel Radio Power Units. America’s foremost electrical 
engineers created and developed them. The highest skilled 
craftsmen obtainable are employed in their manufacture. 
Only first-grade materials are used, and the finest facilities of 
an ultra-modern plant make possible products which are 
peerless in their field. 


Sentinel offers the first and only complete line of completel 
automatic Radio Power Units. Progressive, money-m 
Jobbers and Dealers will find Sentinel units profit m 

prestige builders. 


‘Write today for complete descrip Te, 
prices and our co-operative mg g plan. 


SENTINEL MANUFACT. NG COMPANY 


9705 Cottage Grove Avenue uy Chicago, U.S. A, 
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he Complete Line of Sen 


1 For those already equipped with “A’”’ 
Battery and Charger (other than the 
Trickle type), the Sentinel Automatic 
Control Unit makes the “A”’ power sup- 
ply completely automatic. Price $15.00 


2 The Sentinel Automatic Control and 
Charger is designed for those already 
owning a good‘ A”’ battery but not a 
charger. This unit makes the “A” power 
supply permanently and completely 
automatic. Price $29.50 


. 2 = wa 
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There is 


Every 
Radio 


Power 


Need 


whee 
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er, weg 
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PL og x 
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3 The Sentinel Completely Automatic ‘‘A’’ 
Power Unit provides control, charger 
and a 4or 6-volt battery all in one hand- 
some compact case. This is not a Trickle 
Charger, but a completely Automatic 
Socket Power Unit. « » Price $40.00 


The Sentinel B-C Power Unit furnishes 
both B and C voltage for any set, 
regardless of the number of tubes — 80 
mil. at 180 volts — approximately 50% 
reserve current forthe average receiver. 
Price Complete - « « «+ $44.50 


SALESMAN 


A 


5 The Sentinel B-C Beverly model com- 
bines completely automatic power 
with meter which gives control of all 
plate voltages. The price of the Beverly 
B-C Unit is - - - -$65.00 


6 The Sentinel A-B-C Completely Auto- 
matic Unit is the complete and mod- 
ern answer to the radio power problem. 
It combines the Sentinel Automatic A” 
battery andthe Sentinel Automatic B-C 
Power Unit into one compact, efficient 
master unit. The price is $79.50 com- 
plete. (Metered Beverly Model $98.50) 
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for Sentinel Manufacturing Company 


Rapidly growing demands for Sentinel Radio Power Units made it nec- 

essary to increase manufacturing facilities. This new three-quarter of a 

million dollar factory with its modern equipment enables us to keep 
pace with the ever increasing popularity of Sentinel Units. 


, 
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in 
Radio 


—and this is what you 
say to get the order 


ENEVER a dealer gives you an 

order for the new Model 100-A 
speakers, sell him an equal number of No. 
100-A Wahle Radio Loud Speaker Stand- 
ards and tell him to do likewise. This 
means two profits to you both where but 
one existed before. 
Your dealers will find it just as easy -to 
make a $45.50 sale as a $35.00 sale by 
selling a Wahle No. 100-A standard with 
every Model 100-A RCA speaker. Placing 
any loud speaker on a Wahle Radio 
Standard is not only conducive to better 
reception but improves its appearance. 
See messages 1 and 3 on pages 114 and 140 


ALBE. WAHLE COMPANY 


Metropolitan & Morgan Aves. 


Works: Robt. Findlay Mfg. Co. 


No. 100-A 
Standard 
for 
RCA 
Model 
100-A 
Speaker 


List 


$10.50 


Pat. applied for 


~ ibel See be Gian 


Brooklyn, N. Y. 

















Beautiful Radio 





That is the expressed opin- 
ion of every jobber who 
has seen the Audiola “Baby 
Grand.” Made of burled Wal- 
nut and designed on the lines 
of a baby grand piano, this 
beautiful and practical set has 
met with instant favor. 


$225.00 
-$275.00 


Stage Shielded Six Baby Grand 
Stage Shielded Eight Baby Grand- 

“Buy the Chassis and you buy all” is 
our slogan. 


Audiola sets, both six and eight tube 
models, are of the single control type with 
all tuned circuits individually shielded. 
Two knobs on the front panel comprise 
the controls—a Steering wheel to select 
the station, a Throttle to control the 
volume. 


Jobbers are offered the Audi- 
ola line with the assurance that the Chas- 
sis, the heart of the set, has been devel- 
oped by us to give substantial, consistent 
and permanent service. 


Write today for distributor's arrange- 
ments. 


“Buy the Chassis and you buy all” 


AUDIOLA RADIO CO. 


430 S. GREEN ST. 


CHICAGO 
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This is E. J. Straus, chairman of t 
St. Louis Radio Exposition, which \ 


| held the week of September 19.) By Ju 


1 he had 75% of the exhibit space sold, 


| had also made arrangements for presenta 
| tion at the 
famous artists. 


show of some Radio's most 





Hint for Summer Radio Sales 

In the summer, while the ordinary 
radio business is quiet, there is plenty 
of opportunity for dealers to cash in 
on the sale of certain 
That this opportunity exists in con- 
nection with chargers, battery elimin- 
ators, etc., has been pointed out before 

And now a manufacturer has come 
out with a stand for loud speakers, 
which should appeal as a_ stimulus 
for summer sales. In addition to thi 
R. C. A. No. 100 speakers there are 
said to be approximately two million 
other cone speakers in the homes o! 
the public, a large percentage o! 
which owners would be willing to avail 
themselves of an opportunity to plac: 
their cone speaker on an artistic stand 
and make it an attractive furnishing 
in the room. 

This manufacturer 
three types, one for the R. C. / 
100, one for the R. C. A. No. 
and a third, universal type, for other 


makes of speakers. 
* * * 


accessories 


makes 
A. No 
1LOOA 


in fact 





This photograph 
hardly does justice 
to T. J. Straight 
of the Frankelite 
Co., Cleveland, but 
it is the best one 
available. T. J. is 
now representing 
the Frankelite Co. 
in Illinois, Wiscon- 
sin and part of In- 
diana on the “Diamond F.” line of iz! 
ing fixtures. 









\ugust, 1927 


THE JOBBER'SfAJSALESMAN 


127 








)UNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 
























" To 


‘ revs) 


{ayia 











ries 
“On- 
nin- 
ore 
ome 
ers, 
ulus 
the 
are 
lion 
s of 
. ot 
vail 
lace 
tand 


hing 


akes 

No 
OOA 
ther 


No. 





No. 21 The Jewel Case 
List Price $40.00 


iy vag at once. Assignments are rap- 
List Price $25.00 idly taking care of available ter- 
ritory. 


Discounts quoted to established 
and recognized jobbers only. 


If you have not as yet written 
for territorial arrangements do so 


In the Jewel Case No. 21 there has been achiev 
ed the finest speaker ever produced for public 
acceptance. The outward design is that of an 
old mahogany jewel case such as graced the dress- 
ing table of milady of the Manor in early English 
or American history. Its rare beauty alone is 
sufficient to create for it a demand unprecedented 
in this particular field of the radio industry. 


Not merely appearance alone accounts for its 
popularity. New acoustic principles have been 
evolved to distinguish this startling departure— 
to give it an individuality all 
its Own. 


When the “Jewel Case” 
top is lifted the volume is be- 
yond belief. There is the 
feeling that the artist himself 
is very near. When the lid 
is closed the music drifts 
through as though the or- 
chestras of Fairyland were 


playing. No. 9 Reflex Lantern 


List Price $12.50 





While the “Jewel Case” is the leader in the 
Borkman Velvet line of radio speakers, engineer- 
ing knowledge and artistic ability have enabled 
us to offer you additional units of a distinctive 
nature. The Reflex Lantern is a very popular 
model; the Coniform speaker holds equal rank in 
the public’s favor. 




















The BORKMAN RADIO 





Manufactured by 


CORPORATION 
Salt Lake City, Utah 








SALES OFFICE 


GENERAL 


230 E. Ohio St. 
CHICAGO 














¢ Radio Speakers 


Reg. U. S. Pat. Office 


The Last Word in Sound Reproduction | 
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1927 Model Utah Junior 
$1oce $1250 


1Oft.air column 
40” high x 28" wide 
x 12”deep. 


Utah Radio Products Co., 1615 So. Michigan Ave., Chicago 


The Newest /ldeas.:: 
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Makes a Radio 
Reprod ucer 








out of any pia no 
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Size-Height 18” 16" high—13 ‘wide 
Weight 15 Ibs. 4/”deep-Weight IiOlbs 
$3022 - 162° 


Utah Radio Products Co., 1615 So. Michigan Ave., Chicago 


-Ethe most Complete Line 
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McMahon Directs “Betsy 
Ross” Sales 


Walter J. McMahon has been made 
sales manager of the Central Flatiron 
Mfg. Co. of Johnson City, N. Y. This 
took effect July 1. His previous 
connection, from 1925 to 1927, was 
with the Russell Electric Co. of Chi- 
cago as eastern sales manager. Pre- 
vious to that, Mr. McMahon was for 
several years sales engineer in the 
eastern district for the Cutler-Ham- 
mer Mfg. Co., of Milwaukee. 

The Central Flatiron Mfg. Co. is 
expanding its line and hopes before 
long to have nation-wide distribution 
of ‘Betsy Ross” appliances through 
jobbers. 

* * * 
Big Porcelain Merger 


A merger has been consumated, 
bringing together six porcelain manu- 
facturing companies into what is said 
to be the largest porcelain company 
in the world, to be known as the Por- 
celain Products, Inc., with headquar- 
ters in Findlay, O. The companies 
involved in this merger are the Find- 
lay Electric Porcelain Co. of Findlay, 
O., Federal Porcelain Co. of Carey, 
O., General Porcelain Co. of Parkers- 
burg, W. Va., National Electric Porce- 
(9; 
Porceiain Co. of Ravenswood, W. 
the 
Cincinnati, O. 

The 


company 


Ravenswood 
Va., 
of 


lain Co., of Carey, 


and Cineinnati Porcelain Co. 


of the 
Bicknell, presi- 


officers and executives 


are: J. E. 


dent; F. E. Owen, vice-president; 
John G. Loy, secretary and treasurer; 
Jas. V. Patterson, sales manager, and 
H. A. Eatherton, production manager. 

Capital stock of the company is 
$5,000,000. 

It will manufacture standard, spe- 
cial and high tension porcelain, radio 
insulators, refractory porcelain, high 
tension and bus bar supports, and as- 
sembled porcelains for high and low 
tension. 

In general, the company will carry 
stocks in every locality which will as- 
sure customers of prompt delivery of 
all merchandise. The porcelain needs 
of the jobbers, power companies, rail- 
roads, telephone companies, manufac- 
turers, dealers, contractors, etc. can 
all be handled by the new company, 
which announces that its capacity is 


unlimited. a 


Westinghouse Chooses Tem- 
porary Chairman 

Paul D. Cravath, for 30 years gen- 
eral counsel, was elected temporary 
chairman of the board of directors of 
the Westinghouse Electric & Mfg. Co. 
at a meeting of directors held July 6 
New York. The board adopted a 
instructing the 
committee to nominate a permanent 
It was stated, on behalf of 
the committee, that they had no one at 


in 
resolution executive 
chairman. 


present in view for this office. 

The only addition made to the board 
of directors was the selection of W. 
L. Mellon of Pittsburgh. 





Tubular Changes Pacific Coast 
Representatives 

The Tubular Woven Fabric ( 
Pawtucket, R. I., announces th 
has discontinued its arrangement \ it} 
Allied Industries, Ine., as its Paciti 
Coast representatives and has apywint 
ed C. Dent Slaughter as repres: 
tive for its entire “Durabilt” prodicts 
line. Mr. Slaughter will have otfces 
and warehouses in the principal \\«s: 
Coast jobbing cities. 

* * * 
Clarence J. Henry Represents 
“‘Standard”’ 

The Standard Electric Stove Con 
pany announces that, beginning Jul) 
1, Clarence J. Henry, whose offic 
at 400 Penobscot Building, Detroit. 
the duties of Standard 
district representative for the state 0 
Michigan. Mr. Henry has been ide: 
tified with the electrical trade sinc 
1907; formerly, with the Indianapolis 
Light & Heat Co. and more recent! 
covering the same territory for ma: 


will assume 


facturers. 
* * 

Rome Wire Adds New Line 

The Rome Wire Co. of Rome. \ 
Y., has recently erected on its pro) 
erties, a completely equipped, modern 
building for the manufacture of ste 
taped underground cable, with sever 
very interesting new lines to be added 
later. It is now ready to give quota 
tions and accept orders for under 
ground cable. 








I. A. Bennett & Co., Chicago, Manufacturers’ Agents on Na- 
tional Metal Moulding and Kiilark Electric & Mfg. Co., held its 


annual sales conference the week of 
capable representatives of the company. 








June 6. 


Left to right: R. A. 


Stewart, A. Kopald, S. J. Laher, E. M. Nelson, I.. L. Bru: 
J. Russell, Ed Duffy, J. Bouska, Chas. Dahl, R. C. Bennet’. ‘ 
Here are the Deeds, and Ed Kunkel. 
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st 
th 
Kenneth Curtis who is chairman of Curtis Lighting, Inc., and president of the 
Curtis-Leger Fixture Co. is some fisherman. Here he is with a 650-lb. mackerel 
hark which he caught off the coast of Florida. Details—Was fishing for King 
fish with white bait (a strip of king fish belly) with 17 thread line on an ordinary 
ts light bamboo pole. Hooked king fish and was bringing it in when shark took the 










gy fish. 
vas brought in. 
ind towed in. 


Did not know what was on the line for one hour. 


Another hour before 


Brought up to boat (motor boat) and lassoed with heavy rope 
The catch was accomplished because of the fact that the water was 
thout 200 yds. deep and the tackle was 250 yards in length so that shark could 


not dive low enough to pull the line taut or pull fisherman over-board; when the 


irk went straight ahead it was possible to follow along in the boat. 





: Collyer Distribution 
Arrangements 


Che R. 
His tive of the Collyer Insulated Wire Co., 


B. Corey Co., representa- 


Pawtucket, R. I., in metropolitan New 
York, now has its own warehouse at 
Murray St., which places it in a 
New York 
jobbers on their wire requirements. 


better position_to serve 


8] 


R. C. Moeller, general manager of 
ry the Collyer Insulated Wire Co., an- 
nounces that the company has renewed 
its contract with the Allied Industries 


to represent it on the Pacific Coast. 


Stocks of Collyer wire are carried in 
Los Angeles, San Francisco, Oakland 


and Seattle. 
» © * 


Borkman Agencies 

The Borkman Radio Corp., with 
general sales offices at 230 E. Ohio 
St., Chicago, announces the appoint- 
ment of the Wood & Anderson Co., 
St. Louis, as sales representatives in 
the states of Iowa, Missouri, Nebraska, 
Kansas, Texas, Oklahoma, Arkansas 
and Louisiana. The Universal Agen- 
cies, with branches at San Francisco, 
Los Angeles and Seattle will handle 
the Pacific Coast. 











” 


ferencing. 








x condition. This was handled by M. 











‘ultle, read a poem. 





unual sales conference at the Shoreland Hotel, Chicago, June 9, 10 and 11. 
ram was arranged by Carl Boyd and Bob Tuttle past masters in sales “con- 
The meeting ended with a banquet at the Stevens Hotel, the feature 
ie evening being an individual showing of each new Apex set under the most 





\pex Electric Manufacturing Co., manufacturer of radio equipment, held 


The 


W. Mitchell. Art Haugh made a wonder- 


peech about amethystine and other things and Roy Bailey, of Bailey Walker & 
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‘We Start at the Beginning”’ 


A user of AMERICAN BRAND bare 2 
weatherproof copper wir id cable 















Telling the STORY 
with full page ads 


Constant advertising of a good 
product makes it easy to sell 
that product and to keep it 
sold. 


“AMERICAN BRAND” weath- 
er-proof and bare wires and 
cables and “A-1 BRAND” 
magnet wire are sold by 
printed word and picture in 
every issue of the following 
publications: 


ELECTRIC LIGHT 
POWER 


ELECTRICAL WORLD 


A. I. of E. E. JOURNAL 
ELECTRICAL RECORD 
PUBLIC UTILITY REPORTS 
P. U. R. RED BOOK 


ELECTRICAL ENGINEERING 
CATALOG 


AMERICAN INSULATED WIRE 
& CABLE CO. 


Chicago, Ill. 


AND 




















132 


THE JOBBER’Sff]SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDI 


Reynolite Plans Extended Lines 


A happy combination of sound and 
constructive business talks and enter- 
tainment of a high order of excellence 
characterized the annual sales confer- 
ence of the executives and sales rep- 
resentatives of the Reynclite division 
of the Reynolds Spring Company, 
held July 18 to 16, inclusive, in the 
Hotel Hayes and in the plants and of- 
that Jackson, 


fices of company, in 


Mich. 
Several the 

comprehensive Reynolite lines of flush 

wall plate switches and power outlets 


were proposed and considered at this 


additions to already 


conclave but it was deemed inexpe- 
dient to make public announcement of 
these contemplated new products until 
the district sales managers and other 
representatives have an opportunity to 
sound out the electrical, hardware and 
building trades on these scores and de- 
termine definitely the extent to which 
the company’s Reynolite plant should 
be devoted to turning out these new 
goods. 

The keynote of the conference wa 
and team 


intensified salesmanship 


work. 9 

In the intensified sales campaign, 
John G. Rossiter, sales manager of 
the Reynolite division, has pledged, 
on behalf of the company, the heart- 
iest assistance and co-operation from 
every angle, including publicity, ad- 


— La 

















There are literally thousands of buildings of this kind being constructed i) ti, 


larger cities of the country in which electric ranges are being installed. 
sent a most desirable outlet for this specialty through electrical jobbers. 


They repre 


The photo- 


graph shows the St. James apartments, Cincinnati, O., which is completely equi) ped 
with 68 Frugal ranges, manufactured by the Frugal Electric Mfg. Co., Cincinnati, 0 


vertising in trade and consumer pub- 
lications, direct mail appeals, window 
displays, display boards, demonstra- 
tions in stores and at expositions and 
suggestions for using and the mate- 
rials needed for salesmen’s solicita- 
tions by mail with envelope stuffers, 
price bulletins and other dealer helps. 

On a parity, in importance from an 
educational viewpoint, with the visit 
which the sales representatives made 
to the Reynolite plant, where they in- 
spected the making of the molds, the 
hydraulic presses used in molding and 
the finishing processes employed in 
the Reynolite and 
other custom-made Bakelite 
was an illustrated and highly illumi- 
native address on Bakelite by Harry 


manufacture of 
pieces, 





Carlson, of Dayton, O., representi: 
the Bakelite Corp. 

Among the sporting events whic! 
featured the entertainments afforded 
the sales the 
tournament, played on the Jackso 
Country Club course, was by far th 
most exciting. this 
tournament were carried off by E. 1 


representatives, 


First honors in 


Gunther, familiarly known as “Cot 
ton” Gunther, of Dallas, Tex. 

From the moment of their arriva 
in Jackson to the last minute before 
their departure, the sales representa 
tives in attendance at this conferenc 
had their interest in the 
activities keyed up to such a hig! 
point that they devoted only a small 

(Turn to Page 135) 


company S 





Here 


managers and sales representatives, as they appeared on the 
scene in front of the Reynolite plant of the Reynolds Spring 
H. Wiltbank, Philadelphia; 


Co. Front row, left to right: C. 


are the conferees, including the executives, district sales FE. T. 


Pittsburgh, Pa. 


Atlanta, Ga. 


(“Cotton”) Gunther, Dallas, Tex., and H. 
Second row, left to right: J. T. 
Atlanta, Ga.; J. T. Hill, Los Angeles, Cal.; R. 
electrical engineer of the Reynolite plant, and W. H. Pe! 
Back row, left to right: 


B. Parke. 
Fulwiler. 
H. Cunninghal 


Charles F. Good! 





J. G. Swanson, manager of the Reynolite plant; Philip M. Day, 
Kansas City, Mo.; F. T. Burke, Chicago; C. W. Chapman, At- 
lanta, Ga.; John G. Rossiter, sales manager of the Reynolite 
division; A. C. Macy, New York, N. Y.: E. F. ; 


assistant sales manager and special representative of the Key 
nolite division; Harry Konkle, engineer ot the Reynolite pan: 
R. R. Mathias, Pittsburgh, Pa., and W. E. Loy, assistant gene! 


Meyers, Chicago; manager of the Reynolds Spring (Co. 
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“Makers of 


Business Prosperity” 
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At ies USINESS journalism has established a great clearing 
CHARLES M. SCHWAB house of information,” says Mr. Schwab, probably as 
wolf widely recognized for his human understanding of selling 
- as for his capacity as a great manufacturer. 

“You cannot have prosperity,” says Mr. Schwab, “with- 
T out confidence, and you cannot have confidence without a 
ot & free and honest exchange of information.” 






* * * * * 


fore That is the platform this publication stands on. Business 
nta publications which succeed are more than a collection of 
editorial and advertising pages. 

nig! es a oe * 

Every publication has its specialized field of service and 
plays its part intimately in the interchange of information 
and opinion, which is the basis of prosperity to which the 


captain of steel refers. 
* * * * * 
Both editorial and advertising pages are made to fulfill 
this great responsibility. The men and methods the editors 
f select for their pages and the advertising which the clients 
of this paper buy to inform its readers of their products, are 
brought together between the covers of a business journal 


for intimate help and service. 








ne When you have read both editorial and advertising 
ear cio ee sections and you have a complete knowledge of the service 
a working code of the publisher of this journal has prepared for you; then you, 
Pench enctg like Mr. Schwab, will see it—a Maker of Prosperity. 


American industry, 
trade and professions 
are placed first--acode 
demanding unbiased 
editorial pages, classi- 


arke. fe fied and verified paid I 

is | Smee | Tap ASSOCIATED. BUSINESS Papers, NE. 
honest advertising of * : 
dependable products. 




















This publication is a member of ae 
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New Electrical Products, Illustrated 
























































high; 


watts. 





On the left is the “Everhot” wall-outlet elec- 
tric range model RA-200 manufactured by the 
Swartzbaugh Mfg. Co., Toledo, O. It is of 
gray lacquer trimmed in nickel; has one set of 
half-round utensils; one roasting pan; one 
broiler pan; one baffle; two wire shelves, and 
two eight-foot heater cords. It is 39% in. 
18% in. long, and 18 in. wide. Its 
weight is 71 lbs. Current consumption, 1320 
Above is the model RA-100 which is 
quite similar to the RA-200 excepting that it 
is a three-legged range with short legs. 


George Richards & Co., 557 \\ 
Monroe St., Chicago, have made 
recent addition to their line o: 
“Hemco” bell ringing transformer: 
The new “Hemco” is of a combinatio: 
type. It is mounted on a 4 in. squar: 
cover. This cover is punched so that 
it will fit a 314 in. round box, a 4 in 
round box, or a 4 in. square box. In 
addition, the cover is perforated and 
scored so that the rim can be knocked 
off to form a 4 in. round cover if 
desired. The transformer cover is 
equipped with a bushed knockout for 
a drop cord installation to the sam 
outlet box. It is furnished in singh 
circuit secondary and three circuit 
secondary, 110 volt, 60 cycles. 








The Bryant Electric Co., Bridge- 
port, Conn., recently placed on the 
market a unique and exclusive line of 
wood inlay flush plates. These plates 
are made of genuine mahogany or 
circassian walnut inlaid on nickel sil- 
ver or bronze. This “DeLuxe” line 
of flush plates is particularly suitable 
for higher grade residences, and 
buildings where great care has been 
given to the design of interior deco- 
ration. 


The Adell Mfg. Co., Inc., Orange, 
Mass., is manufacturing the new type 
wall bracket box for “BX” or loom 
shown above. Being shallow, rigid 
and adjustable, the bracket can be ad- 
justed to the height desired. Knock- 
outs in the corner make it easy to 
slip the cable through whether it 
comes horizontal or perpendicular. 
The Manufacturers Distributing Co., 
291 Broadway, New York, are the 
general sales agents. 





3 


d Elec. Co., Inc.. 
565 Broadway, New York, announc 
a two piece porcelain receptacle for 
ceiling fixtures, outlet boxes and sign 
work. This receptacle has hook con 
tacts to facilitate wiring. The wires 
are passed under the hooks whic! 
are pressed down with a screw 
driver to clamp the wires in place. 
and a drop of solder applied. Th: 
receptacle then may be made weather 
proof by pouring sealing compound 
over the connection. 








After Blowing 








One of the new additions to the 
Day-Brite line is the improved re- 
flector illustrated above. Designed 
for show-case lighting, the enlarged 
wiring chamber makes possible quick 
installations. Made by the Day-Brite 
Reflector Co., St. Louis, Mo. 


The Royal Electric Co., Chelsea Station, Boston, Mass., has introduced th« 
Royal “Crystal” plug fuse on the market. The glass top permits full visibilit) 
at all times and insulation from shock. Owing to the interior construction th: 
glass blackens when the fuse is blown on a dead short circuit and due to 
bafle chamber free venting is permitted. On the left is shown the fuse after 
blowing, on the right is the three-color display container in which the fuse: 


are shipped. 
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‘portion of their time to recreation, | 


although there was plenty of it avail- 
able, thanks to the generosity of the 
company’s president, Wiley R. Rey- 
nolds. who proved an ideal host. 
The meeting opened with an in- 
spection tour through the Reynolite 


plant and the first of a series of busi- | 


ness sessions, in which the following 
participated : 

J. T. Hill, Los Angeles, Cal.; E. T. 
“Cotton’”) Gunther, of the firm of 
Jenkins & Gunther, Dallas, Tex.; 
A. C. Macy, New York City; E. F. 
Meyers and F. T. Burke, Chicago; 
C. H. Wiltbank, Philadelphia; H. B. 
Parke and R. R. Mathias, Pittsburgh; 
C. W. Chapman and J. T. Fulwiler, 
of the firm of Fulwiler & Chapman, 
and W. H. Berry, Atlanta, Ga.; 
Philip M. Day, Kansas City, Mo. 
Guests of honor and special delegates 
included F, D. Richards, vice-presi- 
dent of the Campbell-Ewald Co., of 
Detroit; Howard Ehrlich, president 
of the Electrical Trade Publishing 
Company, publisher of THe Josper’s 
SatesMAN, of Chicago; S. H. Simon- 
sen, general sales manager of the 
Illinois Electrie Company, of Chicago, 


and Frank E. Watts, manager of 
klectrical Goods, of New York. 
s&s 


A Generous Jobber Policy 

A jobber policy unusually generous 
in its scope and embodying features 
that have particular appeal to the 
jobber is followed by the Fansteel 
Products Co. of North Chicago, II]. 

In handling jobbers last year it did 
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not become apparent until about Janu- 


of 
The 

any took practically the entire 
ial burden of this additional dis- 


50 and 
Fansteel 


that a discount 


necessary. 


iry first 


10°. was 
omy 
hnan 
count on its own shoulders by way of 
rebate. In June, when it was found 
to 
nethods and decrease the list prices, 
similar rebate the 
to which 
‘rs might have sustained through 
small stocks on hand at the end 


season, 


ible 


poss improve manufacturing 


was given by 


inv cover any losses 


'¢ company believes in the job- 


tans of distribution of the “‘Balkite”’ 
It often sacrificed 


seemed its important interest to the 
thear 


has 


that the jobbing trade must be 
‘ted. 
As a matter of fact, it states 


pro This same policy will con- 


nu 
‘lat it gave back to the jobber over 


one 


iarter million dollars of profits 


durine 1926-1927. 


“ trade as the only practicable 


what | 


KL 











DIEHL EXHAUST FANS 


The United Shoe Machinery Company, Boston, Massachusetts, use Diehl 
Quiet Operating Exhaust Fans to obtain a constant supply of fresh, clean 
air for their office workers. The total installation covers DIEHL Ex- 
haust Fans of from 18” to 42” in fan sizes. Every office, factory, theatre, 
restaurant, hall, lodge room, etc., where people assemble for work or pleasure 
should be ventilated by DIEHL Exhaust Fans. DIEHL engineers will be 
glad to help you with your ventilating problems. Write for descriptive 
bulletin. 


DIEHL MANUFACTURING CO. 
ELIZABETHPORT, N. J. 


DIERM Lu 


Established 1888 
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New Electrical Products, Illustrated 








The Bull Dog Electric Products 
Co., Detroit, Mich., has announced 
three new products. On _ the left 
(above) is shown the “Unit-Versal” 
lighting panelboard, and on the right, 
the “Unit-Versal” metering panel 
unit. Left: the “Saftofuse” panel- 
board unit is illustrated. 








The Cutler-Hammer Mfg. Co., Mil 
waukee, is manufacturing a_ small 
across-the-line starter for five horse 
power and less motors. It gives push 
button control of starting and stop- 
ping, and provides thermal over-load 
protection and no-voltage protection. 











The No. 330 “Latrobe” double du- 
plex table top, made by the Fullman 
Mfg. Co., Latrobe, ‘Pa., is provided 
with two standard duplex receptacles 
enclosed in heavy stamped brass 
housing with finest nickel-plate finish. 
The nickel-plated finish makes this 
device attractive when used on the 
top of the table and it harmonizes 
with all nickel-plated table appli- 
ances. It is provided with seven foot 
length of silk covered flexible cord The Albert Wahle Co., Metropoli 
and standard attachment plug. The tan & Morgan Aves., Brooklyn, N. 

The F. W. Wakefield Brass Co., heavy brass housing makes this device Y., is manufacturing the lamp shown 
Vermilion, O., announces a new total- practically indestructible. above. The reflector has a_ sand 
ly enclosing semi-indirect lighting blasted design on the upper portion 
unit for residence and hotel guest of the plate glass and a beveled top 
room service. ‘The unit consists of a protected by a brass ring. 
handsomely proportioned and em- 
bossed hanger which accommodates a 
special globe similar to that used in 
the company’s office lighting unit. ee —_ 

The globe is of a very fine crystal SPECIFIED 

glass, the upper part being clear and 

having a_ sloping contour’ which 4 ocr” 
“sheds” much of the dust which falls — 

upon it, thus minimizing maintenance 
and insuring a high average of effi- 
ciency. The bowl of the globe is 
treated with a special enamel which 
has the translucence, texture and 




















UNIFORM 
The James R. Kearney Corp., St. THICKNES 
Louis, Mo., is manufacturing a line 
of anchors of the pipe type designed 
for use in soft, swampy installations 
apr s under water or muck soi iti 
color of fine alabaster and is deco- ns ck soil conditions 
, * 2 : : ; where the strain is over 8,000 
rated with a simple design in India 1: : 
Stat de teal pounds. The pipe may be any 
length specified. 


CERTIFIED 
MALLEABLE 
IRON 
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King Returns to Chicago 
Henry R. King has recently been 
appointed vice-president and general 
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/100 PER CENT JOBBER DISTRIBUTION 


| 


sales manager of the Conlon Corp., | 
Chicago manufacturers of washers and | 


‘roners. Mr. King really started his 
career of over 31 years in the electri- 


H. R. King 


cal industry in Chicago and after an 
absence of over 17 years in the well- 


known effete East, he returns to his | 


first love. 


Many years of Mr. King’s life were 


spent in the Western Electric supply | 


organization. Under his jurisdiction 
as chief engineer of the power depart- 
ment, was developed a complete line 
of alternating current machinery and 
le was among those directly responsi- 








At atow 
operating cost 


cpa R Se caceagar hot be 





ble for the sale of power apparatus | 


until the sale of the power apparatus | 


department to the General Electric 
Co. At that time Mr. King removed 
to New York as power apparatus 
sales manager of the Western Electric 
Co., and assumed the responsibility of 
the household appliance line. 

In 1920 he left the Western Elec- 
tric Co. to function as general sales 
anager of the M S. Wright Co., at 
Worcester, Mass., manufacturers of 
he ““Sweeper-Vac”’ cleaner, continuing 

them until he “came back home” 
S present position. 

Hoth the M. S. Wright Co. and the 
on Corp. have always been one 
he Western Electric family dis- 
iting a large quantity of their 
ucts through that organization, so 

M: King has always been more or 


in the “family.” 


JOBBERS 


Get Your Profit on 


Fall Heater Sales 


Concentrate on the 
Durable Portable Room Heater 
List, $10.00 
It Really Heats a Room 


Central Flatiron Mfg. Co. 
Johnson City, New York 
Eastern Sales Representatives: WEIR SMITH CO., 58 Warren St., N. Y. 
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New Electrical Products, Illustrated 








Here are four new products of the Bryant Electric Co., Bridgeport, Conn. 
Left to right: A new armored pony attachment plug cap known as the J. Z. 
which is steel covered and cadmium plated; a No. 2979 one gang combination 
toggle switch and “Spartan” receptacle with “Templus” plate. It is similar to 
No. 2957 except that the receptable base is made in one piece with the plate; a 
No. 2959 double pole tumbler switch and pilot light combination, ready wired, 
is also announced. This device is similar to the No. 465 combination excepting 
that a tumbler switch has been substituted for the type O push switch and the 
dome is smaller; the No. 778 attachment plug of “’Templus” combination has a 
small cord hole. The metal parts are polished nickel. Finish is brown, 


highly polished. 





On the left is shown the Klieg] Arc 
spotlight No. 12, manufactured by 
Kliegl Bros. Universal Electric 
Stage Ltg. Co., 321 W. 50th St., New 
York. It is 70 amp. capacity, 125 
volts; has 6 in. lens with resistance 
mounted on the stand. On the right 
is shown the No. 13 which is similar 
to the No. 12 except that it is fur- 
nished with switch but without re- 
sistance in cable. 





Six numbers of reflector guards for 
lamps 4 in. long or smaller have been 
added to the “Flexco-Lok” and 
“Flexco” lamp guards by the Flexible 
Steel Lacing Co., 4607 Lexington St., 
Chicago. They are the key-locking 
*“Flexco-Lok,” the now-locking “Flex- 
co,” and the “Flexco” portable type. 
Each is made to fit standard brass 
and 11% in. weatherproof sockets. 





ne 
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‘v 
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A small limit switch has been de- 
signed by the General Electric Co., 
Schenectady, N. Y., to meet the re- 
quirements of the machine tool indus- 
try and other manufacturers who 
need such a switch for their control 
circuits, It is used where normally- 
open or normally-closed contacts are 
required. The switch is cast iron, is 
arranged for conduit connection and 
is dust-tight. 





ss see Pee EX 


“Stop-it” the new stoplight for 
automobiles is manufactured by a 
company in San Francisco. It may be 
also used to light the radiator caps. 





New designs of switches have been 
added by the Westinghouse Electri 
& Mfg. Co., to its standard WK-(0, 
WH-61, WK-62, and Midget lines 
The new range switch (illustrated) is 
designed for both flush or surfac: 
mounting and operates by a handl 
in the front. It is particularly appli 
cable to vanges not requiring over 4) 
amp., 250 volts, or 40 amp., thre: 
wire, 125 volts. 





Two new types of residence pane! 
boards have recently been introduced 
by the Westinghouse Elec. & Mfg. Co 
These two new types, the “Residenc: 
and the “Junior Residence” panel, ar 
attractive in appearance, compact ani 
sturdy and economical in constru: 
tion, and provide for safety in us 
The “Residence” panelboard is man‘ 
factured for stock up to twelve cir- 
cuits with either two fuses in branc!) 
circuit or one fuse with solid neutr 
connection. The “Junior Residence’ 
panel is stocked up to six circuil 
The latter is illustrated above. 
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SUBSTANTIAL 
TOOLS 


fobbers’ salesmen _han- 
dling Oshkosh Pole Line 
Construction Tools find a 
constant demand for 
Oshkosh Tamping Bars 
They are furnished in 
two styles—the Light 
and Heavy Shoe 
Tamping Bars. 
Roth have selected 
Wisconsin rock 

























‘salle 
Every central 
station and pub- 


ee: the 
lic utility in the 


ill during 
the month 
of Aw. 


plete in every par- 
ticular. We have so 
kept pace 
velopments 
enabled 
to sell the 


have you at 


all times 


Do not forget we also 
furnish handles for all 
tools. 


your catalog is well worn write 
day for a new one. 


LEACH COMPANY 
OSHKOSH, WISCONSIN 


OSHKOSH 









POLE LINE 
CONSTRUCTION TOOLS 


















Osh- 
maple handles and a kosh 
steel shoe securely Tools 
-iveted to the have been 


manufac- 
tured since 
begin- 
ning of the 


country 1s tho- electrical in- 
roughly famil- dustry, and 
lal with Osh- they have an 
kosh_ ‘Tamp- unequalled rep- 
ing Bars. utation for qual- 

Sell some ity and service- 
on every ability. 


The line is com- 


with de- 
that we 


Tool to suit any partic- 
ular purpose, no matter 
how unusual. 


will miss him, 
friends in the 


| back, 


| 
| 
his equal number of 
| 

| 

+ #8 *# 


| Cameron Moves Up with 


| Appleton Rubber 


While his many friends in the east | 


west will welcome him | 
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ulti 


Porcelain 


| J. E. Cameron was recently made 
| general manager of the Appleton Rub- | 
| ber Co., Franklin, Mass., manufactur- 


| er of “OK” friction and rubber tapes. 


| 
| 
| 
| 








p, 





J. E. Cameron 


Mr. Cameron 
manager of the company but under a 


Previously was sales 


| recent reorganization he was made the 


company’s active head. Before 
with the Appleton Rubber Co. several 
years ago, Mr. Cameron was for many 


going 


| years with the Graybar Electric Co. 


| ber, 


| has 
t 
only 


| his office to 
| Chicago. 


He reports that the company has 
fully 


fire which it experienced last Decem- 


recovered from the disastrous 
and is again in operation with 


a modern friction and rubber tape 
factory. 

New machinery which the company 
just installed is said to be the 
of its kind in use at 
the present time. 

* * * 


Bulldog Moves Chicago Office 


E. A. Printz, western sales mana- | 
ger of the Bulldog Electric Products 
Co., Detroit, announces the removal of 


627 W. Blvd., 


machinery 


Jackson 





Bushings 








Different sizes of “MUL- 
20 Clamp Bushings for 
Outlet Boxes and Steel 
Cabinets and “MULTI” No- 
Clamp Bushings for Outlet Boxes 


and Steel Cabinets. 


If you once try “MULTI” 
Bushings you will always use 
them. 


Samples gladly sent on request. 


Write for Catalog No. § 
discounts. 


and 


MULTI ELECTRICAL 
MEG. CO. 


210 North Ogden Ave. 
Chicago 
Se a a EET eS eee 


——— | 

















140 THE JOBBER'SfA]SALESMAN 





— 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUS? Rp, 





| Doughty Is Director of 
“Balkite” Sales 
No.Three Herman J, Doughty was rec. 
| appointed director of ““Balkite” 
of the | of the Fansteel Products Co., 


Bi g Radio 


—tell this to your trade 


EVERAL million homes, equipped with cone 

speakers of ail types, would welcome the 

suggestion of the Wahle “Universal” standard 

No. 540 designed to accommodate such well known 

Universal makes of speakers as the Western Electric, Pathe, 

Standard Rolacone, Pacent, Algonquin, Wirt, Tower, 

for Tarrand and many others. The new Atwater- 

Cone Kent speaker—don’t forget—will also fit the 
Speakers “Universal” Standard. 

Also tell your dealers that five “Universal” 

List Standards offer far greater display possibilities 

$10.50 than a row of miscellaneous cone speakers on a 

shelf. The “Universal” Standard not only 

presents a more attractive means of display but 

as such will help dealers sell both speaker and 

standard at a double profit. We will furnish Herman J. Doughty 

them with helpful publicity material. Ask your 

radio manager for further details. North Chicago, Ill. He has had an 

See messages 1 and 2 on pages 114 and 126 interesting and varied selling experi 


ALBERT WAHLE COMB 1S. ca tas wb Oe & 


INCORPORATED Ri 
Metropolitan & Morgan Aves. Brooklyn, N. Y. Springs, Ark., but was brought up at 


Works: Robt. Findlay Mfg. Co. Bradford, Pa., where he acquired his 


education. 














His first selling job was in 1907 


| for the W. R. Case & Sons Cutlery 


| Co. of Bradford. As a special repre- 
-, R E S C E N i sentative he travelled the United 
| States, South America, Mexico, Can 
PORTABLE HEATER _ada and Alaska for this company. 
a | often making his sales through inter 
Higher efficiency. More warmth. ; : ne | preters and watching the eyes of tli 
Also tor loasting, Water Heat- YW; : customer to be sure that his remarks 
ing, etc. Made in 4 colors, Ven- é, 
etian Red, Napier Green, Maroon, 
Old Ivory. All Crystaline Finish. 
“Globar” Resistor Unit Guaran 
teed 2 years against burn-outs. 





| were interpreted and understood cor 
rectly. 
Mr. Doughty later obtained a manu 
facturer’s agency in Chicago and thie! 
a F ; Y ; joined the French Battery & Carbo: 
Rated at 660 watts, 110 volts a.c. Ho | ey, C ; 
° oO 
or d.c. A new, universal porta 
ble heater, proven by test to be 
more efficient. Looks well. Its 
superiority can be easily demon 
strated. Sells easily.  Perfora 
tions at back keep heater cool at address bankers’ meetings all over tli 
all times. Extra long cord. country on the subject of thrift. 
A MONEY MAKER FOR ai 
JOBBERS! Acme Electric Secures 
J. T. Curtis 
The Acme Electric and Manuta 
turing Co. of Cleveland, Ohio, manu 


Crescent Appliance Corporation —— 


cently employed J. T. Curtis to act 
415-17-19 Somerset Street in the capacity of assistant sales man 
ager. Mr. Curtis has been active!) 
GLOUCESTER, N. J. engaged in sales work many years. 
| and is thoroughly versed on_ radio 
| merchandising. 


. as a salesman and later as a s} 
cial representative, in charge of tli 
western territory. 

During the War he was engaged !)\ 
the American Bankers’ Association 


Write for our proposition today. 


y 
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Electric Development 
Changes Name 

The Electric Development and 
Equipment Co., manufacturers’ agents 
at 66 E. Lake St., Chicago, announce 
a change in name and location effec- 
tive August 15. The company will 
then be known as the Lighting Spe- 
cialties Co., a name much more ap- 
propriate than the old in view of the 
fact that the company handles only 
lighting specialties, 

The Lighting Specialties Co. repre- 
sents four manufacturers in this terri- 
tory with complete stocks. They are 
the Holophane Glass Co., Inc., Ivan- 
hoe Division of the Miller Co., Day- 
Brite Reflector Co., and The F. W. 
Wakefield Brass Co. 

The new location will be at 740 
\V. Adams St., Chicago. 

* & # 


Bronsvel Now With Great 
Western Fuse 
Robert C. Bronsvel, recently New 
York district manager for the Buss- 


E> 


mann Mfg. Co., 
joined forces 


with the Great 

“ve Western Fuse 
Co. on July 11. 

. \ Bob Bronsvel, as 
+ \3 he is known 


‘ > 


around New 
York, started his 
fuse career with 
the Economy 
Fuse & Mfg. Co. 


whom he 












with 
was located for two years, and left 
this company to take up the duties 
he just relinquished with Bussmann, 
with whom he was connected for over 
three years. Bob’s career as a fuse 
salesman has been one of considerable 
success and he is not only widely 
known but well liked all over Metro- 
politan New York. 
leadquarters at the executive offices 
of the company, 415 Lexington Ave., 
New York City. Great Western’s 
factory is located in Pittsburgh, Pa. 
* & 
Roach-Appleton Appoints 
Royal Smith 
Che Roach-Appleton 
Chicago, has appointed Royal Smith, 
2807 Commerce St., Dallas, Texas, to 
act as its sales agent in the states of 
Oklahoma and Texas, exclusive of the 
Pan-Handle district. 
Royal Smith is well known to the 
ing trade in the Southwest terri- 


He will make his | 


Mfg. Co., | 


hh 


N 
2s 


| 
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HESE are the days that 
make dogs mad and Johnson 
Propeller Fan salesmen glad. 


It’s an ill wind that blows nobody 


good 


and the same torrid, un- 


relenting heat that has such a 


devastating 


effect 


upon 


the 


canine species reduces sales re- 
sistance on Johnson Fans to a 
minimum—and brings that satis- 
factory feeling that accompanies 


a | Fan & Blower Co. 


P 
Lu 1327 West Lake Street, Chicago 


The season is short 
the time to act 
complete information today! 


increased business and 
stantial profits, to the salesman 
that is willing to put forth a little 
extra effort while conditions are 
inost favorable. 











ship. 





enameling steel 


or bead. 
black outside. 


sloping or saw-tooth roofs. 


Swivel Hanger is used. 
for free sample Swivel Hanger. 


553 W. Monroe Street 





reproduced here 
Reflector and Lamp Manufacturers 
tified by Electrical Testing Laboratories to be of 
correct design, high light output and best workman- 
“Quad” Reflectors are recognized as giving 
the most satisfactory distribution of light for uni 
form general illumination 


“Quad” Swivel Hangers provide a simple and economical method 
of hanging reflectors, in big demand on open conduit work undet 
[ Swivel Hangers cost no more than 
stud, hickey and canopy—three parts replaced when a “Quad” 
Jobbers and Jobbers’ Salesme 


QUADRANGLE MFG. CO. 


Chicago 


n write 


Two “QUAD” Products of Merit 
Quadrangle Dome Reflectors RLM Standard 


for correctly designed-Industrial lighting 
“Quad” Swivel Hangers 
for real economy in hanging reflectors 


Quadrangle Dome Socket Reflectors bear the label 
built to standard specifications of 


tested and cer 


14 


Cover section 

‘ made of pressed 
gauge steel 

to fit both 3” 

and 4” round or 

etagonal outlet 

boxes. Ball see 


ti 

















on 


All 


The Dome Socket Reflector is accurately formed from best grade 
neck or socket housing electric welded to Reflector 
before enameling as one piece construction without exposed seam 
Permanent porcelain enameled reflecting white inside 





ron 


threade d to take 


REFLECTORS ) : 


conduit stem 
parts fully 


galvanized 


sub- 


now is 
Write for 


“ 
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New Opportunities 
For Ventilating Fan Sales 





Emerson 9 and 12-inch ventilating fan motors are now offered 
complete with wall boxes and shutters for permanent installation. 

Every new home and apartment is a prospect for these units. 
See new Emerson Motor Price Book No. 61 for prices and 
complete details. 


The Emerson Electric Mfg. Co. 
2018 Washington Ave., St. Louis, Mo. 


806 W. Washington Blvd. 50 Church Street 
New York 











EREREREEE RE LEER EY EERE LE RSH 


‘Royal tala cv. 


on the Beachfront 
ATLANTIC CITY 


Sh 
se 





No ‘‘Seasons’’ at Atlantic City! 


N° MATTER what time o’ Hotel operates under American 
year you come to Atlantic Plan and presents a distinguished 
City you are “in season.” So, cuisine. On the premises: Private 
too, with the Royal Palace Hotel. Sea Water Swimming Pool, Ten- 
Situated on the Boardwalk and nis Courts, Dancing, Children’s 
radiating an air of restful hos- Play Room, Therapeutic Baths, 
pitality. All rooms have running Barber, Beauty Parlor, Roller 
water—most rooms have private Chairs—truly—A Resort in Itself! 
bath—all baths both sea and fresh Send for Illustrated Booklet and 
water. Schedule of Rates 


STITZER HOTEL CO. 
Ownership Management 
UEELAEUCIUNGDUAALAADACHANNEANLAAAEAEDONNUEA AANA DANEADAEDOE DN, CORTUEADACDEAUUGSOADDOGC SUCNUENUAANOUCIAAUOENAEDOOEIONNUOEUONALOCDOCNONEOOOEOUEDONNOOEDOOORUCOOONIONDIOEROEDENNNIE 











The James E. Gleason Co., manufac. 
turers agents located at 561 W. Monroe 
St., Chicago, announces that it has taken 
on the lines of the American Insuiated 
Wire Corp., of Providence, R. I., and the 
Vico Mfg. Co., of South Norwalk, Conn 
The latter firm produces a line of alu- 
minum fittings. The Gleason Co. 
sole agents for the L. D. Cross Mfg. Co 
of New Chicago, Ind., which manufac- 
tures government mail boxes approved by 
the post-master general, single unit boxes 
for houses and bungalows and combina- 
tion speaking tube bells and push-buttons 
In the picture are shown Frank D 
Schwartz, formerly of the Indiana Rubber 
& Insulated Wire Co., and now with the 
James E. Gleason Co., and “Jimmy” § 
Gleason, himself. 


is also 





Cunningham Changes 

Some changes in the organization of 
E. T. Cunningham, Ine. were an- 
nounced by Maj. Herbert H. Frost, 
general sales manager at their first 
annual banquet, held at the Palmer 
House in Chicago Radio Show week. 

C. R. King, formerly in Chicago, 
has been transferred to New York. 
He will be succeeded in the Chicago 
district by Howard Sams. 

At the banquet, starting out with a 
little by-play, where it was absolutely 
proved that Maj. Frost will “give his 
shirt’”’ to his distributors. Many en- 
tertaining speeches were made. |’. W. 
Greusel, of G-Q Electric Co., Milwav- 
kee, who represented the E. S. J. A. 
at the banquet, made a short talk fo! 
lowed by other well-known radio me! 
and jobbers. There were two prin¢: 
pal speeches, one a _ very abl 
representation of what the Radio 
Commission is doing, by Orestes H. 
Caldwell, the other was one of t/i0s¢ 
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inspirational talks that, with its wit | 

nd humor, kept the audience in a gale | ) anaes 
{ laughter. This was given by ex- | 
Congressman Frederick Landis of 
|.ogansport, Ind. 

Many well-known electrical jobbers 
were present among them being the 
venial Fred Wiebe of Brown & Hall, 
St. Louis, ahd Ed. Hardie of Central 
States, Kansas City. 

* * 


Belden’s New Plant in 


— What a big roof covers 


with general offices at 2300 South | , P 
Western Ave., Chicago, manufacturer In the picturesque Cumberland 
of insulated copper wire, cable and 

cordage, has announced its intention 


o trancten garetts mamatactariog foothills is a world famed 


activities to a new plant now under 











construction at Richmond, Ind. The 
Richmond plant will be in operation h l 
by the end of this year. ote 
: * * * 
' J. S. Jacobson Moves a . . 
~ (J. 8. See, Chandon: aor "THOUSANDS visit this delightful region, to return again 


nounces Heainavel t its new pou and again. Its charm is irresistible. In the midst of a 








4 es. ot Me ie, lee the setting often transferred to canvas by the brush of painter 
i [i company has acquired larger quarters the great French Lick Springs Hotel lifts its seven stories 
“ B  with improved shipping and handling under a genial sky. Six hundred airy spacious rooms are 
‘0 facilities. furnished to insure every comfort of a luxurious home. 
. Guests retain vivid recollections of the quiet, unobtrusive 
a courtesies that give added pleasure to their visit. The 


cuisine is unexcelled. 





| For golf enthusiasts two superb uncrowded 18-hole courses, 
| -each with its modern, completely equipped Club House, 
| provide opportunities for breaking records. The Upper 


| Course is famed as one of the sportiest in America. 


























of vitality. The natural, sparkling, rejuvenating waters pep 


| French Lick Springs is the ideal spot to replenish your store 
} : 7 ‘ 2 
| up the system, and a plunge in the vibrant, tonic baths is 








rst a buoyant, delightful experience. Horseback riding, motor- 
ner ing, hiking, dancing, concerts, tennis and other wholesome 
ek. recreations provide a constant round of healthful enjoy- 
20, ment. 
irk. . . © . . 
ago Autumn is ideal to visit French Lick Springs. Treat your- 
self to this royal vacation, and get in fine trim for the winter. 

ha Easily accessible by motor or rail. Through Pullmans from 
tely New York via Pennsylvania R. R. From Chicago via 
his Monon route, a night’s ride. 

ei 

\. , , 

' Write or Wire for Reservations. 
yau- 
A. 

fol 
mel 

nek Pt Lyons, formerly with the Indiana FRENCH LICK SPRINGS HOTEL 
bl Rulier and Insulated Wire Co., in Chi- ° ° 

um ‘ago, and now more or less of a globe French Lick, Indiana 

adit r and man of leisure, is here shown 

H. on ‘op of Moro Castle in Havana—com- “Home of Pluto Water’ 
hose pared with Moro Castle, Pat is still young. 
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Men Find— 


superlative comfort, convenience and pleasant 
surroundings at the Hotel Majestic—favorite 
stopping-place for traveled people. They know. 
Whether alone or with family, the location is 
ideal—only a step from theatre and shopping 
districts and a few minutes to all business 
centers. 

With a “front yard” of 843 acres, the big, 
cheery rooms at the Majestic are exceptionally 
attractive. The cuisine is unsurpassed, and 
good music, comfortable lounge, library, and 
other features combine to make you glad you 
came. 


Try it when next in New York 


Proprietor 


Majestic Hote 


RESTAURANTS 


2 West 72nd Street 
Entire block fronting Central Park 
NEW YORK 


See ees SSeS See eee eee eee eee eee eee eee 
The Hotel Majestic, Central Park West at 72nd Street. New York City 
Without obligating me, please send me Booklet on New York and Majestic 
people. 


Hotel and information as to arrangements for a party of 


The Jobber’s Salesman 



































Le 


George L. Delany has been made sales 
promotion manager of the Bussmann Mf 
Co., St. Louis, effective July 1. For th 
past four and a half years George has 
represented the Company as district man 
ager of the St. Louis territory. For th 
previous 12 years, with the exception oi 
two years spent in France during th 
World -War he was with the Western 
Electric Co., and Graybar Electric Co 
St. Louis. Above we see George on th 
“Prado” at Havana, Cuba, last Decem! 
As the winner of a sales contest on “Buss” 
Lights he and Mrs. Delany spent a week 
in Havana at the Company’s_ expens 
With his winning personality and tireless 
energy Delany is predestined to mak 
success of his new work—Here’s luck to 
you, George. 





——————_—_—_———_—_—_———————— | 








The ‘‘Crosley Stork”’ 


Powell Crosley was scheduled 0 
Monday, June 27, to take off from 
Ford’s flying field with Harry | 
Sherwin, general sales manager, and 
Herbert Gay Sisson, manager publi 
relations, in a Waco aeroplane with « 
Wright motor. This plane is called 
the “Crosley Stork.” Lt. Paul Rid 
dle was the pilot. They were to mak: 
all the large cities and arrive in (hi 
cago the last of July, sending ov 
broadcasts to all of their radio job 
bers to meet them at the differen! 
fields on their arrival and have wit!) 
them the Crosley “Bandbox” Radi 
receiver. 


+ 


* * * 


International Resistance Co. 
Moves 
As of July 1, the International I 
sistance Co., manufacturer of tli 
“Durham” metallized 
nounces change of address from tli’ 
Perry Bldg., Philadelphia, to its 1“ 
address 2'2 South 20th St. 


resistors, 4) 











ee 


1 
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States Made Acting Manager, 
Central District 
“W. M. States, who has been act- 
ing manager of the central district of 
the Edison Lamp Works, has been ap- 
pointed district sales manager, effec- 
tive June 15, 1927. 


For several years he was Far East 


——— 











W. M. States 


sales manager for the International 
General Electric Co., located at Shang- 
hai, China, returning from there in 
1923, at which time he became as- 
sistant district sales manager for the 
Edison Lamp Works at Chicago. 

Previous to going to China for the 
lnternational General Electric Co., he 
was associated with the Edison Lamp 
Works at Harrison, N. J., since 
1912.” 


* * * 


Bulldog Salesmen Gather in 
Detroit 


Che Bulldog Electric Products Co. 
Detroit held a sales convention 
July 28, 29 and 80. Thirty-nine of 
salesmen from coast to coast at- 
ded. Sales policies were analyzed 
| discussed, for the company feels 
the viewpoints of its field men 
| the opinions expressed by them at 
conventions is accountable, in 
ereat part, for the sales policy the 
pany now has in force. 
salesmen inspected the factory and 
the greatly improved methods of 
duction made possible by the new 
matic enameling machine installed 
in expense of $25,000.00 and the 
conveyor systems. 
he big object of the convention 
to introduce to the salesmen, the 
complete line of ‘‘Unit-Versal” 
luets, announced to the trade. 
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more Light !!!!!!! 


obliged to move, we are glad to advise that after August 15th 
we will be located at 740 W. Adams St., where our enlarged 


quarters and increased facilities will better enable us to serve you. 


with the change in location comes also the change in name 
LIGHTING SPECIALTIES CO.—as our new name is more de- 
scriptive of our operations, in that we supply only “lighting 


specialties as manufactured by 


IVANHOE 
HOLOPHANE 
DAY-BRITE 








WAKEFIELD 


whom we represent in this territory with complete stocks. 


LIGHTING SPECIALTIES CO. 


740 W. Adams St. CHICAGO, ILL. 


Formerly 


Electric Development & Equipment Co. 


i¢ 


PIONEERS 


ifthe Cem eoCmertebeteCas 
aviator pioneers his 
way across uncharted 
Seas, so have Master 
Engineers pioneered 
many refinements 
and improvements in 
motors and motor 
Pvesejetertetey maori aruelt 
cern and benefit every 
motor buyer. Write 
for details. 


THE MASTER ELECTRIC COMPANY 
Dayton, Ohio 
STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER“ MOTORS 




















potency = 





sreenrettr ces 
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A jobber opportunity that is 
seldom available is now await- 


ing you in PORT-O-VAC. 


Cash in on the tremendous vol- 
ume of service work that is be- 
ing done by car dealers, garages, 
work racks, and filling stations. 
Every unit of trade you sell is 
a prospect. 














PORT-O-VAC combines the highest type of 

efficiency in a % H.P. General Electric 

motor together with extreme lightness and 

pee. Salesmen who carry a Port-O- 
ac are reaping a harvest of orders. 


PORT-O-VAC lists at $39.50 less the usual 
discounts. Ask your sales manager to se- 
cure your share of this ready business. 


n automatic 

“A” P ower 

charger — no 

tubes — no 

liquid — re- 

quires no atten- 

tion. Charges 

up to 6.9 volts 

and automati- 

cally shuts off. 

When charger 

drops to 5.9, it starts charging again. 
Can't be burned out—foolproof—per- 


t. i 
Ee (less = disc.) $13.75 





Onn 


yO 


30 OT? Re RR LOON SF. Sis 





entire industry. 


| 


| 


i ably. 


'regardless of his size, 


The Radio Patent 
Situation 
By C. P. CUSHWAY 
Sec. & Gen. Sales Mgr. 
All-American Radio Corp. 
HE word “patent” has become a 
veritable nightmare in the radio | 
| industry to manufacturer, merchan- | 
‘diser and the public alike. It has | 
cast a shadow of uncertainty over the | 
The development and | 
production efforts of the manufacturer | 
ability or effi- | 
ciency have been hampered consider- | 
The merchandisers, both whole- | 
sale and retail, have not been able to 
really do justice to their work in the | 
field because of the figurative sword | 
hanging over their heads. 


Most important of all, the public 


-has not been in a position to make a 


broad and unbiased selection of ap- | 
paratus because of the claims, counter- 
claims and misleading information 
that has been all too frequently served | 
by the industry as reading matter. As 
a result, confusion has developed in | 
the mind of the public as to whether 
the radio industry had just developed | 
into an experiment, a public labora- 
tory, an engineers’ debating society. | 
Fortunately, our more sober | 
thoughts bring us to the realization 


that radio is really one of the modern | 


| with. 


wonders of the world and an enjoy- | 
ment that we would all dislike to part | 
It is not expected that the ulti- | 


‘mate perfection in this science would | 
be reached in the short span of years 
/covering its present development of | 


| popularity. 


However, it is almost | 


universally accepted within the indus- | 
try that the period of stability in gen- | 


eral design and construction has been | 
reached and it remains only to add | 


-such further developments as will im- | 
prove the convenience, simplicity and | 


economy of operation of a re ceiving | 


| set. 


| real benefit to all. 


Stability within the radio industry | 
itself on the question of patents is of 
The manufacturer | 


'can enter into the design and produc- 


ition of 


|The wholesale and retail merchandis- 
/ers can invest their time and effort to 
| better advantage and with the assur- 


}ance that they are building for the | 


| future. 
as to quality, performance and service. 


agree, 
|organization to take the proper lead- 


and patent claims there are many, but 
| the Radio Corporation of America un- 


'worth while in this respect. 


on a} 


receiving 
seale. | 


broader and more 


apparatus 
economical 


The consumer can then make 
his choice with a feeling of security 


That the goal is desirable all will 
and it only remained for some 


ership in order to reach it. Patents 


doubtedly holds that which is best and 
There- 
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COLE 
FUSE PANELS 


Exclusive Self-Aligning Featu-. 


Cat. No. FP6 


From 2 circuits to 24 circuits. 
Also with tumbler switches. 
Prices?—to meet competition. 


Listed in New Catalog No. 27 
Did you receive your copy? 


COLE METAL PRODUCTS CO. 


Enclosures for Every 
Electrical Requirement 
33 Crescent Street 


LONG ISLAND CITY, N. Y. 














Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. §S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. §S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company | 
1790 Broadway, New York City 


Complete Stock Carried in the Following 
Cities: 


Los Angeles 
Minneapolis 
New Orleans 
New York 
Omaha 
Philadelphia 
Pittsburgh 
Portland, Ore. 
Rochester 
Sacramento 
Salt Lake City 
San Francisco 
Seattle 


Spokane 

St. Louis 
Syracuse 
Toledo 


Atlanta 
Baltimore 
Birmingham 
Boston 
Buffalo 
Chicago 
Cincinnati 
Cleveland 
Columbus 
Denver 
Detroit 
Houston 
Indianapolis 
Kansas City 


Trade Mark 
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Over in Brooklyn the other day we ran 
across Bill Lodge, sales manager for the 
\merican Metal Moulding Co. Bill does 
considerable traveling and perhaps at this 
moment he is selling some conduit to a 
jobber in the far west. Incidentally this 
same chap can get as much fun out of a 
circus aS any youngster. 





fore, it was logical that the R. C. A. 
should take the first and important 
step toward stabilizing the patent sit- 
uation. With this same objective in 
mind it was decided by the R. C. A. 
that the welfare of the radio industry 
was best served by not confining the 
rights of its patents to its own organi- 
Accordingly, licenses were 
granted to a few of the leading com- 
petitive manufacturers who had taken 
active parts in the development of the 
industry. 


zation. 


* * * 


Movies and Gardens 
On June 27, 28 and 29, Standard 
Home Utilities, Inc., of New York 
staged the first showing in New York 
of the new Crosley “Bandbox”’ and 


the Amrad “Royal” series. Their 
method of presenting these lines to 
the dealer was somewhat different 
iron anything before attempted. 


\hout five thousand invitations were 

out to the radio dealers. 

hey had a beautiful garden effect 
built on the esplanade outside their 
ofces on the sixteenth floor. Enter- 
‘iument features were broadcast over 
‘tstion WMCA between three and 
I o'clock on the three afternoons 






ioned. Refreshments were served. 
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Have You Seen the NEW 


Simple 


Dependable 


Only 


and the TRICO Renewal 
Element 


Sample and details on request 


TRICO FUSE MFG. CO. 


1004 McKinley Ave. Milwaukee, Wis., U. S. A. 
















parts 


WRITE TODAY! 


RENEWABLE 
FUSE? 












































Wire nuts 
come in stand- 
ard packages 
of 100. Use 
them for speed, 
convenience 
and efficiency. 


33-N-50 














Quicker and Better 


When you screw a wire nut over 
the ends ofapair of wires you auto- 
matically make a better contact, 
stronger joint and more perfectly 
insulated connectionthan ever be- 
fore. Thethreads in the brass inset 
bite and grip the wire ends and the 
Coltrock shell extends well back 
over the insulation on the wires. 


COLT’s PATENT FirE ARMs Mrc.Co. 


Electrical Division 


HARTFORD, Conn. U.S.A. 
NEW YORK~ BOSTON~CHICAGO~SAN FRANCI 





No. 12, 1 No. 14 Solid 

















Approved by Underwriters Laboratories, Inc. 































OR) 3 
NUMBER 12 
FOR 
o. 12 Solid and 


1 Stranded wire. 





and 1 Stranded wire. 





No. 14 Solid: wire. 


No. 12 Solid and 
2 No. 14 Solid wires. 


2 No. 12 Solid and 


1 No. 14 Solid wires. 


USE 
NUMBER 14 
FOR 
. 14 Solid wire. 

Solid wire. 


Stranded | 
wire. 

Nige betes! 
wire. 

Nas tet: (cre 
wire. 

2 Stranded 
wire. 
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|Motion pictures were taken of the 
'dealers at this affair and these pic- 
‘tures will be shown at a subsequent 


| affair. 


The Handy Package 
Jobbers Like 


* * * 


Lights That Dazzled 
Washington 


‘flood of light. Such an amount of 
‘illumination cost $10.00 then. Today 
half a hundred 50-watt electric lamps 
would furnish as much light, and the 
cost would be about 75 cents. But 
no host in these bright days would be 
satisfied with so dull an illumination 
'in a big dining hall. For such affairs 
times the candlepower that 
lmade President Washington's guests 
| blink is demanded and supplied, and 
‘the bill is considerably smaller than 
‘the old-time candlemaker’s. 

| * * # 





| many 


Rubber Covered Wires 
Armored Cables 
Silk and Cotton Cords 
Weather Proof Wire 


Providence Insulated Wire Co. 
Providence, R. I. 


Waage Provides Move Space 

The Co., 5100 
Ravenswood Ave., Chicago, manufac- 
turer of electrical heating devices, has 
just completed another story to its 
7500 feet of addi- 


Waage Electric 


plant, providing 


tional space. 











has been 


Brass & Copper Co., 


pointed district sales manager, cover- | 


and Indiana. 
will shortly 


D e | 1V e r I e ms | ee 
the market two new toasters. 
| 


company put on 





Joppers never 


worry about deliveries 


of “Central” Conduit. 
Whether the 
made _ of 

White” or “Central 
Black” the jobber 
knows that the order 
will be filled and de- 


made 


sale is 


“Central 


livery when 


wanted. 





Use of 2,000 candles at a state din- | 
|ner given by President George Wash- | 
|ington caused guests to marvel at the | 





S. A. Stark, formerly with Dallas | = 





Sell These 
For Bigger Profits 


“Loricated” the 
eled Conduit and 


Pioneer Enam- 


“Galvaduct” 


'the oldest brand of Galvanized 
Conduit, will bring big profits to 


you in 1927. Their 30 years of 
reliable service have made them 
great favorites with the trade. 
“Cash in” on this acceptance. 








ap- | 











Central Tube Company | 
PITTSBURGH | 


Sales Offices in Principal Cities 


This photograph shows the 
thirds of Harold Verman who represents 
the Advance Battery Corp. in the New 
York territory. The other third was cut 
off in taking the picture. 


top two- 


Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


aN 


Be A Booster 


Tell your friends 
about 


The 


Jobber’s Salesman 
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Violetta 


\With a realization on the public’s 

irt of the health giving qualities of 

Violet Ray, there has come a big 
lemand for the Violetta. 

Extensive advertising on our part 
has educated the public to purchase 
the best. We are the oldest manufac- 
turer in the Violet Ray field. Our 
experience enables us to present ap- 
paratus substantial in nature and pro- 
ductive of the best results. 

lobbers’ salesmen all over the country 
hould “cash in” on this demand by selling 
every dealer on whom they call at least one 
Violetta for counter display purposes. When 

sells that, a repeat business is assured you. 


Bleadon-Dun Co. 


2300 Warren Avenue 
CHICAGO ILLINOIS 








i ee 
1927 


YA@SER’S 


Soldering Fluxes 














Salts Paste 


Radio Department Man- 
gers should not fail to list 
Yager’s Soldering Fluxes in 

eir catalog this vear. 

x * x 
\lways in demand. 
x * * 

Every radio dealer will 
rry a stock. 
* * ok 
Write today for discount 
heets and catalog electro- 

Pes. 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 








—~. 





| period. 


| shades. 
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» = 

















While J. E. Cameron heads up the or- 
ganization of the Appleton Rubber Co., 
and looks after its sales, Robert Cowen, 
on the left, sees to it that the plant is 
running properly. Paul O. Lawton, on the 
right, looks after the finances. 





Van Der Bloom Secures Good 


Accounts 
C. H. Van 


turers agent located in Cleveland, is 


Der Bloom, manufac- 


now representing The Fullman Mfg. 
Co., of Latrobe, Pa., S. H. Couch Co. 
of Norfolk Mass., Mohawk 
Conduit Co., and the Palmer Elec. 
& Mfg. Co. of Boston, in Ohio, part 
of Penn. and Mich. and part of New 
York state. 


Downs, 


* * * 


The High Cost of Beauty 


Barbering and cosmetics in 1925 
cost American women %500,000,000 
and American men $750,000,000. That 
the 
tion’s bill for lighting all its homes 
offices 


The figures for 1926 have 


was 25 per cent more than na- 


and and stores for the same 


not been compiled, but as the expendi- 
tures for ‘“‘dolling up” are on the in- 
crease the 


proportional outlay is 


| probably the same. 


* * * 


Juno in Its Own Building 

The Juno Lamp Mfg. Co., 8217 
Woodland Ave., Cleveland, Ohio, or- 
ganized in February of this year, im- 


| ports table, boudoir junior and bridge 


lamps and novelties. It also manu- 


|factures paper parchment and _ silk 


It now occupies its own three 
story brick building. 





MAN IN THE INDUSTRY.” 






KLIEGL 


LIGHTING 


Theatrical Lighting 
is profitable business 


for Jobbers 


S ECURE your share. Carry 
Kliegl theatrical lighting spe- 
cialties. They are time tested, well 
established, dependable, and priced 
right. Everything can be furnished 
—from a pin-plug connector to 
footlights, borderlights, or dimmer 
banks. Write for a copy of our 
illustrated catalogue. Request that 
your name be placed on our mail- 
ing list to receive current trade 
bulletins. The following is but a 
partial list of Kliegl products. Job- 
bers’ discounts quoted on request. 





Connectors 
Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 

Footlights 
Borderlights 


Floodlights 
Spotlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Supplies 


KLIEGL BROS 


Universat Evectric STAGE LIGHTING Co., Inc. 


32! West 5Oth Street 
NEW YORK, N.Y. 














The 


of Profit 


The Jobber’s Salesman who overlooks 
the selling of specialties is just making the 
meeting of his “bogey” hard for himself 
Take for instance Aislelites Every 
moving picture theatre in your territory 1s 
a prospect for an installation of Aislelites 
Are you pointing this out to your con 
tractor-dealers? Are you going with them 
to interview the theatre owner? . Are you 
seeing to it that a sample installation 1s 
made? 
If not, you are overlooking a sure profit 
builder. 
Better full information today 


write tor 


NATIONAL THEATRE SUPPLY 
COMPANY 
Successors to Exhibitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 


Offices in 31 Principal Cities 
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(re | 


\COLLYER 
Silk oe Cotton 


Ask about our 
display rack—it 
makes the sales 


ColluerIngulated Wire Co. \ 


PAWTUCKET, R.T 








| nounces 
| o . 
| factory unit, shown above. 
| their floor space by over 150%, making 
| possible 





SonocHorDE 











The Boudette Mfg. Co. of Chelsea, 
Mass., one of the pioneers in radio, an- 
the opening of an _ additional 
This increases 
the production of 2500 “Sono- 


chorde” speakers a day. 





tric heaters. 





“St. Louis’ Largest Hotel’’ 


ALL St. Louis— 
is NEAR 


14> CORONADO VOrek! 


HIS Great Hotel 

stands geographically 
and Socially in the heart of 
the city ---- and on it’s 
highest point. Smartly 
furnished Guest-Rooms, 
single or ensuite - - 5 din- 
ing rooms, dancing night- 
ly the Coronado has 
taken a place among the noted 
Hotels of the WORLD! 


RATES 
From $2.50 


heH 
Corotiado 


Lindell Blvd. 





trict. 


|—Catalog No. 41 on 
| knife 
| switches. 
_the company’s regular practice of il- 
| lustrating and listing its material on a 








Bach Takes on a Heater 
The C. R. Bach Co. 


cisco announces that it has been ap- 


of San Fran- 


pointed western representative for the 
Anderson-Pitt Corp. of Kansas City, 


| Mo., and will market its line of elec- 


This product is a scien- 
tific reflector type heater. 

F. J. Holtz, formerly with 
E. Wilson Co., 
C. R. Bach Co. as special sales rep- 


| resentative, 


* * * 


Wallis Draws a Pair of Aces 
C. H. Wallis & Co., St. Louis, have 


| made two changes in their organiza- 
| tion 
| Myers, 
| Electrical Supply Co., is now sales 


which are of interest. R. E. 
formerly with the Manhattan 


manager, in charge of the central dis- 


Claire D. Oldham, who in his 


_ time was the peer of all lamp sales- 
| men in the Southwest district, 
| looking after the western part of the 
| Wallis organization’s territory. 


is now 


* * * 


Latest Trade Literature 
Frank Adam Electric Co., St. Louis. 
fuse blocks, 
flush range 
This catalog is in line with 


switches and 


plan as simple, practical and uniform 


| as possible. 


Standard Electric Stove Co., Tole- 


| do, O.—Their newest catalog is just 


out—No, 15-B, showing the full 
Standard line of ranges, small heating 
devices and and_ spare 
Of particular interest is the 


accessories 
parts. 


new line of wall and shelf type models | 
which are rapidly gaining wide popu- | 


larity. 














Ga—$-~ 
HOLYOKE WIRES 


Holyoke Products a: 
Single conductor an: 
ciator wire. 
Twisted annunciator 
Multiple conductor 
nunciator wire bra 
cover. 
Weatherproof single 
ductor =  annunci 
wire, 
Weatherproof twisted 
nunciator wire. 
Damp proof office wi 
K K _ wire, single 
multiple conducto: 


The Holyoke Co., Inc. 


611 re dh New York, N. 
30 E. Randolph St., 





Chicago, Vi. 














Thomas | 
is now connected with | 


Wrigley Toggle Bolts 
‘‘Wrigley 
For Quality”’ 


Made of heavier 


gauge steel. 


DEC.3,1901 


smaller holes than 


bolt. 


HOOD SCREWS ON 
TRUNNION NUT 
TOGGLE BOLT 


First Toggle Bolt 
made. 


THE tHOMAS WRIGLEY CO. 
504 Sherman St., Chicago, III. 














Every Business 
of conmotnaeee ought to have Bere card 
REPRESENTATIO 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—superiority 
of engraving and _ the 
convenience of the book 

form style ex- 
plains why. 

Send f 


them one by 
one and ob- 
their 
sharp edges 
and general 
excellence. 


The John B. Wiggins Comp: ny 
Established 1857 
= —— a Makers Die Embossers 
5 ullerton Ave. : 
705 Peoples Gas Bldg. CHICAGO 


Can be put through 


the ordinary toggle 























Subscribers 


You can’t afford to miss a sin- 
gle issue. Give us your new 
address if you have moved. 


a 
Toa) 


Be a Booster 
Tell your friends about 


The Jobber’s Salesman 
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New—and Good!! 


ROYAL CRYS- 
TAL FUSE 
PLUGS. All 
GLASS top, 
visible and safe. 
Attractive 
HANDY FIVE- 
PACKS AP- 
PROVED BY 
THE UNDER- 
WRITERS. 





Write NOW for SAMPLES AND Details 


ROYAL ELECTRIG CO. 


Chelsea Station Boston, Mass. 











Porcelain Screw Eyes 


No. 9000—3 inch long 
No. 9001—6 “ ‘“ 


Ask for samples and prices 


Manufactured by 
UNION INSULATING COMPANY 
Parkersburg, W. Va. 
296 Broadway, New York 











CROSS ARMS 


seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 

SOLD 


in carload lots only, for ship- 
ment by rail or water from fac- 
tory, Bellingham, Wash. 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 
White Bldg., Seattle, Wash. 

















CEDAR POLES 


Plain or 
Butt Treated 


| 

1 Northern 

||| White Cedar 
Western 





Red Cedar 
UIULILUULLALLL LUMBER RETLU LLL 
T. M. PARTRIDGE 


Lumber Company 
Minneapolis. Minnesota 
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| Announcement 





| Blower 





Blower Co., 


small size 


American 


of a new 


style “Venturafin” unit heater for in- 


stallations in buildings and rooms 


JOBBER IS THE MOST IMPORTANT MAN IN THE 


Detroit.— | 


where larger units would not be suit- | 


able, is made in an eight page catalog 
just issued by the company. 


Autovent Fan & Blower Co., Chi- 
110, fea- 
“Uni- 
motor driven and pulley driven 
blowers, 


cago.—A new 


catalog, No. 
turing the line of 


blade”’ 


type 


complete 


has just been issued. 
The book also contains a comprehen- 
discussion on 
This 


deals with calculating air 


sive and_ instructive 


“How to Figure Ventilation.” 
material 


requirements, blower and fan _ sizes 


and the sizing of ducts and grills. 


listings and _ performance 


tables are complete. From the tiniest 


“Uniblade’” blower and_ exhauster 


| handling in the neighborhood of 100 


cu. ft. of air per minute, to the mam- 
moth pulley-driven 
1000 times that amount. 


types handling 


Crouse-Hinds Co., Syracuse, N. Y. 


| —Distinct and novel features of the 


Wedge-nut fastener of the new 
round” 


| trated in a large folder, one side of 


| which is suitable for poster purposes. 


Also Bulletin 2098 on self-threading 
unions and connectors. 


of the Incandescent 


is the title of a new book, com- 


“History 
Lamp” 
ing from the Maqua Press, Schenec- 
N. Y., written by John W. 

and Henry Schroeder. It 


tady, 
Howell 


starts with the development of electric 


lighting prior to Edison’s invention | 


| and in a total of eight chapters de- 


| seribes Edison’s invention and the de- | 
| velopment of a 


complete 


| system, filaments, the vacuum and the 





gas filled lamp, leading-in wire devel- 
opments, glass construction, the base 


and photometry. It is fully illustrated 


and a disinct contribution to the art. | 


American Flyer Mfg. Co., Chicago. 
—New 1927 Twentieth 
catalog featuring the American Flyer 
“Rainbew” It contains 32 pages 


Anniversary 


line. 
in all, devoted wholly to electrical and 
mechanical miniature railroad equip- 
ment. Leading this line is the 1927 


“President's Special,” a 61% ft. elec- 


| trical train consisting of a 12-wheel, 


triple-action, remote-control locomo- 


tive and three 12-wheel cars. 


“Ob- | 
conduit fitting line are illus- | 


lighting | 


INDUSTRY.” 





Bell Ringing 
Transformers 


All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 


are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 


T-26—6, 8 and 14 Volt 

Built for both 3 inch and 4 inch outlet 
box, 

Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


(TRANSFORMERS of MERIT for FIFTEEN VEARS }. 




















LENK Offers More 
Sales Co-operation 


Good Merchandising + Quick 
Sales = Better Profits 











5 
5 
= 
4 





No.4 De Luxe AssortmMeENT 


Knowing this handsome mahogany Dis- 


play Board will help sell Lenk Blow 
Torches, we are offering it free to all 
who will use it—the only charge being 
for the torches as illustrated. Tell your 


trade about it and boost your sales 


average. 


The LENK MFG. CO., 20 Merrimac St., Boston, Mass 
Mfrs. of Alcohol and Gasoline Blotorches Exclusively 
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F I ‘HE new Sensory Aerial Kit con- 
tains a most carefully selected as- 
d sortment of high grade Antennae 


material. Every article for the erection 


of an efficient aerial is included, but 
there is no superfluous material to lend 
Anten- 


compact 


a fictitious value. The sale of 
nae material in this attractive, 


carton is a real service to the consumer 


and a great convenience to the dealer. 
Every “Set” buyer is a potential cus- 
tomer. 


The Kit contains: 
100 ft. 7 strand No. 22 plain copper wire 


40 ft. No. 14 white rubber covered lead 
in wire 
15 ft. No. 18 brown rubber covered hook 


up wire 
2 No. 3020 Glass Strain 
2 No, 3093 Screw Eye 
No. 3099 Screw 
2 Nailit Knobs 
1 No. 3079 aluminum solderless gr. 
1 No. 3634 enameled lead in strip 
1 No. 3635 aerial connector 
1 
1 
1 


Insulators 
Insulators 
Eye Insulator 


clamp 


0 Staples 
No. 3042 


instruction 


approv ed lightning 


sheet. 


arrester 


Radio Department Managers:—Elec- 
tros of the 
Send for one 
it in 


above kit are now ready. 
so that you may 


1927-28 catalog. 


at once 


include your 


HEINEMANN 
ELECTRIC CO. 
PHILADELPHIA, PA. 


Established 1888 
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)UNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 











“HANK” 





_— JY fellers 


QUOTA STANDING 
Hank 52,000 104% 
Al 48,000 96% 
Jed 30,000 60% 


Hank sure came back this monthe The old fish 
put one over on use Know what he did? 

The tests made on the T-V Current Breaker 
showing how this master switch could break 
currents with hardly so mich as a flicker of 
an arc, had old Hank turning somersaults. 

He went out end proved to a bunch of steel 
mill engineers that he had the greatest Safe- 
ty Switch goine 

That arc blanket sure did the worke And all 
the other good points tode 

I kept plugging away at the oil and refriger- 
ator fellers with the "77" line. 


‘Hank did it, but soldier, watch my smoke. 


We 


Pe Se Just look up pages 18 to 26 in our 
fency new Manual on Safety Switchese 
It*ll surprise youe 


Comparative Tests made with Current 
Breaker and standard Safety Switch 





Osciliogram of Current Breaker Test 





Osciliogram of above test. 


Tests made by the Electrical Testing 
Laboratories, New York C ty. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO 


BANTAM, CONN. 


~W SAFETY SWITCHES ¥ 



















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Overcome the Summer 
Handicap-- 


Stimulate Your Sales. 


There’s no real reason why your customers should neglect 
their radio sets in warm weather—summer puts a flood of 
radio enjoyment on the air: concerts by famous bands and 
orchestras, sporting events of national interest. NOW is the 
time for you to push 


—— STAR 
RADIO BATTERIES 


—they will improve the reception of any 
radio set! Powerful, silent, long-lived, they 
increase range and volume—and overcome 
the handicap of hot weather! 





























The surprising power and long life in- 
herent in all Bright Star batteries is main- 
tained by scientific manufacture—the cen- 
tral feature of which is the original Bright 
Star “Bag Type” cell construction. Bright 
Star batteries have earned their reputation— 
“Supreme in Every Test.” 


Millions of radio owners have been told 
about Bright Star batteries through our 
national advertising—NOW is the time to 
cash in on this large and growing consumer 
demand. Get in touch with your jobber, or 
write direct to us. 
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BRIGHT STAR BATTERY: CO., INC. 


Main Office and Factory 
Hoboken, N. J. 


Branch: Chicago, III. 
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SEVENTEEN YEARS BUILDING QUALITY BATTERIES 


¥ ” 








You’re in the 
home stretch now— 
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Here’s 
your line-up 
of winners— 


TRIANGLE 
RIGID STEEL 
CONDUIT 


Enameled and galvanized, 
elbows and couplings 


“TRIEX” 
Non-metallic sheathed 
cable 


TRIANGLE 
ARMORED CON- 
DUCTORS 


Round and flat 


TRIANGLE 
FLEXIBLE STEEL 
CONDUIT 


TRIANGLE 
RUBBER-COVERED 
WIRE 


Code, Intermediate, 30% 


TRIANGLE 
FLEXIBLE 
NON-METALLIC 
CONDUIT 


TRIANGLE 
RUBBER-COVERED 
LEAD-ENCASED 
WIRE 


3 

>. 

y 
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—SO 


—and win some 


extra money. 


August is here now! You're in the second 
and last lap of the summer sales race. 
There’s an extra prize at the end of this lap 
for the jobber’s salesman who scores high 
on TRIANGLE—$25 in cash, in addition to 
the regular prize offered by this magazine. 





For the salesman selling the larg- — 
est amount of TRIANGLE goods > 7 om 
in August, an extra cash prize of ~ 


If your gross sales score on TRIANGLE 
goods ties some other fellow’s, you both get 
the full amount of the prize. 


As a Triangle prize winner said last year, 
“. . it takes but very little concentration 
to convince my customers.” ‘That may be 


no news to you, if you’ve been selling Tri- 
angle goods regularly—but keep it in mind 
when the weather is hottest! 

Quality and value are in every inch of 
Triangle materials, and it’s just a matter 
of the “very little concentration” that puts 
you in line for the extra cash prize. 

Go to it!—and good luck! 








TRIANGLE CONDUIT Co, INC. 


General Offices: Dry Harbor Road and Cooper Ave., 
Brooklyn, N.. ¥. 


Factories: Brooklyn — Chicago — Butler, Pa. 
In Canada: Triangle Conduit Co., Ltd., Toronto 
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than during the same period 
last year 





























ONE REASON 


Because of its outstanding merit, sales of the Wakefield 
Office Lighting Unit have outstripped production—and 
these sales are not only coming fast, they’re coming easy. 
Ask for data sheet 101. 


THE F. W. WAKEFIELD BRASS COMPANY 
VERMILION, OHIO, U.S. A. 














